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“No Prior Approval” 
Attacked, Defended 


At Agents’ Meeting 


Eastern Conference Gets Bid From 
Bureau Companies for Meeting 
On Rating Problems 


BARRY ASKS AGENTS TO ACT 


Urges Legislation to End “Chaos’’: 
White Calls Competition Too 
Keen, Rates Too Low 


By Epwin N. Eacer 


Philadelphia, April 18: Sharply di- 
vergent views on future trends of insur- 
ance rate regulation were expressed here 
today by three leaders in the property 
liability coverage field at final general 
session of the 13th annual meeting of 
Eastern Agents Conference at Philadel- 
phia Sheraton Hotel. About 400 persons 
are attending this joint session with the 
national board of state directors of Na- 
tional Association of Insurance Agents. 

Speakers who expressed their views 
vigorously and sincerely on the rating 
problem were President John R. Barry, 
Corroon & Reynolds Group, giving his 
own ideas; H. Clay Johnson, executive 
vice president of the Royal-Globe In- 
surance Cos., and chairman of. a joint 
committee of the Association of Casualty 
& Surety Companies, Inland Marine Un- 
derwriters Association and National 
Board of Fire Underwriters, and Morton 
V. V. White, prominent Pennsylvania 
agent of Allentown, who voiced his own 
views and did not ‘speak in his position 
as chairman of the NAIA committee on 
Federal affairs. 


Barry Hits Kefauver Bill 


Mr. Barry holds there has been a col- 
lapse of rate regulation with “complete 
chaos and confusion,” , Plus a “vicious, 
competitive rate war.” He denounced 
provisions of the so-called Kefauver bill 
in Congress for the District of Columbia, 
with its removal of necessity for prior 
approval of rate filings, and called on the 
agents to “educate Senators and Repre- 
sentatives on the effect this bill would 
have, not only on you and your welfare, 
but on the entire nationwide insurance 
system. If this bill is to be defeated, 
and you feel it should be, then it will be 
done only through your efforts.” 

Mr. Barry declared that “all the in- 
dependent rate filings and all the devia- 
tions which have been made to effect a 
reduction in rate have been to the largest 
degree at your (the agents’) expense. I 
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We Offer... 
PROGRESSIVE UNDERWRITING 


and 


BROAD COVERAGES 


LIBERAL, PROGRESSIVE UNDERWRITING by men trained 
in the Lincoln tradition. 


A BROAD RANGE OF COVERAGES for every personal or 
business insurance situation. 


= LIFE POLICIES—participating and non-participat- 
ing issued to age 80. 


=" ENDOWMENT POLICIES—participating. 


=" TERM POLICIES—Jevel and decreasing amounts 
at low guaranteed rates. 


=" ACCIDENT AND SICKNESS INSURANCE—v07- 
cancellable and guaranteed renewable to age 65 
and Commercial Policies. 


= GROUP INSURANCE—complete range of cover- 
ages including Controlled Major Medical to 10 
lives. 


= PENSION PLANS—group and individual policy. 


LEONARD A. KAHN 
& associates 

1001 Franklin Avenue 
Garden City, L. I. 
Ploneer 1-7670 


CHARLES J. KRASNE 
& associates 


10 Rockefeller Plaza 
New York 20, New York 
JUdson 2-8066 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 
OF NEW YORK 


New York 20, New York 


Home Office: 1270 Avenue of the Americas, 








INSURA 


Cecil Underwood As 
Schriver’s Successor 
Rumored At Meeting 


Surprise Appointment of Former 
Governor of West Virginia Not 
Officially Made at Press Time 


MEETING DRAWS LEADERS 
Pres. North Tells National Council 


Business Needs Greater Confidence 
Between Companies and Field 








By Wattace L. Ciapp 


Fort Lauderdale, April 19—While no 
official announcement was made today 
at National Association of Life Under- 
writers mid-year meeting, the rumor is 
that the successor to Lester O. Schriver 
as executive vice president of NALU 
will be Cecil Underwood, former Gov- 
ernor of West Virginia, who is now pres- 
ident of Island Creek Coal Co., Hunting- 
ton, W. Va. Mr. Schriver announced last 
December that he was resigning effective 
the end of this year. 

Mr. Underwood, who is 38, has had a 
distinguished political career in West 
Virginia of which he is a native. He 
had served in the House of Delegates 
from 1944 to 1956, was minority floor 
leader for several years before being 
elected, governor in 1957. Graduate of 
Salem College, with an A.M. degree from 
West Virginia University, he also has 
honorary LL.D. degrees from several 
educational institutions and a Doctor of 
Humanities from Salem College. Early 
in his career he was a high school 
teacher and also served on the faculty of 
Marietta College. He was president of 
the Young Republican League of W. Va 
and served as parliamentarian for the 
Young Republican National Convention 

Prominent Personalities at Meeting 

The Galt Ocean Mile Hotel here, con- 
vention headquarters, is truly the as- 
sembly point this week for some of the 
great leaders in the life insurance pro- 
duction ranks. Among them are Wil- 
liam E, North, CLU, Evanston, Ill. man- 
ager for New York Life, NALU’s. presi- 
dent; W. W. Hendley, Jr., immediate 
past president, agent for Mutual Of New 
York in Columbia, S. C.; Albert C. 
Adams, NALU past president Philadel- 
phia general agent John Hancock; R. L. 
McMillon, BMA’s district manager in 
Abilene, Tex., NALU vice president and 
slated to be next president; James E. 
Rutherford, The Prudential’s vice pres- 
ident in charge of Mid-America opera- 
tions, and former NALU executive vice 
president; Jack Nussbaum, Milwaukee 
another past president, now president 
of Northern States Life. 

Four of NALU’s ladies, nationally 


(Continued on Page 3) 
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This is one of John Hancock’s award-winning series of advertisements. They appear regularly in 


national magazines and have greatly enhanced the reputation of our company and of its agents. 




















Gen onthe borase of Kenan 





He gave us a lesson in independence... 








IT DOESN'T MAKE SENSE. The Declaration of Independence? It’s his own death warrant if 
John Hancock had a fine home. A prosperous he signs it. But he puts his name down, big and bold. 
business. A future solid and secure as any man’s. Then you think about it for a while and it makes good sense. 
Why should a man like that want to You know what grips a man when he first gets a whiff of the fresh, 
, h a change things? clean air of independence. After that he can’t live with the stale 
tn Hance .. © ae , 
VA But you open the book of our fight for smell of tyranny in his nostrils. 


independence, and there he is on every page. You come to the part 
about the Boston Tea Party, and he’s right in the thick of it. 

Paul Revere’s Ride? That’s to warn Hancock and his 

friend Sam Adams that the British are marching to Lexington. 


So you know why John Hancock wanted to change things. 
You understand because you’ve grown up in the same fresh air of 
independence, and it’s made you the same kind of man. 


ALJLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Mid-Year 


Meeting 





GAMC’s Program at NALU Meeting 


Leading Off with Lillian Hogue’s Luncheon Talk, the Emphasis 
Was on “Pride in Management” Reflected in Talks by 
Craig, Nicholson and Weber 


Fort Lauderdale, Fla., April 18—One of 
the attractive features of NALU’s mid- 
year meeting here was the program put 
on today by The General Agents and 
Managers Conference, national chair- 
man of which is Carr R. Purser; Penn 
Mutual Life New York. It was a well 
planned session at which pride in man- 
agement was demonstrated. The lead- 
off was the luncheon address by Lillian 
G. Hogue, CLU, agent for New York 
Life at Detroit, the first woman to be 
elected president of American Society 
of CLU’s and who is now a trustee ot 
American College of Life Underwriters. 
Intriguing title of her talk was “There Is 
Nothing Like a Dame.” 


In the afternoon GAMC meeting the 


speakers, all prominent executives, were 


Wylie Craig, vice president and director 
of Georgia International Life of Atlanta, 
who spoke on “It Isn’t Easy, But It’s 
Worth It”; Elmer L. Nicholson, agency 


vice president, Connecticut Mutual Life, 
who talked about “The Eleven O'clock 
Winner,” and E. Clare Weber, CLU, 
New England Life general agent in 
Cleveland whose agency has paid for 
over $125 million of new business in the 
past six years, exclusive of Group in- 
surance. Mr. Weber’s message to GAMC 
was titled “On This Firm Foundation.” 
Following are the highspots of the 
talks by Miss Hogue and Messrs. Craig 
Weber and Nicholson. 
Importance of Women in Life Insurance 
Lillian Hogue stressed the importance 
of women in the life insurance busi- 
ness not only as producers, but primarily 
as prospects. She declared that women 
“have the reputation of being incon- 
sistent, illogical, unpredictable and ex- 
asperating. By virtue of this it 1s im- 
portant that they be understood properly 
because in addition to all their other 
(Continued on Page 30) 





-NALU Mid-Year 


(Continued from Page 1) 


known, are also here with important re- 
sponsibilities. Mrs. Elsie S. Doyle, Union 
Central Life agent at Fort Lauderdale, a 
former NALU trustee, is chairman ot 
the host association (Broward County) 
midyear meeting committee; Ellen M. 
Putnam, CLU, National Life of Ver- 
mont agent at Rochester, N. Y., cur- 
rently the only woman member of 
NALU’s board of trustees, is to speak on 
“Policyholders are People” at the Thurs- 
day morning sales congress here of 
Broward County Association ; Lillian G. 
Hogue, CLU, New York Life agent at 
Detroit, distinguished as the first woman 
to be elected president of American So- 
ciety of CLU’s (see another page for 
highspots of her GAMC luncheon_talk 
this noon), and Mrs, Jennie McNulty, 
agent for The Prudential at Melbourne, 
Fla., one of the country’s leading women 
life underwriters, who through her life 
insurance sales activity educated her six 
children at University of Florida. 

Among New Yorkers here NALU was 
honored to have as a guest Blake T. 
Newton, Jr., executive vice president, 
Institute of Life Insurance; also as 
speakers B. William Steinberg, CLU, 
Massachusetts Mutual general agent and 
Harry K. Gutmann, CLU, Mutual Of 
New York, who is president of New 
York State Association and as a trustee 
Charles Anchell, New York Life agent, 
past president, New York City Associa- 
tion; also Jack Manning, managing di- 
rector, New York City Association, and 
David Fluegelman, Connecticut Mutual 
general agent, another NALU past presi- 
dent. Ralph G. Engelsman, editor of 
Probe, widely known as a consultant, is 
also on hand. 


President North Keynotes Meeting 


Success for the smooth-running of this 
meeting is largely due to NALU’s key- 
men: Lester Schriver, Max Hoffman, 
executive consultant; Marvin A. Kobel, 
public relations director, who gave fine 
cooperation to the working press here; 
Lee P. Kerkay, executive assistant, and 
Mrs. Elsie S. Doyle who as local com- 
mittee chairman, was one of the busiest 
ladies present. 

President North in his report this 
morning to NALU’s National Council, 
sounded a challenging keynote when he 
said that in terms of need the American 
people still must have several trillions of 
life insurance in force if they are to buy, 
own and control reasonably adequate 


security programs. As of last December 
31, he said, 118 million people owned 
$585 billion of life insurance and policy 
values amounted to about $120 billion. 
He hoped that these large figures do not 
act as sort of an “opiate,” leading many 
life underwriters to conclude “we have 
done and are doing a much better job,” 
than we are. 

Emphasizing that there is no substitute 
for that security which is acquired 
through individual thrift and initiative, 
Mr. North warned, however, that the 
trend is away from individual responsi- 
bility that has tended to de-emphasize 
importance of voluntary security pro- 
grams. In this connection, he spoke of 
continued inflation and continued, costly 
expansion of Social Security “as two 
matters of vital importance that relate 
directly to individual initiative and secur- 
ity.” , 

The greatest anti-inflation weapon, in 
his opinion, is “our ability to counsel 
people wisely about evils of excessive 
debt, and guide them in direction of 
sound business management in the area 
of their own affairs.” In turn, he said 
that expansion of Social Security bene- 
fits and deferment of the levying of taxes 
to pay for them “may be justly criticized 
as being unfair competition with volun- 
tary security programs where payments 
must begin immediately on creation of 
the benefit program.” 

In the past seven months as NALU 
president, Mr. North said he has spoken 
before audiences in approximately 71 
association groups, 16 company organiza- 
tions, and seven others such as university 
and service groups. He has visited 28 
states, two Canadian provinces, and at- 
tended a total of 29 NALU or affiliate 
meetings and company conferences. 

It is his considered opinion that “there 
is no service opportunity in American 
business more demanding, yet more in- 
spiring; more tiring yet more rewarding, 
than being president of NALU.” 

Before closing President North de- 
clared: “We desperately need greater 
confidence and trust between the com- 
panies and the field. Neither of us can 
go it alone. Instead, we are each de- 
pendent upon the other, and our co- 
operation is vital if we would provide 
policyowners the service to which they 
are entitled. It must be remembered 
that in the final analysis we are in busi- 
ness only as long as we serve the public 
in a manner which satisfies it. It is hoped 
that our new Joint ALC-LIAA-NALU 
Committee will prove a constructive in- 
fluence and bring major benefits to all 
segments of our industry, particularly to 
the policyowners.” 


B. W. Steinberg Gives 
Idea of ‘Ideal’ Agent 


SPEAKS BEFORE AGENTS’ FORUM 





Says General Agent Recruits Men in His 
n Image and Agency Becomes 
Mirror of General Agent 





Fort Lauderdale, Florida — Speaking 
before the agents’ forum at NALU mid- 
year meeting being held here this week, 
B. William Steinberg, CLU, general 
agent in New York for Massachusetts 
Mutual Life, said that a general agent 
recruits men in his own image and an 
agency becomes the mirror of the gen- 
eral agent. “There are a variety of agen- 
cy operations and different kinds of 
general agents,” he said in his talk on 
“What A General Agent Expects from 
the Ideal Agent,” “therefore, there must 
be different kinds of ‘ideal’ agents. 

“Specifically, our ‘ideal’ agent is the 
general agent’s kind of guy who fits 
whatever market the agency is equipped 
to train him for and to serve. If our 
agent is just out of college, single, 22, 
full of pep and vinegar—of what use is 
he to an estate analysis organization ? 
3ut can he not set the world on fire in 
an agency serving a college market? The 
estate analysis agency, such as mine, 
would bury this youngster. When they 
come to us—we send them on to other 
good agencies who can make them suc- 
cessful. 

“But no matter what market is served 
by agency or agent—whether they con- 
centrate on ‘lives’ or ‘estate analysis’ 
there are certain basic attributes which 
are inherent in all ‘ideal’ agents. He 
must, for instance, blend into the agency 
organization. To a great degree we are 
all rugged individualists. But this is not 
synonymous with being lone wolves. Will 
the other agents like him, will they be 
proud to introduce him to their clients as 
an associate? Will they want to invite 
him into their homes? If not, he does 
not belong—at least not in this agency. 
[his does not mean that all men in one 
agency will have the same basic person- 
ality. Not at all. There can be as many 
different types as men, but they all will 
have a unity of purpose, of attitude, of 
operation. No odd balls to upset apple- 
carts. Will this man be willing to work 
with others in the agency? Will he be 
glad to help others, and come to the 
others with his problems?” 


Outlines “Ideal” Agent 


Outlining his idea for the “ideal” man, 
Mr. Steinberg said that he must be the 
kind of a man who will realize that he 
will be “better for giving of himself to 
his fellow agents. This does not mean 
only in the agency. It could also include 
industry organizations—and his activity 
there. Time is all any of us have to sell 
but only when we give some of it to 
others do we have a right to ask for 
some in return. I have yet to attend 
any industry, agency or company meet- 
ing that in one way or another did not 
add to my store of knowledge, my un- 
derstanding, my ability to do a better 
job. Never will it ever be possible to 
weigh each moment or hour so spent in 
exact dollars and cents. But I know, 
and my ‘ideal’ agent, my mirror, knows 
that when he helps a fellow agent in the 
office and when he gives to an organiza- 
tion, he, not they, is the benefactor.” 

Continuing, Mr. Steinberg said that 
next, the “ideal” agent—regardless of 
agency operation or methods—‘“whether 
emphasis is on ‘lives’ at one end or estate 
analysis at the other extreme—is the 
one who recognizes that our work is a 
long-range career opportunity. He must 
be willing to take the time, effort and 


Douds Named NALU Counsel 


Ft. Lauderdale, Fla., April 18—Of spot 
news interest was the announcement here 
of the appointment of H. James Douds, 
former West Virginia Deputy Insurance 
Commissioner, as NALU counsel. He will 
be associated with NALU general coun- 
sel, C. M. Dunaway. In announcing his 
selection, Executive Vice President 
Schriver notified NALU’s board of trus- 
tees and National Council that Taylor 
Bigbie, NALU counsel .since 1957 and 
member of its legal department since 
1954, has resigned. He has become vice 
president-secretary of the Belgian-Amer- 
ican Banking Corp., New York City. 

Before joining West Virginia Depart- 
ment (1957-59) Mr. Douds was a prac- 
ticing attorney in Charleston, W. Va. in 
addition to numerous duties in general 
area of law and legislation, he will be 
intimately involved in NALU activities 
in field of state law and legislation 





trouble to develop a professional clien- 
tele. But the ‘ideal’ agent can and must 
buy the concept that as with the physi- 
cian, dentist, or lawyer just hanging out 
his shingle—he can not expect the town 
to come flocking to his door—nor accept 
him with open arms when he comes 
knocking at theirs. He must, and will, 
prove by his actions, his deeds, his work 
for others in the community that he 
knows his field—he is expert, reliable, 
conscientious, 

“This does not happen overnight. So 
this ‘ideal’ is the man who is looking for 
the big rewards tomorrow and is willing 
to wait for them rather than consider 
only cash in hand today. Of course, he 
needs enough to live on in the meantime, 
and he will have it. 

“Our ‘ideal’ agent is a man looking to 
develop himself, and his knowledge of 
our field. He will become a CLU as soon 
as possible, be anxious and willing to at- 
tend agency meetings, schools. He will 
want to—and will—take the time to keep 
abreast of changing conditions; and all 
of this while he still must develop his 
clientele and produce enough to get by.” 
i Concluding, Mr. Steinberg said that the 
“ideal” fits the agency operation and or- 
ganization, “recognizes the long-range 
nature of this career, will maintain his 
technical knowledge through _ self- 
development, gives to as well as takes 
from his fellow associates, and places 
his clients interest first at all times. 
These attributes are applicable to all 
agents without regard to the method of 
selling and closing business. These basics 
are inherent in the ‘inner’ man. 

“And yet when any agent thinks of a 
general agent—or when any manager 
thinks of an agent—is each not looking 
to the one goal common to all men— 
success ? When we say ‘ideal’ is the suc- 
cess not implied? ‘Ideal’, yes—‘ideal’ 
man to become successful 

“Following are what I feel the three 
musts are, without which any ‘ideal’ 
‘inner’ man cannot succeed. He must 
have: 

“The ability to absorb the techniques 
and methods the agency will be pouring 
into him in order to have him adequately 
serve his clientele. This is measurable 
by tests. 

“The market to expose these tech- 
niques and methods. This, too, is meas- 
urable. 

“The willingness to work. If this were 
only measurable. 

“All three are necessary—no two will 
do. Technical ability and market, but 
without a full day’s work—he is doomed. 
Technical ability and hard work—a rough 
road with no market. Market and good 
work habits, but no brainpower—no suc- 
cess. 

“The general agent’s ‘ideal?’ A hard- 
working, intelligent agent with the right 
market who is a ‘go-giver’ as well as a 
‘go-getter.’” 
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H. K. Gutmann Tells 
How to Beat Your Fears 


AT NALU MID-YEAR MEETING 


N. Y. State Association President 
Addresses Sales Congress of 
Broward Association 


Harry K. Gutmann, CLU, Mutual Of 
New York, and president of New York 
State Ass’n of Life Underwriters, speak- 
ing at the sales congress conducted by 
the Broward Association of Life Under- 
writers at the mid-year meeting of NALU 
in Fort Lauderdale, suggested four fac- 
tors “that are directly responsible for 
the relative mediocrity or superiority of 
your life insurance achievements: Self- 
defeating fears, the dimensions of your 
prospecting methods, the orderliness of 
your business life and your sense of dedi- 
career. Of 
respec- 


cation to a life insurance 
the first and the last 
tively a psychological barrier and a psy- 
chological aid to your success, whereas 
your prospecting techniques and your 
ability to organize your business routines 
are mechanical methods and disciplines. 
All four are peculiar to our work in that 
they are directly related to the necessity 
of seeking business, since rarely does new 
business seek us.” 

These self-defeating fears that obsess 
the life insurance man who must go forth 
and seek his market daily, who must 
aggressively and intelligently prospect 
for new business and new clients, Mr. 
Gutmann said are “The fear of public 
attitude toward the life insurance busi- 
ness and the life insurance salesman, the 
fear of self and the fear of the prospect.” 

The first of these fears, Mr. Gutmann 
said, “is still very real despite increasing 
acceptance of the life underwriter as a 
professional advisor, and it is especially 
prevalent among lower class prospects 
who are contacted in the main by the 
beginner. It is a lag, a hangover, of 
recent decades when the companies made 
little or no attempt to select scientifically, 
and handed out licenses indiscriminately. 
Those grab-bag methods are on the wane, 
if not entirely eliminated. In addition, 
training procedures within the companies, 
supplemented by LUTC, CLU, Purdue, 
SMU, and other campus insurance pro- 
erams, are strengthening the position of 
today’s field underwriter. There is no 


these are 


sound justification for this fear. Time 
overcomes it. Experience belittles it 
Each of us must combat it by self- 


improvement, sincere and objective sell- 
ing and counseling, and by improving 
our knowledge of home office operations.” 

The fear of self, Mr. Gutmann feels, 
“is a fear of one’s adequacy. We know 
it as an inferiority complex. It is height- 
ened by the feeling that the soliciting of 
life insurance puts us in an _ inferior 
position and by the vague general feel- 
ing that there is a stigma attached to 
selling life insurance, to asking a friend 
to buy from you. It is reflected by a 
reticence to make calls, a hesitancy to 
say, ‘I’m in the life insurance business’ 
when you are asked, for example, at a 
social gathering what business you are 
in. It is further evidenced by a fear of 
non-acceptance and by a fear of com- 
petition. Part of this fear of self is the 
fear of failure, that we will not make 
the sale and that, as a result, there will 
not be sufficient commissions at the end 
of the week or month to meet the bills. 
We fear the resigned and questioning 
faces of our wives as the days and weeks 
go by without a decent sale. We fear 
this dependence upon day-to-day suc- 
this constant pressure to get an 
application. In all of this there is a lack 
of confidence in one’s self, in one’s 
ability to tell the life insurance story 
effectively and conclusively 


Offers Effective Andidote 


“How is this fear overcome? The most 
effective antidote is to look yourself 


cess, 


squarely in the eye and say to yourself: 
‘If I fear myself, I am licked, and I will 
be a failure in anything else I try to do. 
I must take a positive attitude toward 
life insurance and a life insurance career.’ 
This fear is overcome by doing the 
very tasks the fear would keep you from. 
Enjoyable tasks by the way, the task 
of meeting new and different people in 
all walks of life, in varying occupations, 
all of them potential friends and helpers 

“It is a fear, this fear of self, that time 
will likewise dispel and you must re- 
solve to give yourself the benefit of that 


time. Time, objective selling, respon- 
sible service, self-development through 
study wiil conquer this fear of self and 


build you steadily and inevitably the self- 
confidence and prestige that comes to the 
career life underwriter.” 

The fear of the prospect, Mr. Gutmann 
remarked is not necessarily a fear of 
people. “Many a candidate for this busi- 
ness who gave evidence in his tests of 
an extrovert, outgoing personality and a 
liking for people, turns out to have a fear 
of these same people when they take 
on the cloak of a prospect. This fear, 
like the others, is overcome through the 
realization that when you actually get out 
and talk to people many of them are 
willing and even anxious to discuss their 
life insurance problems intelligently, that 
many people welcome the coming of a 
well-informed positive thinking under- 
writer who will counsel in their inter- 
ests.” 

There are other fears, Mr. Gutmann 
feels, that beset life insurance men and 
prevent them from realizing their full 
potentiality, but these are the basic fears. 
Real or imaginary, they can be destruc- 
tive; therefore they must be overcome. 
“You must fight them daily tooth and 
nail,” he said, “and you must do a day’s 
work in the face of these fears, for a full 
day’s work will convince you that they 
are more imaginary than real, that they 
are without substance in fact, and easily 
dissipated with each new client and each 
new reference. As the months and years 
roll by you suddenly find out that a few 
hundred people have bought from you 
and consider you their life insurance ad- 
viser. The time will come before you 
realize it, even before you are willing to 
accept the passage of that time, that you 
have prestige as a career life underwriter 
in your community, that you have a rep- 
utation for impartial and balanced coun- 
selling, for objectivity, for honesty and 
for being well-informed and_ well- 
rounded. Once in a while your tele- 
phone rings and a friend of a client 
says he has heard about you and would 
you favor him by reviewing his insurance 


Mucey’s Portrait 


Ft. Lauderdale, Fla—Mr. Mucey, man- 
ager for Baltimore Life in Washington, 
Pa. and president of Toastmasters, Interna- 
tional, participated in an agents forum 
panel on “The Agency Team—‘Ideally’ 
What Are the Roles of Its Members?” at 
NALU mid-year meeting here. In describ- 
ing his “ideal” agent, Mr. Mucey said: 

“T believe it would be fair in saying 
that the ability to accept responsibility 
is the keystone to the make-up of our 
‘ideal’ agent. If it is true that an agent 
must be a responsible person, then our 
next questions are: Responsible to 
Whom? Responsible to What? 

“I have broken down my ‘ideal’ agent’s 
responsibilities into five categories—Re- 
sponsibilities to his clientele, to his as- 
sociates, to his company, to his com- 
munity and to himself and his family. 

“Our ‘ideal’ must have the capacity 
to recognize and absorb each of these 
responsibilities. 

“Our ‘ideal’ realizes his responsibilities 
to his clients. These include his present 
and future policyholders. He is a coun- 
selor who gives valuable advice on the 
life insurance property they own. He 
shows them how to get the most out of 
what they have. 

“As a life underwriter, he is a profes- 
sional man and like a physician his 
primary consideration is not the ‘Fee’ in- 
volved, but the question: ‘What is the 
best prescription for the client?’ 

“As a life underwriter, he is a student, 
always studying to keep abreast of new 
developments in order to give expert 
financial advice. 

“As a life underwriter, he is a tech- 
nician. His job is to know the technical 
facts necessary to co-ordinate life in- 
surance to the greatest advantage. 

“As a life underwriter, he is a budget 
expert. He knows how to fit planning 
for financial security and to the realities 
of a budget. 





“As a life underwriter, he is a man 
you can trust. Many widows will tell 
with him. It will happen to you, I 


promise you, if it hasn’t already. No, it 
doesn’t come easily and it doesn’t come 
over night. It takes guts and fight and 
heartache and tears, but then why should 
the life insurance business be different 
from life itself?” 





FRANK McCAFFREY 
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Ask M. L. CAMPS AGENCY 
about 


John Hancock's New Dividend 
Increase for 1961 


Low, low net cost 


Cail us for Full Boherage Sn formation 


LARRY CAMPS 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


TOM MACKEY 








of “Ideal Agent” 


you that her husband’s finest friend was 
his life insurance man. 


Conserve the Values 


“He knows that his greatest duty and 
obligation is to conduct the life insur- 
ance business so as to conserve the 
values, including freedom and flexibility. 
He knows that he must play his part to 
earn and deserve public confidence and 
respect. This he can do by allegiance 
to high ideals and by a persistent recog- 
nition of our primary public service 
responsibility. 

“The responsibility of our ‘ideal’ to his 
associates is one of friendship, of under- 
standing and of helpfulness. Our ‘ideal’ 
is always ready to offer suggestions, 
counsel and guidance in an effort to 
assist an associate in his own planning 
and follow through. He believes in the 
team concept—of the agency system. He 
knows that as a member of an aggressive 
and successful agency that he will share 


with his associates in the recognized 
prestige of his agency. 

“ 1-4 A 

Our ‘ideal’ recognizes that his re- 


sponsibilities to his ¢ompany are to up- 
hold the high standards of our business 
. to build prestige which enhances the 
nublic’s confidence in the company which 
he represents .to conduct his actions 
in a manner that will never bring dis- 
credit or disfavor to the profession in 
general, or his company in particular. 
“Our ‘ideal’s’ responsibility to the com- 
munity is that he recognizes that he is 
obligated to be an integral part of his 
community—that he must lend every 
effort to promote the general welfare 
and to recognize that his community, as 
all other communities, is the sum total 
of the activity of its populus. He knows 
that as a member of his community he 
(Continued on Page 15) 


Schriver Hails Formation 
Of Field-Co. Committees 


Ft. Lauderdale, Fla.—Lester O. Shriver. 
executive vice president of The National 
Association of Life Underwriters, de- 
scribed the recent creation of a com- 
mittee on company/field relations by 
both NALU and the American Life Con- 
vention and Life Insurance Association 
of America as “the greatest single event 
in our industry during the past six 
months, 

“The membership of that comittee(s)” 
said Mr. Schriver, “represents several 
types of companies, and there certainly 
is a wide range of opinion among the 
members of the committee with respect to 
many problems confronting the industry 

their opinions and conclusions de- 
serve the thoughful, earnest considera- 
tion of every mother’s son.” 

Mr. Schriver addressed the NALU Na- 
tional Council in session this week at the 
Galt Ocean Mile Hotel during the Na- 
tional Association's 1961 mid-year meet- 
ing. 

He told the assembled representatives 
of local and state associations that “plain 
fairness would seem to indicate that we 
should take a brand-new look at some 
of the trends of the time and reason 
together with those for whom we have 
a long-standing and wholesome respect. 

“There are many other areas (other 
than Group) where there is substantial 
disagreement between the field and the 
companies,” said Mr. Schriver. “But 
these disagreements (or evils if you in- 
sist) are not the sole creation of the 
field or the home office. Each must share 
the blame (if blame there is) and it is in 
these areas that I predict that the new 
field/company joint committee will per- 
form its greatest service.” 

In trying to understand the new pat- 
tern which is emerging in life insurance. 
Mr. Schriver advised all in the business 
to remember that the public interest is 
paramount and that it is vitally impor- 
tant to adjust to change. 
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But he’s a tough sale for most agents. They can’t 


get to him. Mostly, they can’t afford to. 
Who can? What kind of agent does it take 
to handle this man’s business? 

It takes an agent who’s already well compen- 
sated by selling auto and home insurance. 
It takes an agent who already has a special 


a § 


...and how to get to him 


He’s young. Married. Three kids. Good health. Steady 
job, average pay. There are millions of him. He’s 
the big Middle Income life insurance market. 


jes 


entree to these families. An agent who’s already 
at home in their homes—and expected there. 


It takes perhaps an agent who settles an auto claim 








STATE FARM 


co 


INSURANCE 








for one out of three of them every year, and has 


many a golden opportunity to bring up the 
subject of life insurance. 

It takes just this kind of agent. And that 
means State Farm agents. They find it easy 
to call on the big life buyer. Regularly, they 
do. And they’re thriving on it. 


State Farm Life Insurance Company 
Home Office: Bloomington, Illinois 
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Death of George B. Buck, Sr. 


Headed Office Giving Actuarial Advice About Retirement 
Plans of 750 U. S., State and Municipal Bodies, as 
Well as Private Industries 


George B. Buck, Sr. who died in’ of Mr. Buck’s organization included these 
Larchmont, N. Y., on April 12 at the age Municipalities: 

69, came to New York City in 1914 Cities of Baltimore, Duluth, Green- 
from Washington D. C., and built up the wich, Conn., Little Rock, Los Angeles 
largest actuarial consulting business of City School districts, Boston Transit 
any individual in the nation. He and his Authority, Miami 3Jeach, Milwaukee, 
‘rganization became the advisers of gov- Montgomery, Newport, R. I.; Providence, 
ernments and municipalities in the plan- Roanoke, Va.; Stamford, Conn. 
ning and operation of age pro- Retirement systems of states among 

] _ he 2 

rams tor smpiove 4 ecame tne * . s o2 
a pit ick gigi faligaes Buck clients are these: Alabama, Hawaii, 
actuary employed by the commission 1 ; , 
vhich re-organi ized and established on a -oulsiana teachers and state employes, 
al basis the New York City Maryland state police and teachers, New 

“Hampshire police, New York State 
teachers, New Jersey police, firemen, 
public employes, teachers’ annuity and 
pension fund, Pennsylvania School 
Employes, North Carolina, South Caro- 
lina, Tennessee, Vermont teachers, state 
police and motor vehicle inspectors. 

Also, Essex County, N. J. Board of 
Education employes pension fund, United 
Nations joint staff pension fund, U. S. 
Civil Service retirement and disability 
fund; retirement system of Federal Re- 
serve banks, Puerto Rico Water Re- 





sound < 





Volpe Studios 
GEORGE BUCK 


Teachers Retirement Fund which was 
the first fund in the U S. to place both 
the members contributions and the Gov- 
ernment’s contributions on a_ reserve 
} 


hasis. 

Also, he was actuary for the Employes 
Retirement System of New York and 
] years was chairman of the board 
-tuaries of the U. S. Civil Service 
ement and Disability Fund Cover- 
ing Employes of the classified civil service 
of the United States Government 











Came Here from Washington 


graduate of George Washington Uni- 
ty Mr. Buck had been employed in 
Tnited States Census Office. After 








‘SPAREN RE ARRON RRR 
MARIS...JOE SALESMAN'S AIDE de CAMP 
AO ARRAS BE ARS AORTA! Ne 9 
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Assistant Comptroller 





Unique career opening in small, growing company for qual- 
ified man with life insurance accounting and managerial ex- 
perience as Assistant Comptroller. Good Salary, opportunity 
for promotion. 


Box 2900, The Eastern Underwriter, 93 Nassau Street, New 
York 38, N. Y. 


HINUTIIENAALOELLNUENATUUAE Un 














IVSSQQOUNQNN00ESQQO0N0N2000440EREHNFEnONENNEUNOEE ULENOEGEASOEUOSNEDUNONEOASENNREHONEEOOEOER HHT PININNNUNEOUCURUNIAUGEUYNUEUNUVEUUUUEEUNIY 


sources Authority, Tennessee Valley Society. He had an LL.B. degree from 
Authority. George Washington University; was 
Industrial Clients member of the Lawyers Club and Mer- 
Some leading industrial clients whose “pe tg Are Sc i a os erg antl 
. é gz € OTK ower Oquadron; Larc . ) 
plans are handled by the Buck concern: (Club and Taisenoutt Yarns Cah as 
International Nickel, Jones & Laughlin, Mr. Buck’s first wife died in 1940. 
Aluminum Co. of America, United States Surviving are his widow, Mrs. Mildred 
Steel, International Paper, Philco Co, Me peg Buck; his son George B. Buck 
Johns Manville, Shell Oil, Atlantic Re- Ir.. and four grandchildren. “ ; 
finery, Ford Motor, Scott Paper Co., and 
these New York City banks: Chase Man- George B. Buck, Jr. 
hattan, Hanover, First National City, The business will be carried on in the 
United States Trust, Bank of New York. name of George B. Buck, Jr., consulting 
Also Mellon National Bank of Pittsburgh. actuary, 60 Worth Street, who has been 
Among other plans covered are those with the organization since 1938. Other 
relative to retirements of secretaries of senior associates include Robert A. Wis- 
YMCA, YWCA, American National Red hart, Donald Overholser, Robert H. 
Cross and Boy Scouts of America. Armstrong and Harry Gershenson, all of 
Mr. Buck was a member of the Inter- whom were with George B. Buck, Sr., 
national Congress of Actuaries and is a for many years. Mr. Wishart joined the 
Fellow of the American Institute of Ac- organization in 1930. 
tuaries and the Casualty Actuarial 


Made Regional Director 





WALTER B. BRYNN 


Directors of National Life of Vermont 
have promoted Walter B. Brynn to re- 


President William H. Taft appointed a “Thanks for the ‘bonus,’ boss. Tomorrow I think I’ll have another sure gional director of agencies of 12 western 

government economic and efficiency nari prospect for the Anico Double Protection Policy.” states, effective September i. 

mission Mr. Buck was employed in the Mr. Brynn, who is now assistant super- 

preparation of reports which led up to intendent of agencies, will have charge of 
he development of its retirement band Anico’s Double-Protection-to-65 Plan is a sure seller when the need sales operations the states of Wash- 
tter coming to New ork he began to 


ve recognized as a great expert in 
planning of retirement and pension ac- 


his death he had 750 clients 
zation consisted of 200 people 
mnel included tuaries, law- 
T operations 
were conducted in a six- y building 
at 60 Worth Street, New York City, 
which Mr. Buck owned. The plans cov- 








missions, as usual.) 


ered have assets of considerably more 
than $10 billion. Employes in the funds 
advised by Mr. Ss aesctti number approxi- MCHC 


mately 3.5 milli i BS ol RA RE Se 





HOME OFFICE GALVESTON TEXAS J} 


ington, Oregon, California, Hawaii, Ari- 


for protection is high and money for premiums is low. “Quantity zona, New Mexico, Nevada, Utah, Colo- 


rado, Wyoming, Montana and Idaho, 


and his business grew until at discount” too. Lower net cost than term saves on the premium; Mr. Brynn will succeed Karl G. Gumm 


of Palto Alto, Calif., a veteran company 


double protection to 65 and reduces when the need normally dimin- officer. Until his retirement next year, 


Mr. Gumm will serve as a consultant to 


ishes. One of many hot Anico competitive plans. (Top Anico com- = Mr. Brynn. 


Mr. Brynn will establish his regional 
headquarters office in the San Francisco 
area and will oversee the operations of 
ten general agencies. 

He joined the home office staff of Na- 
° tional Union Fire, Pittsburgh, in 1929, and 
O M PAN Y s was manager of its reinsurance depart- 

ment when he became a National Life 
agent in Vermont in 1946. Later he spe- 











An < ( > of the Buck organization 
said to The Eastern Underwriter this 
week: “We operate as a_ professional 
office; give technical advice on a fee Inquiries will receive prompt, confidential 
basis, all of our business is referred and 
we do not canvass for clients.” 


Openings everywhere in territory for Representatives, Brokers and Special Brokers. 


cialized in the pension trust field to be- 


¢ ’ 
replies. Address: Coordinator of Sales. come one ol the companys top repre- 
sentatives in this activity. 








Some Governmental Clients 





A list of some Governmental Clients 
Wiose retirement systems got the advice 


In 1950 he was named associate gen- 


Se nt in western. Massachusetts. 
QUER 5¢2 BILLIONS OF INSURANCE IN FORCE ‘irc tic Ne ed tie home ot 
SE RMR iS ENS eI Ne OL ENO RMBES 


fice staff as director of pensions and was 
elected to his present post in 1957. 
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Calif-West. Names Vice Presidents 


California-Western States Life of 
Sacramento announces the election of 
John H. Fabretti and Dr. Albert F. 
Zipf as senior vice presidents and 
Thomas J. Hammer, Robert N. Powell 
and Robert A. Reiche as second vice 
presidents. oe ; 

Mr. Fabretti joined Cal-Western Life 
in 1948 and headed up the Group policy 
payment department until 1957, when he 
was named second vice president and 
director of administrative services. He 
will maintain his responsibilities as di- 
rector of administrative services. 

Dr. Zipf came with Cal-Western Life 
in 1950 after having served as Health 
Director of Sacramento City and County. 
As a senior vice president he will con- 
tinue has responsibilities as Cal-Western 
Life’s medical director. _ ’ 

Mr. Hammer joined Cal-Western Life 





Mutual Benefit Life Adds 
Guaranteed Insurability 


A policy provision guaranteeing policy- 
holders the right to acquire additional 
life insurance during certain periods 
without a medical examination was an- 
nounced by Mutual Benefit Life of New- 
ark, N. J. This guaranteed insurability 
coverage is known as Additional Pur- 
chase Protection and will be made avail- 
able with new life insurance. At the 
present time it is offered in all states 
except New York. 

Additional Purchase Protection will be 
issued with policies of $5,000 or more at 
ages 0 to 37 with all plans (except term) 
for which premiums are pay able at least 
to age 40. Each “age option” gives the 
policyholder the right to add as much 
as $15,000 additional insurance every 
fifth year from age 25 to 40. Within the 
limits set by the age options, there will 
be alternate options available upon mar- 
riage of the insured and upon the birth 
or adoption of children. At these times 
new insurance is also available. Options 
are no longer available after age 40 or 
before that if the total amount of new 
insurance available under the provision 
has been used up. 


Insurance Buying Patterns 

The Division of Statistics and Research 
of the Institute of Life Insurance is dis- 
tributing Life Insurance Buying, 1959, 
the results of a survey made with the 
cooperation of the Life Insurance Agency 
Management Association. It is being 
published in order to make available in 
handy reference form, information on the 
characteristics of the ‘buyers of Ordinary 
life insurance in the United States. 

The data were derived from a sample 
survey of Ordinary life insurance pur- 
chases in the year 1959 which was con- 
ducted by the Life Insurance Agency 
Management Association. 


in 1944 after having been for 18 years 
associated with Protective Life. As di- 
rector of agency services, his main re- 
sponsibilities are in the area of agent 
financing. He is a charter member and 
one of the founders of Life Insurance 
Advertisers Association. 

Robert N. Powell came with Cal- 
Western Life in 1952 after graduating 
from University of Michigan. His entire 
experience with the company has been 
in the actuarial department. He is a 
Fellow in the Society of Actuaries. 

Robert A. Reiche is a veteran with the 
company, having joined their Phoenix 
office in 1921 as a cashier. He joined the 
home office staff in 1940 and in 1957 was 
named manager of the Group actuarial 
department, a position which he con- 
tinues to hold. 


John T. Rohm Dead 


John T. Rohm, vice president, rein- 
surance, for American United Life, died 
of a heart attack April 8 in his home 
at Indianapolis. He was 55 years old. 

Mr. Rohm had been with American 
United Life since 1939. Prior to that he 
was actuary for American Life in Detroit. 
He was named assistant secretary of 
American United Life in 1940 and became 
a vice president in the reinsurance depart- 
ment in 1947. He received an A.B. degree 
from Butler University and a master’s 
degree from University of Michigan. 

Mr. Rohm was an associate of the 
Conference of Actuaries in Public Prac- 
tice and a member of the Indianapolis 
Actuarial Club and the Fraternal Actu- 
arial Association. He was president of 
the Sigma Nu chapter at Butler Uni- 
versity in 1925 and of the Michigan Ac- 
tuarial Society in 1939. 

He is survived by his wife, Mrs. Ber- 
nice Rohm; a daughter, Mrs. James 
Hueston of Denver; three sons, Charles 
Rohm, Des Moines; and James and 
David Rohm, both of Indianapolis; a 
brother, Charles Rohm of Erlanger, Ky., 
and three grandchildren. 


LOMA Automation Forum 
Scheduled for March, 1962 


An automation forum, the second to 
be sponsored by the Life Office Manage- 
ment Association in the past three vears, 
will be held in Chicago at the Drake 
Hotel, March 19-21, 1962. The results 
of a questionnaire recently mailed to 
member companies by the association 
disclosed strong interest in such a meet- 
ing. Members also suggested topics for 
possible discussion at the forum. 

A program for the meeting will be 
developed by the Life Office Automa- 
tion Committee, Arthur A. Wheeler, 
manager, electronics research, New York 
Life, chairman. 





Our Field Men have 
IMAGINATION, and are 
always available to assist 
you. 











National Vt. Sales Up 20% 


National Life of Vermont had new 
insurance paid for of $100,262,065 in the 


first quarter, up 20% from $83,509,140 in 
the same period last year. Annualized 
premiums rose better than 16%, to $2,809,- 
448 from $2,418,662. 


The average policy written in January- 
March of this year rose to $19,760 from 
$16,056 in the same three months of 
1960. Average premium per policy in- 
creased to $554 from $465. Meanwhile, 
the average premium per thousand fell 
to $28 from $29. 

The number of general agencies rose 
to 68, a net increase of three, and full- 
time career agents to 680, a net gain of 
32. 

The first 10 general agencies in volume 
of business in first-quarter 1961 were 
Atlanta, Chicago, New York-Arden, Man- 
chester (N.H.), New York-Hodes, New 
York-Newman, New Canaan (Conn.), 
Cleveland, Los Angeles and New York- 
Rich. 


Names Harvey Ins. Agency 

Stuart L. Russel, CLU, Pacific region 
superintendent of agencies for United 
States Life, has announced the appoint- 
ment of the Harvey Insurance Agency 
as General Agent in Los Angeles. The 
two agency principals will be Harvey 
G. Schwartzmann, CPCU; CLU, and 
Lawrence A. Mantell. 

Mr. Schwartzmann started his own in- 
surance agency in 1949. He completed 
LUTC in 1953, achieved his CPCU degree 
in 1955. and his CLU degree in 1957. 

Mr. Mantell, who will act as manager 
of the life department in the new agency, 
entered the life insurance business in 
1950. He had a leading unit for Lincoln 
National Life as supervisor in 1958. An 
LUTC instructor, Mr. Mantell is active 
in the Life Underwriters Association. 








STOP GROPING .. 
Start Grouping! 


Your clients have group busi- 
ness waiting for you — but how 
long can they wait? Call in 
W & W, now, for the utmost in 
group counsel and.coverage ... 
it’s that easy to write your next 
BIG sale — in gtoup. 














WHITE & 
WINSTON 


INC 


cr 


The UNITED STATES LIFE 
INSURANCE CO 


Citizens Nat’l Dividend 

Stockholders of Citizens National Life, 
Indianapolis have been notified of a 5% 
cash dividend on all capital stock of the 
company. This makes the fourth con- 
secutive year in which either stock or 
cash dividends have been paid. John 
Wilkins, president, made the announce- 
ment following the company’s recent an- 
nual board meeting. 

Citizens National Life is licensed in 
five states, and currently has over $34 
million of insurance protection in force. 

Mr. Wilkins also pointed out that the 
current cash dividend will be paid from 
earning and not from contributed sur- 
plus. The company currently is expand- 
ing its agency 
Illinois, 


Indiana, 
Kentucky, and Ari- 


operations in 
Michigan, 
zona. 





LIFE AGENCY DIRECTOR 
$20,000 

One of New England's most rap- 
idly expanding companies must 
have a high caliber individual with 
combination experience. Will head 
the Ordinary sales throughout the 
New England states in which the 
company is licensed. A continua- 
tion of their remarkable growth in 
the past few years is sought. 


Refer to Job #E-380 





A&H SALES MANAGER 
$15,000 


Chicago area's most progressive 
A&H company needs experienced 
man to head sales on a national 
level. Will have aid of strong sales 
promotion department. 


Refer to Job #E-381 





GROUP SALES MANAGER 
$10,000 


Large midwestern company is 
seeking services of a young man 
with tested experience in true 
Group. Must have aggressiveness 
and strong sales ability to close 
cases. 


Refer to Job #E-382 





330 S. Wells St. 





Send for our free brochure, How We Onerate. No obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





LIFE AGENCY DIRECTOR 
$18,000 


A well qualified man with equal 
ability in administrative duties, re- 
cruiting and special projects is 
wanted by one of the largest New 
York companies. To assist in re- 
cruiting General Agents and will 
supervise men in many areas. Great 


potential here for top spot soon. 


Refer to Job #E-383 
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Penn Mutual Trustee 


WILFRED D. GILLEN 


Wilfred D. Gillen, procitions and di- 
rector of the Bell Telephone Co. of Penn- 
sylvania and the Diamond State Tele- 
phone Co. Delaware, has been elected 
a trustee of Penn Mutual Life, it was 
announced by Malcolm Adam, president 
f the company. He succeeds Robert T. 
McCracken, who had served on the board 
for twenty-three years prior to his death 
in December, 1960. 

Among the many organizations which 
Mr. Gillen serves as a director are the 
Philadelphia National Bank, Reliance In- 
surance Co.; American Stores Co.; Atlas 
Powder Co.; oy Wood Steel Co.; As- 
sociated Hospital Service of Philadel- 
phia, the Automobile Club of Philadel- 
phia, the Academy of Music and the 
hiladelphia Orchestra Association 





Confederation Issuing New 
“Double Endowment” Policy 




















Confe tion Life Association, Toron- 
has ee duced an unusual new plan 
nto the United States marke The 
Insured Investment Plan is railable to 
both males and females, with special 
rates for females. For each $1,000 of the 
initial sum assured will provide, in 
ad 1 ) 2 ed dividends, a 
m ty value at age 60, 65 or 
70. The death benefit is the initial sum 
assured r the cash surrender value, 
T} the “double en- 
wil trong appeal to 
se desiring some re of protec- 
and apid ion of guar- 

a € i Sa S 





Colonial Life Appoints 


" ° ° ° 
Finch in Minneapolis 
Appointment of Bradford D. Finch, 
CLU, as resident superintendent in Min- 
neapolis, for Colonial Life of America 
was announced by W. Thomas Fiquet, 
vice president, Ordinary agencies. 

Mr. Finch’s responsibilities will include 

he development of Colonial sales with 
no a: and brokers doing business with 
Chubb & Son Inc., managers of Federal 
Ins. Co. and the Great Northern. Co- 
lonial became affiliated with the Federal 
three years ago and the opening of its 
Minneapolis office is in line with Colo- 
nial’s expansion program to offer its fa- 
cilities and services to the insuring pub- 
lic in additional states throughout the 
nation. 

Mr. Finch has a wide background in 
personal life insurance sales including 
the establishment and supervision of a 
life department of the David Agency, 
one of the larger multiple line insurance 
firms in Minneapolis. He has written 
a variety of Group, pension and health 
insurance plz ans On many prominent in- 
dustrial and professional firms in Min- 
nesota. He began his life insurance 
career as an agent in 1948 later having 
been associated with the New York Life. 
In 1955, he was appointed to direct the 
life activities of the David Agency. 

Mr. Finch is a graduate of the Uni- 
versity of Iowa Law School where he 
received his Bachelor of Laws degree 
During World War II, he served as pilot 
with the rank of lieutenant commander 
in the Naval Reserve. 


Wallhauser Opens Agency 
In Hawaii For Aetna Life 


Hawaiian operations of Aetna Life 
have been expanded with the opening of 
a second general agency in Honolulu. 

George M. Wallhauser Jr., formerly 
brokerage manager at one of Aetna Life’s 
New York City general agencies, will 
head the new agency. 

The Wallhauser agency will be respon- 
sible for development of the company’s 
business in cooperation with the B. F. 
Dillingham Co., which has represented 
both Aetna Life and Aetna Casualty and 
Surety in Hawaii for a number of years. 

The new agency is being opened in an 
effort to meet the growing volume of 
business in Hawaii, particularly in the 
individual life insurance field. The Dil- 
lingham Co. will concentrate principally 
on Production of Group insurance, al- 

hough both agencies will write all forms 
of life insurance. Mr. Dillingham also 
will continue as general agent for Aetna 
Casualty. 

Mr. Wallhauser, a graduate of Whar- 
ton School, University of Pennsylvania, 
joined Aetna Life in 1954 as assistant 
supervisor at Philadelphia. He later 
served as editor of the Life Aetna-izer, 
the company’s national magazine, assum- 
ing his New York City position in 1957. 
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75th ANNIVERSARY 
OLD ENOUGH 


To give you security 
SMALL ENOUGH 


To know you. 
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LIFE INSURANCE 
PURCHASED ON 


R E N E WA 3 S EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. PLaza 3-2826 











Mass. Companies Sponsor 
Student Math. Contest 


As part of a continuing program to 


TO GENERAL BROKERS 
THE LEE NASHEM AGENCY 
"The Major League Agency" 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 


All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 


encourage more outstanding young men 
to enter the actuarial profession, a num- 
ber of life companies with 
home or regional offices in Massachusetts picked expert. Double your volume with half 
are again sponsoring a mathematics con- the effort—at no extra cost! 
test among undergraduates of secondary PHONE US, THIS PLAN WILL MAKE 

ONEY FOR YOU! 


. . 5 » etate MONEY 
schools in the state. Call us at Oxford 7-2950 


insurance 








This will be the eleventh consecutive 
year in which the Mathematics Club of 
University of Massachusetts has con- 
ducted a contest and the sixth in which 
the Massachusetts companies have acted 
as sponsors. Last year 1,480 students 
representing 214 secondary schools com- 
peted for $1,000 in prizes and various 
medals and other awards. 


NASHEM 


AGENCY 
110 East 42nd Street 
New York 17, .N. Y 





Thomas to Home Office 


Rion ag ep wes will ht ae 00 The John Hancock Mutual Life has 
Satur Piz ay ¥ ear om promoted Gordon W. Thomas, CLU, 
p.m., at centers throughout the state. formerly manager of its Buffalo Group 


The at y : ; : A 
h St O00. 5 ap ooo Paes ee ae ofhce, to Group creditor sales executive 
EPL WN. 1e examination covers ele- at its home office in Boston. 


mentary and intermediate algebra, plane Mr. Thomas, a graduate of Loomis 
geometry and plane trigonometry. Institute and the Wharton School of 

The sponsoring life University of Pennsylvania, joined the 
panies are:: Berkshire, Hancock organization in 1949 as a Group 


insurance com- 
Boston Mutual, 


Hartford Life, John Hancock Mutual, home office representative in Newark 
Massachusetts Indemnity, Massachusetts later serving in that same capacity in 
Mutual, New England Mutual, Paul New York, Buffalo, and Los Angeles. 


Revere, Prudential, Springfield-Monarch He was promoted to manager of the 
and the State Mutual Life. Buffalo group office in 1957, 





Oy ot HCO LORS 


a 


$) 9 


is the agent selling United Life and 
Accident's Plusses, the latest being the 
new GROUP INSURANCE PLAN, provid- 
ing: Life, Accidental Death and Dismem- 
berment, Weekly Income, Hospital and 
Surgical or Major Medical, Optional 
Maternity Benefit — plus generous ben 
efits for dependents of insured. 








UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
EST. 1913 CONCORD, NEW HAMPSHIRE 






Write H. V. STAEHLE, C. L. U., Field Management Vice Presi- 
dent, United Life, 2 White Street, Concord, New Hampshire. 
— OR CONTACT — 


WARREN E. CUTTING, Sup't. of Agencies for the District of 
Columbia, Fia.*, Ill.*, Mass., N. H., N. J.*, Ohio*, Vt.*" and 
Va.*. 


WALTER ©. COREY, Sup't. of Agencies for Cal.*, Conn., Del., 
Md., Me., Mich.*, N. C.*, Pa.*, and R. I. 


* Agency building General Agents’ opportunities available. 
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North American Re Change Franklin Names Gregory tional Dife ynere he was president from Fi oliman and DeConcini Get 


Shreveport Area Manager _ He entered the life insurance field American National Posts 
Louis M. Gregory, CLU, Shreveport, '". 1933 following active duty with the Appointment of two new division di- 
Fo hina t enedid a i Air Force. He graduated from Missis- rectors for Ordinary sales operations 
-a., has been named regional manager  sippi College in 1920 and the Air Corp was announced Set. Veale. peesi- 
of the Shreveport area for Franklin Flying School in 1931. He has served dent of American National, orgie ter: 


Life of Springfield, Ill. Appointment was @S president of the Shreveport and Loui- Gerald A, Hollman is direct of _ the 
announced by Charles E. Becker, presi- Siana State Association of Life Under- newly constituted division comprising the 
dent of Franklin Life. writers as well as the Shreveport. Gen- states of Arkansas, Kansas, M‘ssouri gor 

Mr. Gregory will head a major expan- eral Agents and Managers Association. Oklahoma. L. P. DeC oncini is director 
sion program in the Shreveport area Franklin Life recently announced re- of the new division containing the states 


which will include ten adjoining parishes. corded sales of $110,123,831 for March, of Iowa, Minnesota, North Dakota and 
Ile goes to the Franklin from Lee Na- the greatest single month’s production. Wisconsin. 








Fabian Bachrach , ey 
WILLIAM M. VAUGHN C. CARLTON COFFIN, JR. WARREN E. CLARK ALFRED J. BEAUCHAMP T. BERTRAM ANDERSON, JR. 
Los Angeles, California New York, New York Rutland, Vermont Columbus, Ohio 
North American Reassurance Co. of q 


New York has appointed William M. 
Vaughn as assistant secretary to assist 
Herbert B. Marsh, assistant vice presi- 
dent covering eleven western states and 
to have his headquarters at the western 
office in San Francisco, it is announced 
by A. H. McAulay, president. 

Other appointments made are John A. 
Carr assistant secretary and Rolf T. 
Eckert assistant to the actuary. 

Mr. Vaughn attended Creighton Uni- 
versity and served in the Air Force in 
World War II flying fifty combat mis- 
sions in the Pacific. He entered life in- 
surance in 1950 with the Pacific National 
Life. After five years of junior execu- 
tive training in various departments, he 
settled in the underwriting department, 
where he Pei both life, and accident 
and sickness cases. 

Mr. Vaughn is the immediate past pres- 
ident of the Utah Home Office Under- 
writers Association, and a member of 
the Institute of Home Office Underwrit- 
ers, and the Home Office Underwriters 
of the Western States. 


Helping Men to Grow! 


A pioneer in many fields, Connecticut Mutual Life 
held its first school in sales management for super- 
visors 28 years ago. This was one of the first such 
schools in the industry and has been part of our 
management training program ever since. 

The men pictured here have been appointed CML 
general agents in these cities since January 1960. 
Some of them became general agents for the first time, 
others were transferred to larger responsibilities. All 
eleven of them were CML supervisors, and attended 
our school in sales management. Many other com- 
pany policies and activities—including a publication 
especially for supervisors—aim at helping men to 
grow to increased management responsibilities. 

In 1960 every general agency appointment but 





JERRY J. COURSEY, JR. 
Long Beach, California 


Standard Security Life 
Names Medical Director 





Standard Security Life of New York CHARLES H. GIBSON one was a promotion from within our own sales 
announced the appointment of Dr. Nor- El Paso, Texas 


4 ; : organization. 
man Joseph Nichols as medical director. ‘ 8 


Dr. Nichols was the medical director 
of Eastern Life of New York from 1958 
to March, 1961. He is a diplomate of the 
National Board of Medical Examiners 
and of the American Board of Internal 
Medicine. In addition, he is also clinical 
instructor in medicine at New York 
Medical College, and attending physician 
for the Medical Service of the Bronx 
Veterans d Administration. 

Responsible for all medical underwrit- 
ing activities of Standard Security, Dr. 
Nichols will also be in charge of evolv- 
ing new methods for, and approaches to 
the selection of risks. Standard Security ; 
has developed new concepts of under- GEORGE W. JACKSON 
writing, along with a number of new Indianapolis, Indiana 
forms of coverage designed to fill exist- 
ing gaps in life insurance and health 
programs. 

Dr. Nichols attended Cornell Univer- 
sity and received his medical degree from 
New York Medical College. He served 
from 1953 to 1955 as a first lieutenant 
in the United States Army Medical Corps. 


onnecticut Mutual [Life 


INSURANCE COMPANY * HARTFORD 


Dividends Paid to Policyholders Every Year for 115 Years 





GA. INTERNATIONAL DIRECTOR 

At the recent meeting of stockholders 
of Georgia International Life Crawford 
Johnson, Jr., was elected to the additional 
directorship created by the stockholders. 
A resident of Birmingham, Ala. Mr. lata ; 
Johnson is chairman of the board of JOHN T. LEACH C. CARTER SCHNEIDER 





~ WARREN C. SMITH 
Crawford Johnson & Co. in that city. Wichita, Kansas Cleveland, Ohio Akron, Ohio San Antonio, Texas 


WILLIAM C. SCHUBERT, JR. 








ans ana 


Page 10 






THE EASTERN = 
UNDERWRITER 












April 21, 1961 








REPORT 
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ANNUAL 


NEW BUSINESS IN 1960 /$513,833,383 


Since 1900, the Crown Life has successfully developed markets for its policies 
and services in every province of Canada, in the United States, the United 
Kingdom and the West Indies 


POLICIES IN FORCE/$2,832,360,700 


which includes One and Three Quarter Billion on the lives of Canadians and 


One Billion on the lives 


of United States citizens. 


$57,715,224 PAID OR CREDITED TO 
POLICYHOLDERS AND BENEFICIARIES 


Its present building, 


which was specially designed for rendering efficient 


service to the Company’s policyholders, has been further modernized this year 
with the first electronic computer of its kind installed in Canada. 


ESTABLISHED 
1900 


Massachusetts: 


Connecticut: 
Rhode Island: 
Maryland: 
Delewore: 


District of 
Columbia: 


Michigan: 


New Jersey: 


Pennsylvania: 


North Corolina: 
South Carolina: 


Ohio: 


Missouri: 


Georgia: 


Kansas: 
Alabama: 


Virginia: 
Florida: 


CROWN LIFE 


INSU RAN CE COMPANY TORONTO, CANADA 


SIXTY VEARS OF CONTINUED GROWTH 


J. P. Goucher, 52 Western Prom, Auburn, Maine—LEW 4-6100 

J. Powers, Regent Insurance Agency, Inc., 79 Milk St., Boston—HU 2-4616 

E. M. Goldstein, Inc., 962 Asylum Ave., Hartford—JA 7-9203 

W. C. Barney, 58 Weybosset St., Providence—JA 1-6151 

N. S. Jacobson, 534 North Calvert St., Baltimore—LE 9-6600 

A. R. Atwater, Room 921, 3 Penn Center Plaza, Philadelphia, Pa.—LO 8-3545 

R. Goldstein, Suite 507, Colorado Bidg., Washington—NA 8-3244 

W. Ogus, 1420 K Street N.W., Washington—RE 7-2484 

S. J. Cohn, 1174 First National Bidg., Detroit—WO 2-8458 

Cc. L. Hunter, 903 Francis Palms Bidg., 2111 Woodward Ave., Detroit—WO 1-4421 

B. G. Kendall, 19700 Woodward Ave., Detroit—TO 9-7800 

J. A. O'Brien, 302 First National Bank Bidg., Escanaba—ST 6-6811 

a 903 Francis Palms Bidg., 2111 Woodward Ave., 

~44 

R. C. Stager, 1239 East Fulton St., Grand Rapids—GL 9-4684 

New Jersey Life Associates Inc., Suite 930, Raymond Commerce Bidg., 
Raymond Bivd., Newark—MI 2- 2083 

A. R. Atwater, Room 921, 3 Penn Center Plaza, * rae Pa.—LO 8-3545 

J. Ehrman, 5700 Bartlett St., Pittsburgh—AT 1-062 

P. G. Kekich, 1714 Investment Bidg., 239 Fourth Ave : Pittsburgh—GR 1-9910 

7 & Malley, 2608 Saybrook Dr., Pittsburgh—CH 1 313 

G. A. Vickey, 3927 Wood St., Erie—UN 4-3522 

A. F. Williams, Metzger Bidg., State College—AD 7-4901 

J. J. Durkin, Shrineview, Da los—4-6203 

W. N. Starling, 1002 Raleigh Bidg., Raleigh—TE 3-0808 

S. A. Middlebrook, Alester G. Furman Co., South Carolina National Bank Bidg., 
Greenville—CE 2-5661 

w eR 72277 Underwriters of Dayton, P. O. Box 61, Dayton View Station, Dayton— 
D. Dreifus, 705 Union Central Bidg., ane rer 1-1910 

. E. Hamm, Jr, 322 Hanna Bidg., Cleveland—CH 1 jad 

R. B. Tilton, 683 East Broad $6... ‘Columbus—CA 1- 1é 

White, Wilson, Merritt, Inc., 1115 Superior Bidg., Cleveland—CH 1-6765 

wife —_— Underwriters & Consultants Inc., 9218 Clayton Rd., Clayton— 

Sidney Salomon Jr. and A iat 1006 Amb dor Bidg., St. Louis—GA 1-0925 

D. R. Wynne, 612 Fulton Federal Bidg., 11 Pryor St. S.W., Atlante—JA 3-7601 

- Box No. 96, Godin dunes 99 


FP. T. & W. C. McElreath, P. 
Wichito—AM 5-5208 


HOME OFFICE 


Detroit— 


1180 





D. J. Harper, 227 Ida St., 
Cc. E. Schulte, 502 stelooube, Mobile—GR 1-5225 

F. M. Jones, P. O. Box 7375 Mt. Brook Branch, Birmingham—TR 1-0321 
Richardson-Drew Agency, 4515 Colley Ave., Norfolk—MA 2-9092 

E. A. Black, Suite 8, Lewis State Bank Bidg., Tallahassee—4-4242 
3 Insurance, ‘inc., 1944 Southwest 8th St., Miami—FR 9- 7406 


Rhodes, Richardson Bidg., 33 South H St., Jacksonville—E 
> & Wittner, 2425 whee ip By -, St. Pete ae “7-7916 teens 
J. on ue Crown Enterprises Inc., 2009 East Washington St., Orlando— 


Lightfoot-Bailey, 1809 E. Colonial Dr., Suite 1, Orlando—CH 1-2347 


Reports Mass. Mutual Ahead 
In Rate of Recent Growth 


At the annual meeting of policyholders 
of Massachusetts Mutual Life last week, 
President Leland J. Kalmbach reported 
on the results of study of growth factors 
for the 15 top life insurance companies 
based on total assets among which his 
company ranks 10th, which study showed 
that Massachusetts Mutual had been 
growing faster in recent years than the 
others. 

According to the study, the Massa- 
chusetts Mutual led all 15 top companies 
in percentage increase in Ordinary in- 
surance in force from 1957 to 1960, 1958 
to 1960 and 1959 to 1960. 

Among the top 15, the company was the 
only one of six companies operating on 
the general agency system which sold 
more than $1 billion of Ordinary life in- 
surance in 1960. It was also one of only 


seven companies among the top 15 to 
reach a billion-dollar sales record in 
Ordinary life insurance, the other six 


being companies operating on the man- 
agerial or mixed-system basis. 

Since the Massachusetts Mutual has 
had an aggressive expansion program in 
the past three years, Mr. Kalmbach called 
particular attention to the company’s 
growth from 1957 to 1960. The Massa- 
chusetts Mutual’s 1960 new Ordinary 
sales represented the largest percentage 
increase over 1957 of all the general- 
agency companies. 

“Our percentage increase was 45%,” 
Mr. Kalmbach pointed out, “whereas the 
next highest increase was 29% and the 
general agency companies was 30%. Even 
more impressive, perhaps, is the fact that 
our percentage increase was the highest 
of all of the top 15 companies except 
in the case of one managerial company 
that had a very large increase in 1960, 
but experienced a considerable slowdown 


in the early months of 1961. 
“Our Ordinarv insurance in force at 
the end of 1960,” he declared, “repre- 


sented the largest percentage increase 
over 1957 of all of the 15 top companies. 
We showed a 36% increase, whereas the 
next highest increase was 29% and the 
largest increase for any other general 
agency company was only 27%.” 

The Massachusetts Mutual’s chief exec- 
utive expressed the belief that 1961 will 
be another excellent year for the com- 
pany. “Our new business is being pro- 
duced at a record rate. our mortality is 
at a favorable level, and the picture with 
regard to investment experience and in- 
terest earnings appears highly  satis- 
factory.” 


PEOPLES-HOME-LIFE 
Chairman Black Says Affiliate of Home 
Ins. Co of N. Y. has $40 Million 
Assets 

Commenting on the Peoples-Home-Life 
Insurance Co., of Frankfort, Ind., an 
affiliate of the Home Insurance Co. 
Kenneth E. Black, president of the Home, 
and chairman of the life company, told 
the annual meeting of Home’s stock- 
holders this week that the life company 
is not returning any investment income 
to the Home at the present time “simply 
because we are developing that company 
and ploughing back for further enhance- 
ment in the value of Home stock and 
earning capacity for that stock.” 
Continuing Mr. Black said: “When we 
took on this little company it had about 
$148 million of insurance in force and we 
are well on our way to having $200 
million in force at the end of 1961. We 
are staffing the company daily and it 
is beginning to produce business in sub- 
stantial volume. 

“The assets of this company when we 
acquired it were $36 million, and today 
are well over $40 million, and by the 
end of this year, of course, will be 
substantially higher. Given another six 
or seven years this will be truly repre- 
sentative of the Home Insurance Co. 
in volume of business written, total 
assets and earning capacity.” 

Mr. Black is president of Home In- 
surance Co. 


E. C. Laird Dead; Executive 
Of Life of Ga. Was 54 


E. Cody Laird, executive vice president 
and a director of Life of Georgia, died 
unexpectedly recently at his home in At- 
lanta. He was 4 years of age. 

Mr. Laird was in charge of Life of 
Georgia’s extensive district office build- 
ing program. He supervised the con- 
struction of 72 branch buildings over the 
south over a ten-year period and was di- 
recting a committee making plans for a 
new home office building for the com- 
pany. He was a member of the com- 
pany’s executive committee and chair- 
man of its agency committee and of its 
underwriting advisory committee. 

Mr. Laird, who joined Life of Georgia 
in 1934 as advertising manager, was ad- 
vanced to first vice president in 1939, 
became a member of the board in 1940, 
and executive vice president in 1952. He 
had wide interests in aviation and am- 
ateur sports, having served as chairman 


of the Georgia Aeronautics Advisory 
Board and as an official of the United 
States Lawn Tennis Association. His 


daughters were show horse riders and 
he maintained a stable at his home. He 
was chairman of the hunt committee of 
the Shakerag Hounds hunt club. He is 
survived by his wife, the former Dorothy 
Dobbs, two daughters, and a son. 


Palmer Earls Agency Guest 

H. Bruce Palmer, president of Mutual 
Benefit Life, Newark, N. J., was guest 
of honor at the annual dinner of the 
William T. Earls Agency, representing 
the company in 29 Ohio counties with 
headquarters in Cincinnati. 

The Mutual Benefit president reminded 
that the Earls Agency has been national 
leader in the company for 8 of 10 years 
and with aggregate of $240,000,000 of 
life insurance in force, which exceeds the 
total of more than 75% of the life com- 
panies in the United States. The Earls 
Agency in 1960 recorded $29 million in 
sales—the largest in company history 
for an agency, except in 1929 when the 
company’s New York City representation, 
now comprising five separate agencies, 
was then concentrated in one. 

Besides his visit to the Cincinnati 
Agency, Mr. Palmer was guest speaker 
ata U SO luncheon, convening prominent 
Cincinnati business and civic leaders who 
were guests of Neil H. McElroy, board 
chairman of ~ Procter & Gamble Co. 
and former U. Secretary of Defense. 
Messrs. Poa and McElroy are both 
nationally prominent in the USO. 


Franklin Life Names Webb 

Stanley L. Webb of Peabody, Mass., 
has been appointed special agent for the 
New England division of the Franklin 
Life of Springfield, Ill, in charge of 
advanced underwriting. In his new posi- 


tion, Mr. Webb will act as consultant in 
advanced underwriting, assisting New 
England associates in cost discount, 


salary savings, profit sharing plans and 
pension trusts. 

Mr. Webb began his life insurance 
career in 1954 with Mutual Benefit Life 
and has been on that company’s honor 
roll each year. He is a graduate of sev- 
eral insurance management schools and 
acquired notable success in the fields of 
estate planning business insurance, and 
_— and profit sharing work. 

Webb is a native of Boston and 
was BP ie oF at Boston Public Latin 
School, Boston University and Massa- 
chusetts Institute of Technology. He is 
a veteran of World War IT and is now 
a major in the United States Army 
Reserve. 


San Antonio General Agent 


D. A. Petersen has been appointed 
general agent in San Antonio for In- 
dianapolis Life. He will take over the 
company’s long established office at 842 
Milam Building, established by the late 
H. Bruce Veazey, and will service the 
company’s many policyholders in that 


agency in the San Antonio area. 
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In exactly nine seconds 
someone, somewhere, 
will purchase a 
Westetn ‘ond Guasiual Over six thousand career trained 
Field Representatives are offering financial security 
to millions of people each week. 





Contract 


Whether the situation calls for Family Protection, Funds for 
Education, Mortgage Payments, Retirement, Accident and Sick- 
ness Protection, or a Business Continuation contract, the Western 
and Southern Representative coordinates the program best suited 
to fit the particular needs of his client. 


Assets...more than $1 BILLION e Insurance in Force...more than $5 BILLION 


THE WESTERN and SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio + A Mutual Company + William C. Safford, President 


REGIONAL OFFICES: 
Philadelphia, Pa. ¢ Jacksonville, Fla. « Asheville, N. C. e St.Louis, Mo. e Houston, Texas » Los Angeles, Calif. 
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Ohio Life’s First Policy 
Ohio Life, of the Ohio Casualty Group, 
began business recently with the delivery 
of its first life insurance policy 
The 


with a capital of one million dollars and 


new company began operations 


surplus of over three and one half 
million dollars. The company is now 
authorized to write life insurance in 
Ohio, Florida and California and has 
ipplications pending in several other 


States 


LIAMA Meeting Dates 


the Life In- 
Agency Management Associa- 
tion will be held Wednesday through 
Friday, November 8-10, 1961, instead of 
Tuesday through Thursday as has been 
the the The 
will met on Tuesday, November 7, 


The annual meeting of 


surance 


case in past committees 
in- 
The meeting will 
Edgewater Beach Hotel 


stead of on Monday. 

be held at the 

in Chicago 
The 1962 spring meeting of the Agency 


been 
changed to the third week of the month, 
March 19-21. All subsequent meetings 
of this group will also be held during 


Management Conference has 


Boston General Agent 
For Continental Assur. 


the third week of the month. The 
change was made to enable representa- 
tives of the companies domiciled in 


Texas to attend and still comply with 
Texas law that forces the annual stock- 
holders’ meetings to be held the second 
Tuesday of March. This Agency Man- 
agement Conference will also be held at 
the Edgewater Beach Hotel in Chicago. 





















FOR YOU ‘ 


Well-balanced General 
Agent's Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 


| i Vested Renewals. 


; Free Group Life Insurance. 


Agent's Contract 
Induction Program 
Sales Packages 











COLUMBUS MUTUAL 


Life Insurance Company 
Columbus 16, Ohio 


Frederick E. Jones, President Fred C. Adams, Sup’t. of Agents 





You can “Roll a Strike’ every time with Columbus 
Mutual's Agent's Contract, Induction Program, 
and Sales Packages— because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 








RICHARD C. WOLFF 


Continental Assuratice announces the 
appointment of Richard C. Wolff as gen- 
eral agent in Boston. Mr. Wolff recently 
assumed presidency of the Kilby Insur- 
ance Agency, Inc., and moved it into new 
and more spacious quarters at 55 Kilby 
Street. 

Previously brokerage manager of the 
agency, Mr. Wolff is a member of the 
General Agents and Managers Associa- 
tion of the Boston Life Underwriters 
Association. 


Mass. Mutual to Accept No 


“Associate” Group Cases 

The Massachusetts Mutual Life has 
announced that effective immediately it 
will not accept cases involving either 
Group or franchise coverage for asso- 
ciations of individuals. 

In a letter distributed to general 
agents and Group field personnel, Ex- 
ecutive Vice President Charles H. 
Schaaff, CLU said that the company’s 
decision was “in accord with the views 
of its general agents and field repre- 
sentatives, and would seem to be in ac- 
cord with the views of the majority of 
field underwriters nation-wide.” 

He stated that, at the company’s re- 
quest, both the Agents and General 
Agents Associations considered this mat- 
ter and were unanimous in their opinion 
that the writing of either Group or fran- 
chise insurance for trade or professional 
associations was not in the best interest 
of the insuring public, the company, and 
its representatives. 

This action represents further evidence 
of the Massachusetts Mutual’s adherence 
to the principles of the agency system 
as the best means of writing insurance. 
It follows the company’s announcement 
of a year ago that it would not accept 
Group cases in which full commissions 
were not to be paid to the agent or bro- 
ker of record. 


Unexcelled Aut-O-Check 
and Check-O-Matic 


premium payment plans. 


Join Great-West Life 


The Great-West Life has made two ap- 
pointments to its United States field 
supervisory organization. Wilton F. Het- 
tesheimer has been appointed at Cincin- 
nati, while A. T. Pires, Jr., has been ap- 
pointed at Beverly Hills. 

Mr. Hettesheimer joins the company 
with five years’ experience as a highly 
successful personal producer. He is a 
1953 business administration graduate 
from University of Cincinnati. 

Mr. Pires is a 1957 Bachelor of Science 
graduate in accounting from Bryant Col- 
lege of Providence, R. I. He comes to 
Great-West Life with more than three 
years’ experience as a life underwriter in 
Fall River, Mass., Providence and Los 
_ Angeles. 
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BEHIND 


THE 


NYLIC 
AGENT.... 


Modern products... 
another reason why 











To meet the demands of today’s expanded, 
diversified insurance market, New York Life’s 
complete modern line gives the Nylic Agent a 
plan for every prospect—whether his client 
wants Ordinary Life or Accident & Sickness 
Insurance, on an Individual or Group basis. 
Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 
automatic premium-paying method. 


Guaranteed Insurability Option— Issued 
from birth to age 37, GIO guarantees the 





nylic) 


THE NEW YORK LIFE AGENT 


IN YOUR NY ae 
18 A GOOD MAN TO : 





A complete line of 
modern products to 
give him greater 


sales potential! 


future right to specified increases in life insur- 
ance protection at standard rates. . . regard- 
less of future health. 


Employee Protection Plans— Now include 
Major Medical protection along with Life, 
Weekly Indemnity and Basic Medical care 
coverages for firms with from 4 to 50 employees. 


Accident & Sickness— The modern Home 
Protector Disability Policy that helps provide 
income when disabling injuries or illnesses 
prevent wage earner from working. The policy 
is noncancellable and guaranteed renewable 
to age 50, 55, 60 or 65 (in most states) depend- 
ing upon termination age selected. 


New York Life 


Insurance Company 
51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance * Group Insurance + Annuities 
Accident & Sickness Insurance + Pension Plans 
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Presidential Report 
By Howard Dobbs, Jr. 


AT ANNUAL MEETING OF LIC 


Administrative Year As 


Views Past 
“Relatively Untroubled”; Session 
Held at Bal Harbour, Florida 


lis has been a relatively untroubled 
vear, R. Howard Dobbs, 
Life Ins. Co. of Georgia 
president of the Life Insurers 
said in his presidential ad- 
last week at 
“There has. been 


| 
administrative 
Ir., president, 
and 
Conference, 
dress at the annual meeting 
Bal Harbour, Florida 





no sounding of alarms,” he said, “none 
of the hectic emergency meetings that 
characterized our struggles over the 


Federal income: tax in the years before, 
and the months immediately following, 
enactment of the law in 1959. While 
few of us were completely happy with 
the eventual legislation, the frantic 
ceased and we worked closely 
other organizations in cooperation 


sessions 
wil it h 


with the Treasury Department seeking 
correction of inequities, mistakes, and 
misunderstandings concerning the new 


law. This follow-up procedure has been 
undertaken by a joint committee on in- 
terpretation, made up of representatives 
from the Life Insurers Conference, 
American Life Convention, and Life 
Insurance Association of America.” 
Reporting on manpower development 
progress, Mr. Dobbs said that the Con- 
ference’s fourth seminar on company 
management has just been completed at 
Savannah, Ga., where younger officials 








from member companies have received 
effective assistance. “These seminars,” 
Mr. Dobbs said, “have attracted the at- 
tention of some of our fellow associa- 
tions, who think that they can be valu- 
able as ‘pilots’ in this form of management 
manpower development. This type of 
project is especially significant because 
management manpower must be kept 


coming along and that manpower must 
be trained to cope with the ever-increas- 
ing problem of rising costs. The cost 
problem is of particular significance to 
the smaller companies, which are apt to 
have a large cost ratio than big com- 


panies 

“Although cost rises are a factor to 
ve contended with, iaese has been little 
bother in recent mont about our old 
trouble spot—inflation ? has been com- 
paratively quiescent. But inflation—which 
has been described as an easier way of 
making money than earning still 
with wus. And we must continue to 
grapple with it. For, some eminent econ- 
omists persist in contending that it is 
not only inevitable, but good. Long- 
range planning by builders and industry 
and educ: ators now assume an inflation fac- 


} 


it—is 


tor. Althou; gh during 1960 there was some 
leveling out, consumer prices rose to a 
new peak, Current conditions give no 
promise of downtrend. It is clearly our 
| 


duty to our policyholders to resist further 





price spiraling. We must not, through 
sheer boredom with the problem, aban- 
don it.’ 

Also, Mr. Dobbs said, “We must in- 


rease the ability of our agents to com- 
municate to the public the many-faceted 
values of life insurance. We must all 
do our part, in our individual ways, to 
raise the sights of the public as to the 
worth of our tore Noa and the amount 
each family should own. This task is 
a formidable one and we had best be about 
it with dispatch. 
“This urgency for 
need on the part of 
more flexible. We 


action suggests a 
most of us to be 
shall certainly have 
to adjust to change. For changes there 
will be. Some we can anticipate. Some 
we shall have to take as they come. We 
are ata pivotal point in history, and the 
part we play as insurers will depend upon 
our ability to adapt ourselves to a pace 
faster than any we have ever known.” 


Competition Strong 


Commenting on the strong competition 
that the life insurance business is meet- 
ing, Mr. Dobbs said that these competi- 
tive forces are now in an all-out effort 
to give the public what it wants in the 


Straight Life’s Role 
Need to be Revived 


BLAKE NEWTON TELLS INSURERS 


Executive Vice President of Institute of 
Life Insurance Addresses 
Conference in Florida 


Bal Harbour, Fla—One of the most 
serious problems before the life insur- 
ance business today is the apparently 
growing misconception of the character 
and true roie of straight life insurance, 
Blake T. Newton, Jr., executive vice pres- 
ident of the Institute of Life Insurance, 
said addressing the annual meeting of the 
Life Insurers Conference. 

“Straight life insurance is the unique 
element of our business and the funda- 
mental which built this business and 
made it the friend and protector of the 
American family,” Mr. Newton said. 
“This would not have been accomplished 
by term insurance. But we must reestab- 
lish the conviction within our minds and 
he arts that this is true. And we must do 
whatever is necessary to create a clearer 
understanding of the fundamental role 
of life insurance in the lives of people.” 

Three specific lines of action were pro- 
jected by him as essential if these goals 
are to be attained: (1) reaffirmation 
by those within the business of certain 
fundamental truths; (2) a more adequate 
training of newcomers to our business, 
both in home office and field, as to these 
truths; and (3) a broadened educational 
effort aimed at the public so that all may 
adequately understand these truths. 


Seen as Urgent Necessity 


“Action on all these fronts is an urgent 
necessity,” he said. “Scarcely a week 
passes that doesn’t produce some form of 
‘obituary’ for ‘old-fashioned’ straight 
life insurance. When highly regarded 
family magazines are sufficiently doubt- 
ful of the worth of lifetime insurance 
guarantees that their editors feel no com- 
punctions about endorsing or even stim- 
ulating material designed to upset and 
confuse existing policyholders about the 
worth and wisdom of their existing in- 
surance programs, when licensed agents 


posing as consultants artfully describe 
term insurance as the ‘smart’ life insur- 
ance buy and continue the argument 


that whatever virtues other kinds of life 
insurance may have, they can be found 
in greater measure in wackan zes of se- 








way of products and services. “It seems 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 
WI 7-8266 











curities—surely the time is here for 
analysis and action.” 

Mr. Newton emphasized that much of 
the difficulty has developed from over- 
emphasis of the competition from invest- 
ment channels, saying that “there is 
nothing available to substitute for the 
guarantees found in straight life insur- 
ance. Tax consequences, net cost fea- 
tures, surrender values, savings features, 
investment qualities all suggest competi- 
tive clash with others. The guarantees 
of life insurance and the endurance of 
straight life insurance are unrivalled and 
are basic to any program of family se- 
curity yet devised. This is not new, but 
it has become over-looked in our urge 
for close identification with activities that 
would like to compete with us. We have 
been preoccupied with gimmicks when 
we should have been concentrating on a 
clearer understanding of fundamentals.” 


have to take another look at our product 











obvious,” he said, “that we in the life and the way we are distributing it. I 
insurance business—in the small as well am ‘sure that there is nothing better 
as the large companies—are going to’ than life insurance to do the job for 
orem 
— 
ome 
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EMPIRE 
LIFE 


AND ACCIDENT 
INSURANCE COMPANY 


An Aggressive, well - managed 
sales program, carried out with 
enthusiasm by a_highly-trained 
field staff, resulted in new rec- 
ords for Empire Life in business 
added to the books as well as in 
persistency of business sold. 


A company is known by the men 
it keeps . . . and our hats are off 
to the field men who have made 
a record gain in 1960, on top of 
substantial gains ‘made in 1959. 


SERVING INDIANA 
SINCE 1908 


2 
J. M. Drake, Chairman 
J. 1. Cummings, President 
am 


HOME OFFICE: Indianapolis, Ind. 











which it is intended. But I am not so sure 
that all segments of the public share 
our belief. It is likely that many people 
merely are not informed. Some perhaps 
are beguiled by more attractive pro- 
posals. In any event, I am told that the 
sales ratio for life insurance is the same 
today as it was in 1950, in 1940, and in 
1930. In other words, despite the great 
advances made in many fields, it still 
seems to take a life insurance man the 
same number of interviews to make a 
sale as it did back in the depression. 
“Let us be certain that our product 
really is, in the eyes of the public, the 
best for the people’s protection—the best 
thing to accomplish what they as in- 
dividuals wish to accomplish. This may 
take some redesigning of our product, 
both in the policy contract itself, in the 
distribution of it, and in the methods 
through which we make available the 
end-product, that is, the benefit payment. 
We shall, of course, aim our design at 
what we believe is best for the people 
who buy. But we cannot avoid the fact 
that the people have minds of their own 
and we cannot entirely ignore their views 
as to what they think is best for them 
There seems, for example, to be a grow- 
ing tendency for people to want earlier 
termination of the premium-paying part 
of a contract. People want to see the 
protection go on for a long time, but 


they like to see an end to paying for 
a 

In concluding, Mr. Dobbs said that 
every opportunity for financial states- 


manship must be used to uphold our 
nation’s leadership in efforts to preserve 
our system of free enterprise for people 
who wish to feel free and to be free. 
“We must also be vigilant,” he said, “to 
see that we truly serve the people who 
yearn to build their own security to their 
own design through proper application 
of insurance principles we can immeasur- 
ably abet individual initiative in this 
country, and, in fact, throughout the 
world. Ours is a business of free enter- 
prise and opportunity. For the Life In- 
surers Conference, the opportunity for 
this kind of positive action is now. 
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Faulkner Heads HOLUA 


ARTHUR FAULKNER 


Arthur Faulkner, second vice president, 
Massachusetts Mutual Life, has been 
elected president of the Home Office Life 
Underwriters Association, succeeding 
William E. Walsh, vice president, Equi- 

table Life Assurance Society. 


Mr. Faulkner’s election took place at 


the annual meeting of the association 
at the Greenbrier, White Sulphur 
Springs, W. Va., last week. About 300 


executives of life 
attended. 

Other officers elected were: vice pres- 
ident, Paul K. Frazer, director of under- 
writing, Northwestern Mutual; vice pres- 
ident, Russell L. Wagner, vice president 
and actuary, National Life and Accident; 
secretary, John S. Wyper, second vice 
president, Connecticut General; treas- 
urer, Barton S. Pauley, director of Or- 
dinary underwriting, Prudential; editor, 
William H. Greenwood, Jr., associate in- 
surance supervisor, Provident Mutual. 

Also elected as members of the asso- 
cation’s executive council, each to serve 
terms of two years, were Howard W. 
Brown, underwriting secretary, Mutual 
Life of Canada; Robert B. Cunningh: am, 
second vice president, underwriting, 
Home Life of N. Y.; Walter K. Fritz, 
second vice president and underwriting 
director, Northwestern National; Richard 
P. Peterson, underwriting secretary, 
Bankers Life. 


insurance companies 


“Ideal” Agent 


(Continued from Page 4) 


is responsible to partake of the activities 
which help to formulate the kind of a 
community in which he will grow and 
prosper and in which his family and 
friends will be most proud. 

“He realizes that community service 
is a new industry for millions of Ameri- 
cans, who have learned that there is a 
job for everyone in the job of good civic 
housekeeping and that he is no excep- 
tion. 


“He knows that community service 
provides a major channel for an in- 
dividual to participate personally in the 
organized life of our society. 

“He also realizes that the life under- 
writer is just as interested in the wel- 
fare of the public as any other business- 
man and that, by the nature of our busi- 
ness, we are in touch with the ‘life blood’ 
or our people. As such we should be 
privileged to request an opportunity of 
playing our part in promoting the health 
and welfare of our respective com- 
munities. 

“His responsibilities to himself and his 
family are constituted by the basic de- 
sire that is inherent within him. The 
desire to elevate his standards and his 
capacities for living—his desire to grow 





and develop in his chosen profession 
and in his ability to contribute to the 
financial standards of his family’s pres- 
ent as well as their future. 


“In his quest for a fuller and a happier 
life for himself and his family, our 
‘ideal’ agent realizes that the future is 
in his own hands and that he must cor- 
relate the attributes of personal leader- 
ship to attain his objectives in life. 

“Our ‘ideal’ realizes that there are 
many factors necessary to reach his goal 
but he believes that the one which is 
most predominate—and without which 
we are all doomed for failure—is en- 
thusiasm.” 








experience. 





ACTUARIES 


Interested in joining a moderate-sized life company in a small Northeastern city? 
We want an Associate or recent Fellow, preferably one with health insurance 
Salary commensurate with experience. 
Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


Resumé to Box 2902, The 








SUPERVISORS AT SPOKANE 


Ohio National Life has appointed 
Joseps J. McCord as regional Group 
supervisor at Spokane covering Wash- 
ington, Idaho and Montana including the 
cities of Salem and Portland, Ore. 


BANKERS OF IOWA SCHOOL 

Seventeen salesmen from 13 agencies 
of Bankers Life of Des Moines attended 
a senior school for salesmen at the home 
office recently. 





ARE THESE YOUR CLIENTS? 




















The Young Man 
“On the Way Up” 


The Man In 
a Growing Business 





The Young Interne 
or Resident 


College Graduates 





Newly Marrieds 


If they are, then Eastern Life’s new 
10 YEAR MODIFIED LIFE 


may be just the answer to their life insurance needs. In fact, 
the 10 Year Modified Life plan may be the answer for any- 
one who, during the next ten years, needs... 


Maximum Protection 
Permanent Insurance 
Low Premiums 


This policy permits the insured to pay approximately one- 
half the permanent premium during the first ten years! 
Here’s how it works: 


$10,000* Policy Issued at Age 35 





First 10 years 


Commencing with 
the 11th year 














Annual Premium $116.10 $232.20 
Policy Fee 7.50 7.50 
Total $123.60 $239.70 














*Minimum Policy 


If Disability Waiver and/or Double Indemnity are added, premiums for these benefits remain 


level to age 60. 


INTERESTED? Contact your Eastern Life General Agent today! 





EASTERN LIFE 


INSURANCE COMPANY OF 


HOME OFFICE: 355 LEXINGTON AVE. 
NEW YORK 17, NEW YORK * MU 7-1920 


General Agency Opportunities Available In: 


NEW YORK 


Connecticut, Delaware, Florida, Michigan, 


New York, Pennsylvania, District of Colombia 


Contact: Murray April, Director of Agencies 
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New Business For Past Three Years 


The following tables show new insurance written in 1960, 1959 and 1958, with 
total life insurance in force at close of 1960, for most of the life insurance companies 
in the United States and Canada. Figures requested were those on Line 2, Page 15, 
of the Annual statement filed with the Insurance Departments, which figures do 


not include revivals and increases. 


—New Insurance Written 


1960 


Acacia ne! 
Ordinary .......$ 213,505,290 

Aetna Life 
Ordinary 
Group 


‘cehkae $ 677,619,720 
1,349,723,400 


1959 


$ 206,319,977 


$ 631,728,444 
1,000,862,400 


va 
io) 


$ 191,976,390 


$ 566,985,741 
1,089,650,700 


In Force 
Dec. 31, 1960 


$ 1,876,342,937 


$ 4,649,346,859 
19,661,673,000 





Total. .....$ 2,027,343,120 


Allstate Life, Skokie 


$ 1,632,590,844 


fi 


206,908,569 
27,629 


$ 1,656,636,441 


$ 105,243,233 
889,076,303 


$24,311,020,459 


$ 423,239,250 
1,237 ,645,711 





Ordinary .......$ 230,993,547 
ee ree 10,879,001 
oS ieee $ 241,873,208 


American Bankers Life, Miami 





Ordinary ....... $ 173,067,098 
[ND Soe rcekis 1,350,710 
Total......$ 174,417,808 


American General, Texas 


Ordimary ....... $ 87,789,019 
[D: Sas xesadau 17,269,936 
te $ 105,058,954 


American Heritage Life, Jacksonville 


seamed $ 19,833,627 
31,997 500 


Ordinary 
Group 


pt | ee $ 51,831,127 

American Hospital & Life 
Ordinary ....... $ 12,825,236 
Group 9,342,578 


22.167 814 


American Life & Accident, Kentucky 


Industrial ....... x 


54,980,907 


American Life Ins. Co., N. Y. 


Ordinary ....... $ 19,550,000 
Gri yup 8,461,000 
Total... $ 28,011,000 


American Mutual, lowa 
Ordinary .......$ 65,207 234 
Group 1,527,000 


Total......$  66,734.234 


American National, Texas 





$ 206,936,198 


$ 162,456,367 
1,525,824 


$ 163,982,191 





$ 81,597,560 
8,390,298 


$ 994,319,536 


$ 130,353,625 
842,367 


$ 1,600,884,961 


$ 283,921,870 
136,637,101 





$ 131,195,992 


$ 70,053,832 
6,818,767 


$ 420,558,971 


$ 498,975,398 
122,841,403 





$ 89,987,858 


$ 21,326,374 
12,106,147 


33,432,521 


“ft 


$ 12,207,952 
9,312,400 








$ = 21,520,352 


$ = 64,420,577 


$ 20,681,780 
1,218,289 
$ 21,900,069 


$ 48,904,927 
354,500 


$ 76,872,099 


$ 16,089,301 
6,553,942 


$ 22,643,243 


$ 21,003,375 
6,642,500 


$ 27,645,875 
$ 60,530,705 
$ 4,700,125 

497.249 


$ 5,197,374 


$ 42,557,064 
355,000 


$ 621,816,801 


$ 82,136,348 
144,040,187 


$ 226,176,535 


$ 100,638,018 
60,007 409 


$ 161,245,427 


fi 


163,775,741 


$ 39,960,000 





19,234,000 
$ 50,194,000 
$ 323,044,401 
29 339,900 





$ 49,250,427 


$ 42,912,064 


$ 352,384,301 
































Ordinary ..$ 787,517,918 $ 713,003,316 $ 608,977,432 $ 3,035,503,601 
DD vexenpases 419,722,335 2067 391,003 150,554,692 1,092,701,711 
Industrial .... 234,841,527 236,715,267 198,631,378 1,463,398,545 
7ote.....52 $ 1,442,081,843 1,217,109,586 $ 958,163,503 $ 5,591,603,857 
American United, Indiana 
Ordinary ....... $ 306877816 $ 271,880,919 $ 223484996 $ 1,173,990,252 
ED. Ceca stccion 121,244,740 123,575,110 85,940,821 404,001,842 
Total......$ 428,122,556 $ 395,456,020 $ 300425817 $ 1.578,592,004 
Amicable Life 
Ordinary ieasene $ 63,394,802 $ 55,701,679 $ 51,432,881 $ 333,363,873 
ND Sp kaeh cee 67 207 51,378 104,775 722,467 
Total......$ 63,462,009 $ 55,753,057  $ 51,537,056 $ 334,086,340 
Atlantic Life, Va. 
Ordinary .......$  67,871424 $ 66,736488 $ 60,138431 ¢$ 447 431,956 
eee 20,242,743 ae aes 22,729,400 
Industrial ....... 43,597,318 43,143,377 35,075,930 64,549,618 
Total......$ 111,468,742 $ 109879865 $ 95,814,361 $ 534710.974 
Atlas Life, Oklahoma 
Ordinary ....... $ 22,960,624 $ 20.196.135 $ 16,990,002 $ 141,861,464 
ES c5% bees ses 10,521,475 1,329,994 528,500 173,046,207 
Total...... $ 33,482,099 $ 21526120 ¢ 17,518,502 $ 314,907,671 
Baltimore Life 
Ordinary ee aia $ 72026418 $ 62434042 $ 44858686 $ 281,922,527 
Industrial ...... 24,864,390 42,189,626 50,673,167 165,565,916 
Total...... $ 6,890,808 $ 104,623,668 $ 


$ 95,531,853 


$ 447,579,443 


—New Insurance Written 
1959 


















































1960 1958 
Bankers Life Company, Des Moines F ak 
Oniinaty 0x6 $ 273,226,950 $ 279,034,785 $ 242,840,616 $ 2,077,609,558 
TOMO, nigdaanras 110,384,428 146,359,625 174,303,880 1,682,560,776 
RS occ $ 383,611,378 $ 425394410 $ 417/144,496 $ 3,760,170,334 
Bankers Life, Lincoln 
Oe Ae $ 138,722,018 $ 122136409 $ 114,151,112 $ 744,695,757 
CROONER 1s. ssi 65-0:6:8 16,854,022 3,148,625 aa Se 26,421,055 
ce! ae $ 155,576,040 $ 125,285,034 $ 114,151,112 § 771,116,812 
Bankers Life & Casualty, Illinois 
Grdinary ......% 120,441,259 $ 166,283,558 $ 134,122,116 $ 596,586,390 
CL epee pice 10,128,000 16,376,500 5,292,500 159,254,350 
Total......$ 130,569,259 $ 182,660,058 $ 139,414,616 $ 755,840,740 
Bankers National, New Jersey 
Ordinary ....... 72,742,450 $ 71,440,857 $ 50,275,105 $ 402,856,465 
nen a vosn art 112,494,036 45,634,799 22,806,057 330,037,906 
cit | Spee ge $ 185,236,486 $ 117,075,656 $ 73,081,162 $ 732,804,371 
Beneficial Standard, Los Angeles 
Ordinary ....... $ 62,151,913 $ 63,727,615 $ 56,306,131 $ 217,565,825 
RD” .ccaccaues ee 144,668 4,724,000 2,091,500 
Total......$ 62,151,913 $ 63872283 $ 61,030,131 $ 219,657,325 
Berkshire Life 
Ordimary ...sisd $ 57,114,513 $ 59,252,174 $ 61,306,713 $ 607,153,187 
Boston Mutual 
Ordinary ....... $ 64,139,904 $ 66,422,257 $ 47,548,892 $ 220,379,943 
Oe 13,691,500 17,630,500 13,592,000 172,942,200 
Industrial ....... 17,251,383 20,810,017 23,550,228 135,079,221 
cr) Seek $ 95,082,787 $ 104,865,772 $ 84,691,120 $ 537,401 364 
Business Men’s Assurance 
Ordinary ...:... $ 418,907,065 $ 376,341,803* $ 337,312,163 $ 1,635,956,909 
Cle eee ee 87,803,781 51,983,567* 41,607,375 365,750,079 
Total......$ 506,710,846 $ 428,325,370 $ 378,919,538 $ 2,001,706,988 
* Includes revivals and increases. 
California-Western States Life 
Ordimary ....<0% $ 240,366,926 $ 243,903,194 $ 211,526,483 $ 1,475,761,819 
Cary eee 105,383,868 45,502,104 68,578,446 1,711,807 ,295 
Total....2 $ 345,750,794 $ 289,405,298 $ 208,104,929 ¢$ 3,187,569,114 
Canada Life 
Ordinary ....... $ 372,310,040 $ 377,390,122 $$ 324,002,116 $ 2,477,130,940 
LE icenirekiecns 187,088,930 210,897 426 151,797,321 1,652,647 ,805 
lotal...... §$ 559,398,970 $ 588287548 $ 465,799,437 $ 4,120,778,745 
Capitol Life, Colorado 
Ordinary ....... 12,941,891 $ 15,606,205 $ 16,834,486 $ 131,303,632 
[ Sinechas as 783,699,042* 4,752,669 425,500 1,110,459,686 
Totel..s«sd $ 796,640,933 $ 20,358,874 $ 17,259,986 $ 1,241,763,318 
* Includes $761,247,929 Reinsurance Assumed 
Central Life Assurance, lowa 
Ordinary ....... 88,361,670 $ 83,938,212 $ 73,500312 $ 631,230,754 
CUED. Sea sakes Lee ns 2,310,355 6,023,063 
Total...... SS 88361,670 $ 83,938,212 $ 75,909,667 $ 637,253,817 
Central Standard Life, Illinois 
Ordinary ......: 25,592,886 $ 28,236,730 $ 27,219,007 $ 310,474,205 
Industrial ....... 10,093,795 13,781,573 11,554,343 40,309,709 
TORR a vocua $ 35,686,681 $ 42,018,303 $ 38773440 $ 350,783,914 
Century Life, Fort Worth 
Ordinary ..6..4. $ 40,357,014 $ 39,937,000 $ 28,836,015 $ 140,580,946 
Cherokee Life, Tenn. 
Ordinary ......% 3,327,363 $ 4,424,422 $ 3,007,909 $ 9,476,121 
Industrial ....... 13,301,957 14,364,183 9,418,426 41,202,978 
Totels..<x22 $ 16,629,320 $ 18,788,005 $ 13,026,395 $ 50,679,099 
Citizens Life, New York 
Ordinary ....... 41,177,217 $ 30,393,351 $ 17,056955 $ 80,735,544 
i eee aes 5,581,014 5,387,039 Reo 14,276,525 
Total......$ 46,758,231. $ 35,780,390 $ 17,056,955 $ 95,012,069 
Colonial Life 
COREMATY. | o600608 70,996,244 $ 62,918,058 $ 61,268,441 $ 416,524,055 
SA re ore 28,659,300 2,471,262 229.860 60,458,742 
Industrial ....... 21,063,900 19,593,441 18,035,664 132,956,382 
Cr. Oe $ 120,719,444 $ 82,511,499 $ 79,533,965 $ 609,930,179 
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—New Insurance Written In Force 
1960 1959 1958 Dec. 31, 1960 
Columbian Mutual, N. Y. 
Ordinary ....... 8,949,695 $ 5,904,525 $ 4,118,776 $ 26,724,533 
Industrial ....... 23,568,765 21,321,250 13,341,000 78,130,981 
TORR. 6682 $ 32,518,640 $ 27,225,775 $ 17,459,776 $ 104,855,514 
Columbus Mutual, Ohio Lath al c s rie 
Ordinary. ...00% 60,528,923 $ 57,575,687 $ 59,678,908 $ 544,856,581 
Commercial and ne Life, Houston : k 
Ordinary «<<... $ 2,992,138 13,564,381 $ 10,892,233 $ 72,391,561 
oe ae eer "3005 202 154,826 4,515,841 34,945,966 
Totaloscsc $ 15,987,431 $ 13,719,207 $ 15,408,074 $ 107,346,527 
Commonwealth Life, eerrre | 
Ordinary ....... 155,379,987 $ 158,676,667 $ 157,918,666 $ 892,627,911 
MOIR? 5 54-5 sions 26,121,338 17,008,105 3,086,123 190,775,463 
Industrial ....... 46,366,000 44,382,872 42,517,264 319,140,896 
y ic rs $ 227,867,325 $ 220,067,644 $ 203,522,053 $ 1,402,544,270 
Companion Life ie : 5 
Ordinaty ..335. $ 14,109,740 $ 10,857428 $ 12,578,222 $ 58,322,413 
GPO ig oc oR 4,976,437 3,656,693 634,500 173,055,550 
Teta. 5 § 19,086,177 $ 14,514,121 $ 13,212,722 $ 231,377,963 
Confederation Life 
OLGAaY 6.006004 $ 241,888,814 $ 271,440,000* $ 1,637,015,814 
Groen sci0 eee. 166,293,380 143,949,000 1,055,426,701 
TOU 63.3 $ 408,182,194 $ 415389000 $ 327,696,273 $ 2,692,442,515 
* Includes revivals and increases 
Connecticut General 
Ordinary <3. st. $ 82,702,195 $ 742,623,492 $ 635,538,020 $ 4,402,500,143 
ce | ie eae 505,794,505 391,859,144 371,622,078 6,970,509,353 
TOK 664.3 $ 1,288,496,700 $ 1,134,482,036 $ 1,007,160,098 — $11,373,009,496 
Connecticut Mutual Life 
CMWOINSTY << hiscss $ 595,932,030 $ 580,528,764 $ 541,015,714 $ 4,700,113,732 
Constitution Life, Ill. 
Ordinary ...05. 25,197,249 $ 21,470,316 $ 28516111 $ 135,579,163 
IMENT thine 6 5.5 9-043 2,846,224 15,766,112 32,797,151 176,783,134 
Industrial ....... —(— —)— —J— 3,002,203 
Total... <.2 $ 27,973,473 $ 37,236,428 $ 61,313,262. $ 315,364,500 
Continental American 
CWGMBTY 6.005% $ 68,909,026 $ 75,201,080 $ 63,476,978 $ 529,678,949 
ee re ee —(-- ~-(b— —)— 11,257,840 
Totet..3 << $ 68,959,020 $ 75,261,086 $ 063,476,978 $ 540,936,789 
Continental Assurance 
Ordinary ....... 426,789,689 $ 409,547,394 $ 354,747,855 $ 2,603,473,637 
HOG acicdaces 191,683,931 308,767 020 245,234,163 4,240,916,350 
Tote) 568553 $ 681,473,620 $ 718,314,314 $ 599982018  $ 6844,389,903 
Continental Life Insurance Co., Toronto 
Ordinary 6665.3 $ 32,867,275 $ 28533,651 $ 20249595 $ 205,169,960 
EROS vwadisecccwe 4.022000 6,813,500 2,065,500 17,304,375 
Total...... $ 36,889,275 $ 35,347,151 $ 22,915,005 $ 222474344 
Country Life, IIl. 
Ordinary ....... 91,111,703 $ 96434347 $ 91,615.923 $ 919,548,145 
Group eicedane —O— 9,246 O00 2,443,000 14,961,000 
TOWNS 6550 $ 91,111,703 $ 105,680,347 $ 94,058,823 $ 935,409,145 
Crown Life, Canada 
Ordinary ....<.% 356,843,106 $ 301.917295 $ 268934442 © $ 1,928 234,278 
ae eer wre 164,897,091 107,908,828 100,256,324 711,234,790 
Total......$ 521,740,197 $ 409826,123 $ 369,190,765 $ 2,630,460,068 
Dominion Life 
Ordinary 6.43... $ 111692684 $ 113.747.163 $ 104.467,130 $ 882,701,271 
a Pee 32,832,682 31,887,020 12,762,400 131,003,140 
oS ere $ 144,525,366 $ 145,634,192 $ 117,220530 $ 1,013,704,411 
Durham Life, Raleigh, N. C. 
Ordinary SNatced $ 58,044,969 $ 58617942 $  57.782922 $ 257741.823 
Industrial ....... 40,366,641 40,508 770 32,594,418 157,928,192 
Total. ... 2. $ 98,411,430 $ 99,126,712 $ 90377410 $ 415,670,015 
Eastern Life 
Ordinary «6.066% $ 27,751.355 $ 17055667 $ 17.55578 $$ 111,623,259 
GPORB os didaceog 7,240,392 15,761,240 11,335,716 65,395,960 
Wetel:.<322% $ 34,991,747 $ 32826907 $ 28891502 $ 177,019,219 
Empire Life & Accident, Indiana 
Ordinary Gditkwtes $ 8645915 $ 9.132113 $ 9,985,638 $$ 64,962,988 
Industrial ....... 21,675,053 20,092,235 18,453,320 91,733,680 
TOU... «2 $ 30,320,968 $ 29,224,348 $ 28438958 $ 156,696.668 


—New Insurance Written 


In Force 








1960 1958 Dec. 31, 1960 

Empire Life, Canada 
Ondnbiry =. 555: $ 45,187,971 $ 38,280,350 $ 32,763,761 $ 268,836,594 
RSP eho owe 4,565,000 5,961,500 3,346,612 21,469,255 
fi | ree $ 49,752971 $ 44,241,850 $ 36,110,373 $ 290,305,849 

Empire State Mutual 
Ordinary ....... 13,987,062 $ 12,284,056 $ 12971400 $ 66,171,051 
OO! eee 2,056,405 4,891,146 3,799,259 60,213,781 
iC: are $ 16,044,067 $ 17,175,202 $ 16,770,719 $ 126,384,832 


Equitable Life Assurance Society 





Ordinary ....... $ 1,743,666,677 $ 1,799,756,953  $ 1,745,039,866  $15,358,520,450 
ME, os cscs 1,264,127 ,650 841,370,979 1 '132,640,01 5 23,078,808,411 
Totd:..... $ 3,007,794,327 $ 2,641,127.932 $ 2.877,679,881  $38,437,328,870 


Equitable Life, Waterloo 





CWEGMASY «6.0 cics. 22,979,446 $ 24,641,180 $ 2000,008 $ 179249395 
CEE oc ce dacs 3,810,250 1,968,500 870,750 8,903,522 
| $ 26,789,696 $ 26609680 $ 20960758 $ 188,152,917 

Equitable Life of lowa 
Oudsmary .....: 169,178,378 $ 189,448,158 $ 171,982,423 $ 1,773,2990,887 


Equitable Life Insurance Co., Washington, D. C. 
































CHUGATY oc knees 46,216,521 43,930,653 $ 38,312,289 §$ 308,445,684* 
Industrial ....... 29,002,049 27,676,455 27 897,981 205,542,350 
Total...... 75,218,570 $ 71,007,118 $ 66210270 $ 513,988,034 
* Includes rs 455,625 Group Insurance 
Farm Bureau Life, lowa 
OSGAlY «6 s0<< 75,111,806 $ 98,403,001 $ 75,974,240 $ 461,327,696 
Farmers & Bankers, ae" 
eo 18,585,765 $ 15,613,599 $ 13,705,546 $ 158,979,697 
Farmers New World Life 
CGMAOEY ..c00 87,573,123 $ 75,447,628 $ 64,485,683 $ 304,494,209 
a A ee 3,154,218 44,395,237 keen 93,661,440 
Total. s,s: $ 90,727,341 $ 119,842,865 $ 64,485,683 $$ 398,155,709 
Farmers & Traders, N. Y. 
Ordimary «0... $ 20,954,028 $ 19,723,304 $ 18,316,464 $ 195,522,849 
Federal Life & Casualty, Battle a 
Ordinary ..5..: $ 58,413,884 61,795,691 $ 66,684,639 $ 162,803,216 
CSUN soon cb 468% 50,609,061 41,043,079 30,762,829 256,286,886 
etal ci<<c $ 109120485 $ 102,838,770 $ 97,447,468 $ 519,090,102 
Federal Life, Illinois 
Ordinary ....... 54,601,185 $ 56324463 $ 45,435,580 $ 312,060,598 
LO eee 27 069,083 6,218,000 1,375,000 55,117,915 
Totali<...<- $ 81,670,268 $ 6235424604 §$ 46,810,586 $ 367,778,513 
Fidelity Mutual Life - ee 
CGMMATY  .oc ness 132,869,241 $ 139,273,068 $ 129441475 $ 1,305,885,485 
CORR, 8 Sh ccedades 770,000 2,827,500 606,500 10,987 582 
"Ob ...o 0: $ 133,639,241 $ 142100568 $ 130,107,975 $ 1,316,873,067 
Franklin Life 
Orditiaty 2.6.6.0 $ 940,773,875 $ 92730,685 $ 750,598,729 $ 4,047,274,323 
General American ; 
Oeeginary 2.64. $ 117,030,800 $ 122,000900 $ 110,276,500 $ 885,974,000 
COD kc salicde 117,562,354 153,603,229 340,195 921 2,363,212,088 
THe ck. $ 234,593,154 $ 275,694,129 $ 450472421 $ 3,249,186,688 
Government Personnel Mutual, Texas 
Ordinary’ ....... 30,662,221 $ 29543400 $ 38,547,359 $ 200,967,402 
Great American Reserve, Dallas 
Ordifiary. ..<6e« 44,476,089 40,451,870 $ 2,947,129 $ 186,889,893 
Ce ee 9 482,941 8,209,143 9,073,957 86,053,455 
SOUS.» cx $ 53,959,030 $ 48,661,013 $ 52,021,096 $ 272,943,348 
Great National Life, Dallas 
Ordinary 6.5.5 .< $ 22,530,401 $ 23238750 $ 19,105,483 $ ,202,313,108 
CE once cscs 2,843,336 3,040,528 —O— 13,188,170 
Total... $ 25,373,737 $ 26,279.278 $ 19,105,483 $ 215,501,278 
Great Southern, Texas 
Ordinary ...:.2. 111,641,484 $ 125486655 $ 115,426,116 $ 922,007,293 
NIN ako es cases 13,944,418, 9,394,964 9,432,941 154,079,117 
Total....:..- $ 125,585,902 $ 134,881,619 § 120,767,308 $ 1,076,086,410 
Great-West Life, Winnipeg 
Ordinary ..<204: $ 277,089.110 $ 253,938,698 $ 255,218,517 $ 2,407,223,962 
RON Kos cos haa 328 876,782 278,703,148 86,729,838 1,772,466,387 
Total. <sca i $ 605,965,892 $ 532,641,846 $ 311,948,355 $ 4,179,690,349 
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—New Insurance Written 


1960 


Guarantee Mutual, Nebraska 
Ordinary .......$ 97,702,203 


Guardian Life 


1959 


$ 86,038,215 


sd 


222,352,100 
40,938,058 





Ordinary ......- $ 227,429,189 
Group 53,027,355 

Total......$ 281,056,544 

Gulf Life, Florida 

Ordinary ...$ 108,349,913 
RD sn.0% ; 80,774,449 
Industrial ....... 53,956,341 

to) ee $ 243,080,703 


Hartford Life 
Ordinary 
Group 


yee, > 54,894,001 
44,429,651 





Total......$ 99,323,652 
Home Beneficial, Virginia 
ee) $ 
Group ..... 

Industriz il 


70,108,125 
41,534,663 
156,756,925 


i $ 208. 399713 


Home Life of America, Pa. 





a $ 17,763,336 
Industrial ....... 18,305,882 
Co ee $ 36,009, 218 

Home Life, New York i 
Ondimary ...%.5% $ 196,346,625 
OS are 59,974,221 
i re $ 256,320,840 


Home Security Life, N. C. 


ee eee $ 65,319,536 
Bank Loan Ab 
ee er ee 2,029,863 


22.474,374 


Total......$ 89,823,773 


Industrial 


Home State, Oklahoma 
Ordinary $ 
Group eer eS 
Industrial 


32,005,000 
8,164,000 
12,478,000 


53, 247 OOO 


Hoosier Farm Bureau 


Ordinary ....... $ 41,615,798 
Group 315,634 
Total.....$ "> & 931.432 


Imperial Life, Canada 


Ordinary .......$ 137,952,456 
eee 23,024,913 
| te $ "160.977, 309 


Independent Life & Accident, Fla 
Ordinary .......$ 112,210,041 
(TP eer 16,542,000 
Industrial ....... 766,637 ,020 


Total......$ 895,389,061 


Indianapolis Life 
Ordinary .....5. $ 84,773,142 


$ 263,290,758 


$ 122,871,105 
28, 400,494 
61,100,522 


212,372,121 





| 


fi 


43,865,627 
110,348,745 


$ 154,214,372 


~ 74,853,204 
876,045 
149,128,919 


$ 224,858,258 


$ = 17,455,517 
16,962,271 


$ 34,417, 788 


$ 204,582,242 
42,331,284 


1958 


$ 75,980,883 


$ 201,011,127 
29,788,560 


In Force 
Dec. 31, 1960 


$ 559,103,294 


$ 1,741,659,954 
210,649,670 





$ 230,799,687 


$ 105,561,364 


$ 1,952,309,624 


$ 724,649,115 





15,869,250 319,739,605 
68,085,003 321,362,284 
$ 190,115,677 1,365,751,004 


$ 28,535,427 
6,525,695 


$ 35.061 ,122 


$ 63,323,548 
—_Y— 
171,250,873 


$ 234,574,521 
$ ——— 529 


17,633,195 


$ 211,076,061 
40,778,204 


$ 434,354,092 
338,882,839 


$ 773,236,931 





$ 362,550,426 
62,893,679 
528,006,256 


$ 953,450,361 


$ 186,883,702 
135,797,208 
$ 322,680,910 


$ 1,797,670,217 
443,213,929 





$ 246,913,520 


NS 40,135,430 
1¢ 923 936 
6,566,174 
24, 627, 742 2 


$ 88,253,282 


tf 


32,373,000 
11,500,000 
13,435,000 


$ 57,308,000 





$ 42,824,226 
183,000 


$ 43,007,226 


$ 28,695,283 
25,126,518 


$ 251,854,265 


$ 35,592,303 
13,588,084 
6,410,052 
28,852,557 








$ 84,442,996 


fi 


43,002,797 
4,146,903 
9,787 296 


$ 56,936,996 


Sf 


35,265,522 
43,000 


$ 35,308,522 


fi 


$ = 121,001,645 
6,942,208 


$ 2,240,884,146 


$ 194,226,246 
— 

25,103,345 
105,419,802 


$ 324,749,393 


$ 127,307,000 
25,064.000 
82,892,000 


$ 235,263,000 





$ 136,514,899 
15,317,602 


$ 251,832,501 





$ 1,059,856,882 
189,712,658 





$ 153,821,801 


$ 60,505,725 
13,121,000 
694,639,863 


128,543,913 


f> 


$ 29,802,416 
10,317,500 
686,308,170 


$ 1,249,569,540 


$ 111,050,122 
34,654,500 
810,156,583 





$ 768,266,588 


$ 77,209,575 


Interstate Life & Accident, Chattanooga 


Ordinary .......$ 101,593,031 
Group 101,216 
Industrial ....... 183,359,912 


Total 5 ee dep ae $ 


285,054,159 


Jefferson National, Indianapolis 


Ordinary ....... ~ 35,095,652 
Group ee ee 3,869, 511 
Total. $ 38,965,163 


Jefferson Standard 
ee eer ee $ 229,972,238 
John Hancock Mutual Life 


Ordinary 


$ 92,457,316 
431,332 
164,015,038 


> 


726,428,086 


$ 64,002,035 


$ 63,182,070 
12,616,905 
158,517,799 


$ 955,861,205 
$ 495,187,218 


$ 248,572,573 
18,472,825 
287,774,271 





» 


$ 256,903,686 


$ 35,104,532 
5,021,992 


234,316,774 


f> | 


$ 34,896,904 
3,138,326 





$ 40,126,524 


$ 234,572,085 


$ 38,035,290 


$ 217,696,195 


$ 554,819,009 


$ 203,422,338 
36,713,789 


$ 240,136,127 





$ 2,010,954,712 





banbeee $ 2,239,402,477,  $ 2,245,562,768 § 2,351,866,930 $14,583,168,207 

PRMD 26 donne sttne 850,534,698 894,777,685 630,187,853 8,940,445,271 
Industrial ....... 193,870,700 211,620,809 225,210,757 2,660,867 864 
Petal, ..nss $ 3,283,807,875  $ 3,351,961,262 $ 3,207,265,540 26,184,481,342 


—New Insurance Written 


1960 
Kansas City Life 


Ordinary 


Kentucky Central Life & Accident 
i $ 


176,509,879 $ 


1959 


163,339,,928 


$ 160,550,155 


In Force 
Dec. 31, 1960 


$ 1,428,012,566 




















Ordinary ....... 14,016,148 $ 6,839,031 $ 6,085,430 $ 64,690,059 
ee Perna 14,970,946 1,546,000 —O— 26,080,231 
Industrial ....... 29,387,079 360,016,450 38,431,350 100,152,411 
on) ee $ 58,374,173 $ 44401481 $ 44,516,780 $ 190,922,701 
Kentucky Home Mutual 
Ordinary ....... 10,581,762 $ 12,649,398 $ 14,905,883 $ 84,718,220 
[es kassac0s 508,114 309,000 -—(h- 32,620,511 
Total. ....o 11,089,876 § 12,958,398 $ 14,905,883 $  117,338,7 31 
Knights Life of America, Pittsburgh 
Ordinary ....... $ 120,785,355 $ 84,263,278 $ 53,329,084 $ 551,001,098 
Group <—o7 7,050,038 974,351 —4}— 16,464 441 
Industrial ....... 47 873,542 42,204,584 36,258,033 255,545,107 
ci. | oe 173,708,935 $ 127,502,213 $ 80,587,117 $ 823.011, 246 


Lafayette Life, Indiana 
CPGIMALY  ..0 65005 $ 63,243,903 


$ 60,054,989 
2,681,475 





Sc re 1,498,089 
ae 64,741,992 

Lamar Life 
Ordinary .......$ 41,983,071 


Liberty Life, South Carolina 





$ 63,336,404 
$ 40,192,059 


$ 143,046,473 
18,175,012 
65,226,752 





Ordinary ....... $ 144,696,561 
Co errr 29,965,144 
Industrial ....... 03,991 644 

Total. «00% $ 238,653,349 


Liberty National, Alabama 
ee $ 409,188,365 
[SIRE Sco Neca» ss 3,075,960 
Industrial 196,395,990 


608,060, 315 


Total....... $ 


Life & Casualty, Tennessee 








Ordinary .......$ 226,859,227 
Group er ee 17,342,,182 
Industrial ....... 117,886,824 

(ic | ee $ 362,088,233 


Life Insurance Co. of Georgia 
Ordinary .....<: $ 161,977,589 


LSND Sckecetans 16,354,479 
Industrial ....... 259,489,972 
CC er $ 437,822,040 


Life Insurance Co. of North America 


[PRESS gs acn st $ 166,027,149 
ONE x ten ofa bn 87,502,686 
to) eee $ 253,529,835 


Life Insurance Co. of Virginia 


Ordinary ....... 173,161,555 
fo ae ee 258,829,400 
Industrial ....... 169,402,605 

ji. ee $ 601,393,560 


Lincoln Income Life 
Ordinary ....... $ 20,622,287 


$ 227,048,237 


178,079,358 


$ 434,854,642 


$ 217,403,202 
12,666,479 
127,359,782 


$ 357,429,463 





$ 183,215,883 
30,981,315 
274,047,739 


$ 488, 488,244,937 


$ 117,275,850 
106,995 236 





$ 224,271,086 


ft 


189,604,473 
13,554,749 
148,378,038 


$ 60,176,013 


70,500 
$ 00,246,513 
$ 35,501,292 
$  135,262.117 


x »f )53,921 
68,915,260 





$ 260,231, 304 


$ 209,851,112 
ail} 
176,451, 360 


$ 386, 302,472 


$ 168,310,612 
18,589,056 
138,539,807 





$ 325,430,475 


$ 158,715,319 
13,516,630 
302,557,011 


$ 474, 788,900 


$ 54,660,041 
65,088,376 





$ 119,748,417 


$ 158,950,248 
11,241,960 
146,682,190 





$ 351,597,200 


$ 22,581,334 


$ 316,874,398 


$ 32,208,483 


$ 250 223,731 
12,483,251 


$ 262 706,982 
$ 293,832,452 


$ 590,543,998 
286,444,738 
415,352,083 


$ 1,292,341, 419 


$ 1,063,300,592 
3,075,969 
935,670,636 


$ 2,002,047,188 


$ 966 326,187 
188,069 252 
766,490,166 


$ - 1.920,885,003 


$ 610,789 909 
182,570,282 
990,907,573 


$ 1 784, 267 704 


$  277.387,685 
313,080,965 


$ 590,468,650 


$ 1,310,690,268 
500,993.045 
872,775,345 








$ 2,744,458,658 


$ 83,097,276 








Co aes —h- 1,569,364 Ab - 533,416 
Industrial ....... 72,418,836 76,055,933 101,529,559 140,966,180 
2Otalh ss 6002 $ 93,041,123 $ 100,206,631 $ 133,828,042 $ 224,601,872 


Lincoln Liberty Life 
Ordinary ....... $ 42,705,240 
Group 727 084 


$ = 37,085,941 
2,104,153 


fe 


35,762,165 
ie “0 


$ 195,058,938 
5,066,281 





Total......< $ 43,433,324 


Lincoln National Life 


$ 39,190,004 


$ 1,339,119,789 
195,500,236 


$ 35,762,165 


$ 1,141,964,274 
165,046,909 


$ 200,125,219 


$ 8,570,750,008 
1,999,422,017 





$ 1,534,680,025 


507,286,029 
216,838,728 
45,051,896 


$ 1,307,011,183 


$ 496,565,266 
84,939,535 
47 953,902 


$10,570,172,115 


$ 4,407,889,043 
1,127 330,054 
56,068 453 





Ordinary ....... $ 1,388,965,002 
[SE Gicksccune 317,111,834 
MORGL cas 2 $ 1,706,076,836 

London Life, Canada 
Ondinary ....5<3 $ 569,180,400 
eee 78,320,221 

*Industrial ....... 
er | ae $ 647,500,621 


* As at Jan. 1, 1960 


$ 769,177,253 


in 1960 was all classified as Debit Ordinary 


$ 629,458,503 


$ 5,591,288,150 


$501,143,517 of Industrial business was reclassified as Ordinary. Debit issue 
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Page 19 
ex— UNDERWRITER 
—New Insurance Written In Force —New Insurance Written In Force 
1959 Dec. 31, 1960 1960 1959 1958 Dec. 31, 1960 
Loyal Protective Life, Boston Mutual Life of Canada 

CURE. 5 a.5 5 5154 $ 15,348,926 $ 11,432,514 $ 6,963,854 $ 64,663,959 COOMIREY 55 see $ 309,426,769 $ 279,376,281 $ 269,286,501 $ 2,492,978,418 

J Ee 905,312, 983,337 998,885 14,281,640 RSPR a wei tenes 51,117,522 74,106,996 60,037,749 686,527,039 
Total...... $ 16,254,238 $ 12,415,851 $ 7,962,739 $ 78,945,599 oleh... $ 360,544,201 $ 353,483,277 $ 320,324,250 $ 3,179,505,457 

Lutheran Mutual, lowa Mutual Of New York 
COPIES, | << cee a's 98,964,001 $ 79,627,204 $ 71,555.73) $ 620,639,017 Ordinaty ....... $ 1,077,127,172 929,295,584 $ 778,533,510 $ 7,272,653,400 
oie GO 144,385,656 95,756,739 160,844,662 867,969,958 
e Maccabees ere A ia eek 
Ordintiry  ....7.: $ 65,110,076 $ 86,373,987 $ 79,361,312 $ 520,463,477 ORR wea $ 1,221,512,828  $ 1,025,053,232 $ 939,378,172 $ 8,140,623,358 
Manhattan: Life Mutual Service Life, St. Paul = 

Ordinary ....... $ 108739148 $ 163,311,971 $ 140,602,403 $ 885,057,163 Ordinary ....... $ — 32327,304 = $ 28,486,552 $ 22,101,664 $ 127,955,373 

Group’ ......0544 79,178,147 79,236,322 83,559,257 638,789,005 Group .......... 6,086,163 36,228,707 31,256,963 237,115,236 
co $ 247,917,205 $ 242,548,203 $ 224,161,600 $ 1,523,846,168 FORMER Sic $ 38413467 $ 64,715,259 $ 53358627 $ 365,070,609 

; Mutual Trust Life 
Manufacturers Life, Canada “ie - - az ~ viel e 4 x 
Ordinary .s.0se $ 463,456,042 $ 405,049,377. § 392,511,357 $ 3,174,609,722 Ordinary ....... $ 76,199,728 $ 61,095,814 $ (4,007,730 $ 724,950,068 
Gri sup owe ceoseass 78,059,795 46,308,625 20,008,837 309,953,494 National Fidelity Life, Kansas City 
1 ents a Ta a pear Ordinary ..icee 28,005,000 $ 24,987,420 $ 20,393,188 $$ 137,573,000 
Total ...... $ 541,516,437 $ 451,358,002 $ 412,520,204 $ 3,544,563,216 ad See 7'669.326 2023 033 96.739,000 
Massachusetts Mutual ot: $ 51,121. 00 $ 32,656,74¢ $ "22.416,221 $ 2433 2.000 
Ordinary ....... $ 1,029,548,558  $ 1,024,606,110 $ 950,300,137 $ 6,776,574,518 green Le oe Ramee ie ey ot: tae 
SOME inte s sare 238,778,912 200,862,152 149,482,182 1,501,889,073 National Guardian, Wisconsin P >a12 37 029 31 “ 0171 
<< be  —— 32,865,397 4 34,552,812 $ 37,029.319 $ 267,852,17 
2 7 ae $ 1,268,327,470  $ 1,225,468,262 §$ 1,099,782319 $ 8.278,463,591 on ae cas a 115,000 2,572,000 
Massachusetts Savings Bank Life Toétal...... $ 32,865,397 $ 34,552,812 $ 37,144,319 $ 270,424,171 
OrGipagy: iecescs 53,503,971 $ 55,287,117 $ 49234615 $ 669,799,458 
ONE nad cksays 7,775,224 2,225,850 1,668,500 68,679,876 National Life & Accent oo) 589 765.155 $ 524.300.5317  $ 3.002.276,106 
Ordinary ....<<. 610,879,970 589 765,155 $ 524.300,517 $ 3.002.276,106 
<n $ 61,279,195 $ 57,512,967 $ 50,903,115 $ 738,479,334 Industrial ....... 528,197,904 570,219,390 580,418,411 2,852,862,126 
Metropolitan Life pl eee $ 1,139,077,874 $ 1,159,984,545 $ 1,194,718,928  $ 5,855,138,232 
Ordinary .....<. $ 5,556,846,133 $ 6,704,078,476 $ 6,273,126,413 $48,449,155,027 Wisienal Bife) Canada 
Grou sc acaso044 1,269,429 644 1,040,433,024 1,443,114,440 — 36,639,073,586  “Sattonal ' en 6 =70y)5 og P 
atetc : z 7 S492 ADE A aa aee ace Ordinary ....... $ 57,049,344 $ 46,669,314 $ 44957005 $ 324,411,836 

Industrial. ....... 138,921,253 ronnanasaied ewer Saae ene Groupe vvsccav ees 36,138,261 11,681,950 25,268,262 133,114,376 

Potal..... .$ 0,965,197,030  $ 797,117,634 $ 7,886,975,348 | $94,245,883,078 Total......$ 93,188,105 $ 58,351,264 $ 70,225,267 $ 457,526,212 
Michigan Life * . 

Ordinary ....... $ 16,032,715 $ 14251710 $ 12686883 $ 79,044,501 Natignal Life of Vermont og 459.716.217 $ 208631823 $ 2,750,524,331 

Group. .....-.-.- 19 700,440 5,441,628 12883413 416,160,206 eee eter re eee eee gee we 
m5 : — — —- ——— National Old Line hy 
Total......$ 35,733,155 $ 19,693,338 $ 25,570,206 $ 495,204,707 Oramtary «6.6805 83,272,941 $ 76,675,461 $ 83,493,376 $ 550,030,423 

Mid-Continent Life, Okla. National Travelers Life Co, Des Moines r -_ L on 

Ordinary ....... $ 17,516,430 $ 18612413 $ 11,548,534 $ 104,809.907 Ordinary .......$ 05,963,099 = $ 52,617,527 $ 26,454,529 $ 193,971,997 

"cy | iia eee 8 cs! 75 58.85 i ‘ 

Group 8,410,208 3,981,000 227,500 11,358,859 a a nr a, sia 
nt meena : ~ — _ fie, .....4 283,601,216 $ 287,315.847 $ 205,747,004 $ 1,359,594,809 
Total...... $ 25,926,728 $ 22,503,413 $ 11,776,034 $ 116,168,766 a... $ 32.509 183 62097 88) 25.773 303 449.187.776 

Midland Mutual, Ohio © whling & wea ¢ 1539507 & 1 2NR7R7 6 

Ordinary ....... $ 67,391,377 $53,410,579 $ 48,221,186 $ 421,976,070 aa ee eee ae se: 

New England Life 
Midland National, South Dakota _ “Ordinary ....--. $ 814914955 $ 814,012,954 $ 764,509,783 $ 6,291,401,708 
ner ere ea $ aaeeee $ ae nrig $ ree $ 268 052,733 Ee 9 ee ae 81,774,609 100,523,448 109,209 361 751,488,859 
ITOUP .cecvevees ol, A 806,25 2,344,575 7,034,053 Siena S Mcpniitaaiestitaranint \- monica 
Total $ 61,434,914 $ 67,864,349 ¢$ oe Total...... $ 896,689,504 $ 914,536,402 $ 873,719,144  $ 7,042,890,567 
OGRE; 6.7.4 1434, $ 7 864,349 = ¢ 52,738,129 $ 275,086,786 
omen’ New York Life Na 
Midwest Life, Lincoln OEGAMALTY  « < siseie $ 2,603,941.133  $ 2,489 536.508  $ 2,588 905.128 $20 520 868 544 
‘ Ordinary .......$ 31,874,585 $ 28,660,682 $ 31,478,330 $ 146,674,837 Group .........- 426,322,558 384,862,186 208,365,204 -3,523,031,779 
Minnesota Mutual (vo: | ey $ 3,030,263,691 $ 2,874,398694  $ 2,797,271,332 $24 043,900,323 
Ordinary” 63.2. 0. $ 100,388,028 $ 144,114,618 $ 137,062,853 $ 1,062.698.683 : 
: ’ "ona Bs s4n Fy ey ine eee. tee “> =North American Co. for Life, Accid. & Health Ins. 

RRPORID ss, cabooes 208, B04 411 253,346,721 ; 252,172,489 1,627 261,447 Ordinary ....... $ 48,787,982 $ 19,285,145 $ 11.295 408 $ 680,406,426 

Tod. fo $ 399,192,439 $ 397,461,339 $ 389,235,342 $ 2,689,960,130 RR pose none poe - Anee ae ee 
Monarch Lite Canada Petab... $ 60,851,232 $ 47,776,791 §$ 12,927,908 $ 825,079,607 

Ordinary Pe ie $ 54,890 645 $ 57,782,601 § 60,411,029 $ 395,038,141 North American Life, Canada 

Group ....... ao 470703 _ oe 1,774,203 4,562,670 Ordinary ....... $ 218,781,608 $ 213,637,230 $ 173,108.253  $ 1,340,044,095 

Deferred Annuities di 5,830,601 7,871,537 - eS ree 60,709,505 55,267,681 53,187,402 370,551,872 
Total......$ 55,370,705 $ 63,612,995 $ 70,056,859 $ 309,000811 Total......$ 279,491,113 $ 268,904,920 $ 226,205,655 $ 1,710,595,967 

Monarch Life, Springfield North Ameri Life, Illinoi ‘ 

Ordinary .26i<4: $ 112,240,186 $ 100,317,995 $ 96,071,727. $ 537,175,775 yeaa ; — "81.120,730 $ 66.017,2906 $ 58.847,308 $ 375,231,127 

SROUD ) s5 wwe saves 8 835,500 12,699,544 4,816,500 74,660,297 RNIN o.oo center 2,318,500 1,128,610 2,030,662 7,274,209 
Total......$ 121,075,686 $ 113,014,540 $ 100,888,227. $ 611,836,072 Total......$ 83,448,230. $ 67,145,906 $ 60877970 $ 382,505,336 

Monumental Life, Maryland _ : be North American Life & Casualty ” 

sensei ra tepid $ gre $ a ieee > — $ = aes Ordiiaty 3... $ 140,127,836 $ 117,651,896 $ 150,615,651 $ 682,145,846 

OUD as sy ee 8K 3,427.95 234,015 ~ 31.790,673 COME 5 caeades 38,837,230 38,045,473 55,034,037 351,225,281 

Industrial... s.... 56,639,934 66,427 090 65,122,320 462,644,635 ow ate vod RR scenic 
. - —- Totals sks. $ 178,965,066 $ 155,697,459 $ 205,649,688  $ 1,033,401,127 
BOOM. < <c<:5 $ 170,124,765 $ 153,930,309 §$ 149,281,422 $ 1,150,223,262 

A North American Reassur. 4s 
Montreal Life iat oe OUGIMATY® .. 55.2% $ 379,791,000 $ 368.323.8872 $ 279875.893 $ 1,293,579,000 
” souagiid aaa $ ag $ 4 Po 34 $ ae $ 218,388,313 Ep Se ane 71,372,000 17,679,222 9,584,597 144,291,000 
“oe eR eres 936, 825; 954, ( 29,903,425 a iain ttin mast apa aie 
t Otel es < $ 451,163,000 $ 386,003,004 $ 289460490 $ 1,437,870,000 
i ae $ 35,886,901 $ 33,107,624 $ 34,555,005 $ 248,201,738 

North Carolina Mutual, Durham 
Mutual Benefit ey eee $ 32,991,007 $ 24,587,524 $ 23,121.564 $.» 132,156,731 

Ordinary ....... 538,714,397, $ 581,446.946 $ 528314358 $ 4,976,105,755 CSEOMEE irc we 50 :cisa ite 1,479,725 729,002 1,115,676 8,023,388 

a ck 216,258 228 184,220,660 71,540 991 618,714,108 INGUBEEIAL. 6 xn Kon 50,555,200 42,159,000 39,912,100 137,006,539 
Vétalkos.. <3 $ 754,972,625 $ 765,667,605 $ 599,855,349 $ 5594,819,863 1: | ee $ 85,025,932 $ 67,475,526 $ 64,149,330 $ 277,186,658 
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1960 
Northeastern Life, Mount Vernon 
DREREY . osssiase $ 11,239,333 
ED. os5s5 0009 25,513,775 
co ae $ 36,753,108 
Northern Life, Canada 
Ondmary ....-.. 54,259,798 
ee oe 
Deinl...c52 $ 34,250,708 
Northern Life, Washington 
Ordinary .......$ 33,495,998 
BOND Scksnesase 8,964,200 
oo ee 42.460,198 


Northwestern Mutual 2 
Ordinary .......$ 922,858,281 

Northwestern National Life 
Onrdimary ....... $ 163,728,310 








—New Insurance Written 
1959 


5 


fr 


20,510,757 
20 804,444 


1958 


$ 18,655,758 
2,492,120 


In Force 


Dec. 31, 1960 


$ 





$ 41,315,201 


$ 49479822 
140,000 


$ 21,147,884 


$ 44678212 





$ 49,619,822 


$ 36,298,735 
4,894 


$ 44,678,212 


$ 326,094,022 
6,197,790 


$ 332,291,812 


$ 316,180,954 
45,333,038 





$ 36,303,629 


$ 861,153,653 


hf 


176,137,526 


$ 30,130.867 

1,169,000 
$ 31,299,867 
$ 729,625,948 


$ 168,909,954 


$ 361,513,992 


$10,410,515,107 


$ 1,376,939,207 








CUS aces ctean 138,389,996 162,540,227 112,274,756 1,005,921 ,239 
| eee $ 302118306 $ 338,677,753 $ 281,184,710 $ 2,382,860,446 

Occidental Life, California a 
Ordinary ...$ 1,293,838,826 $ 1,300,389,401  $ 1,082,265,854 $ 6,201,900,591 
eee 443,686,893 359,298 633 358,472,213 4,004,675,757 
CC See $ 1,737,525,719  $ 1,659,688,034  $ 1,440,739,067 $10,206,576,348 


Ohio National Life 


Ordinary ....... $ 118,720,635 


a 


$  139,158.359 
8,229,849 





Ce 9,683,231 
Total......$ 128,403,866 
Ohio State Life 
Ordinary ....... $ 61,190,647 
[ID .istinses 15,659,421 
| ar $ 70,850,068 
Old Line Life, Wis. 
ee ee $ 35,239,333 
Old Republic Life 
Ordinary .......$ 811,458,075 
EE’. incase 2,115,251,807 
Total. .....$ 2,926,709,882 
Pacific Fidelity Life, Los Angeles 
Ordinary .......$ 14,918,033 


Group 15,994,958 


| re $ 30,912,991 
Pacific Mutual Life 
Ordinary .......$ 117,262,225 
Gri MD ccavecsecns 0,922 288 
or Sea. $ 178,184,513 


Pacific National, San Francisco 


Ordinary ....... $ 63,408,660 
MED: Seviecuuas 61,351,000 
Total......$ 124,759,660 


Pan-American Life 
ee AEE $ 136,903,142 
Pn cthetesess 80,240,200 
Total......$ 217,143,342 


Paul Revere Life 
Ordinary ....... $ 109,574 790 








$ 147,388,208 


$ 127,727,927 
7,290,233 


$ 135,018,160 





$ 65,046,651 $ 59,184,936 

10,337,261 18,284,600 
$ 75,383,912 $ 77,469,596 
$ 25,247,629 §$ 26,600,494 


$ 874,536,412 
1,833,874,341 


$ 2,708,410,753 


f 


5.068.770 
6,783,248 


$ 11,852,018 


$ 116,832.458 
88,850,114 


$ 205,682,572 


$ 40,070,441 
89,402,000 


$ 129,472,441 


$ 137,280,435 
37 296,206 


$ 174,576,641 


$ 113,616,895 
21,158,482 


$ 134,775,377 


‘fr 


25,268,066 
26,000,547 


$ 51,274,613 


$ 702,498,580 
15,034,362 


$ 803,327,974 
1,559,657 ,831 


$ 2,362,985 ,805 





$ 644,161 
44,830,304 





$ 45,474,405 
$ 129.813.6600 
89,047 555 


$ 218,861,215 


$ 25,202,824 
19,194,000 


$ 44,396,824 


$ 125,536,435 
57,725,634 
$ 183,262,069 
$ 92,227,369 
13,359,480 


$ 105,586,849 


> 


> 28,154,641 
27,616,000 


$ 55,774,641 


$ 642,289,293 


$ 1,012,598,792 
70,177 413 


$ 1,082,776,205 


$ 450,902,690 
82,059,215 





$ 533,561,905 


$ 243,902,647 


$ 2,700,077 927 


$ = 18,421.282 
401,707,557 
$ 420,128,839 


$ 211,943,063 
395,540,000 


$ 607,483,063 


$ 825.051,891 
490,727,345 


$ 1,322,379,236 


$ 611,387,368 
284,041.144 


$ 896,028,512 


$ 148,723,649 
18,885,974 
109,095,124 


$ 276,704,747 





$ 5,187,099,841 
62,382,802 





$ 16,290,059 
28,000 





$ «16,318,059 


$  80.169,496 
69,530,250 


$ 642,289,293 


$ 15,489,532 
964,067 


$ 16,453,599 


$ 77,172,562 
72,418,680 





CS Sa 14,191,933 
Total......$ 123,706,723 
Peninsular Life 
Ordinary .......$ 31,247,016 
Credit Life ..... beh 
Industrial ....... 20,505,850 
| eee $ 51,752,866 
Penn Mutual Life 
Ordinary ....... $ 698,971,402 
LO ae ee 24,515,770 
Stel... 3c. $ 723,487,172 
Peoples-Home Life, Indiana 
Ordinary ....... $ 31,292,093 
SOND  oxbbsecees 902,000 
Co) ee 3 32,194,143 
Peoples Life Insurance Co., D. C 
Ordinary ....... 85,512.555 
Industrial ...... 65,165,503 
cc ree $ 150,678,058 


$ 149,699,746 


$ 149,591,242 


$ 5,249,482,643 


$ 159,200,203 
11,612,449 





$ 170,812,742 


$ 403,098,194 
370,207,273 


$ 773,305,467 






































—New Insurance Written In Force 
1960 1959 1958 Dec. 31, 1960 
Philadelphia Life 
Ordinary -........ 106,824,150 $ 94,213,762 $ 84,873,894 $ 492,572,176 
DY Sins scamee 11,278,109 8,567,190 14,445,217 483, 
Dotal..... $ 118,102,259 $ 102,780,952 $ 99,319,111 $ 539,055,187 
Phoenix Mutual Life 
Ordinary .......< 234,627,006 $ 314,168,010 $ 311,590,345 $ 2,279,130,847 
ED 5 coxebnare 40,592,850 33,936,300 27 476,500 169,522,100 
cc) $ 275,220,750 $ 348,104,310 $ 339,066,845 $ 2,448,652,947 
Pilot Life, North Carolina 
Ordinary ......: $ 103,265,316 $ 99,462,909 $ 92,757,098 $ 633,698.045 
eS ror 58,523,050 102,028,257 103,983,139 832,202,055 
Industrial ....... 40,832,958 41,452,072 41,694,036 287 663.555 
Tetahisicwe $ 202,621,934 $ 242,943,238 $ 238434,273 $ 1,753,563,655 
Pioneer Mutual Life, Fargo 
ONMATY 60 sc00 15,074,961 $ 15,141,550 §$ 15,884,829 $ 112,067,230 
Postal Life, New York 
Ordinary ....... 38,744,751 $ 25,496,640 $ 31,173,150 $ 197,734,402 
Oe geet Bee 12,933,100 12,930,559 25,365,553 81,930,562 
Total......$ 51,677,851 $ 38,427,199 $ 56,538,703 $ 279,664,964 
Presbyterian Ministers’ Fund 
Ordinary .0...:.% 25,906,238 $ 21,877,748 $ 23,907,786 $ 238,058 315 
Protective Life, Alabama 
Ordinary ....... $ 58333423 $ 57,020,597 $ 50,554.765 $ 406,867 444 
OO i ae 30,756,389 50,800,390 93,279,112 736,777,265 
MORALS 5543 $ 89.089,.812 $$ 107,820,987 $ 143,833,877 $ 1,143,644,709 
Provident Life & Accident 
Ordinary ....... $ 193.201,955  $ 187,459,511 $ 147,786,253 $ 873,628,779 
ID: Scs axann 158,627 434 146,046,637 216,557,168 1,990,592,766 
cic) | $ 351,829,389 $ 333,506,148 $ 364,343,421 $ 2,864,221,539 
Provident Life, North Dakota 
Ordinary .....;. $ 36,641,140 $ 20,160,453 $ 28,876,283 $ 220,521,453 
Provident Mutual Life 
foe. $ 249,734,997 $ 246,119,520 $ 234,276,707 $ 2,209,193,708 
Oe ae pee 33,490,950 49,576,493 21,853,900 415,559,084 
Total. :. 5. $ 283,225,947 $ 295,696,013 $ 256,130,007 $ 2,624,752,792 


Prudential Insurance Co. 
Ordinaty 2.55500 $ 7,908,146,318 


$ 7,988,657,796 


$ 8,683,851,991 


$52,362,093, 146 






































SOR sero c sco 1,691,073,000 1,816,100,093 2,089,072,900 — 23,545,136,512 
Industrial ....... 173,004,978 139,688,058 154,484,953 6,275,767 839 
Total...... $ 9,772,824,290  $ 9,904,446,547  $10,927,400,904 _$82,182.997.497 
Pyramid Life, N. C. 
COPGIDATY ox 00st $ 8,618,392 $ 48,632,353 
LEN scares 5 177,680,329 223,309,051 
Total......$ 186,298,721 $ 192,795,336 $ 196,305,222 $ 271,942,004 
Quaker City Life 
a $ 11,096,728 2,575,592 $ 1,984,800 $ 18,455,336 
industrial ....... 165,098,764 160,811,452 159,230,985 269,034,307 
Total. ....<2 $ 176,195,492 $ 163,387,044 $ 161,215,845 $ 287,489,643 
Reliable Life, Mo. 
Ordinary. ...0+0 $ 16,757,300 $ 20,326,739 $ 17,442458 $ 69,169,080 
Industrial ....... 88,906,622 84,859,420 85,165,034 255,958,522 
Total......$ 105,663,922 $ 105,186,159 $ 102,608,002 $ 325,127,602 
Republic National, Texas 
Ordinary ....... $ 634.069721* $ 620,453,590* $ 517,934,255* $ 1,764,517,451 
GOOD. csasecsuns 627,955,626" — 189,300,793" — — 158'791'562* — 1'210351'677 
Total......$ 1,262,025,347 $ 809,754,302 $ 676,725,817 $ 2,974,869.128 
* Includes revivals and increases P ' 
Savings Bank Life Insurance Fund, New York 
Ordinary ....... 55,938,629 $ 51,134,375 $ 34,166,102 $ 391,900,504 
Fic. csaaye 2,928,500 1,208,000 1,843,000 56,690,055 
Total. oiscs $ 58,867,129 $ 52,342,375 $ 36,009,102 $ 448,590,649 
Security Benefit, Kansas 
Onginary ...ss0. 80,986,257 $ 69,543,865 $ 54,505,265 $ 351,649,188 
Cn ree es 22,125,911 13,432,747 19,763,534 91,620,066 
Total... 63 $ 103,112,168 $ 82976612 $ 74,268,799 $ 443,269,254 
Security-Connecticut Life 
Ordinary ....... $ 22,116,080 12,134,927 $ 19,348,778 $ 52,605,721 
IOURMRIN -ors's-tu ak 10,923,471 1,354,500 763,000 28,176,547 
Dotel..cscd $ 33,039,551 $ 13,489,427 $ 20,111,778 $ 80,782,268 
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—New Insurance Written In Force 
1960 1959 1958 Dec. 31, 1960 
Security Life & Accident, Colorado r its 
Onainaey 4 ...6<s0 $ 92,335,308 $ 10251458 $ 99,363,794 $ 430,547,444 
CHEB! oh OI 17,532,322 11,809,550 10,352,901 285,775,037 
oi), eee $ 109,867,630 $ 114,324,118 $ 109,716,095. $. 716,322,481 
Security Life & Trust, N. C. ee 
Ordinary | o.66s4 $ 193,469,089 $ 187,834,190 $ 166,166,787 $ 791,673,359 
CD csc ncecares 267 391,803 203,029,433 158,911,458 452,401,249 
TORR uss $ 460,860,892 $ 390,863,023 $ 325,078,245 $ 1,244,074,608 
Security Mutual Life, New York 
Ordigary’ 215.51. $ 39,750,214 $ 46469804 $ 38622621 $ 419,426,949 
GORD. Fri seas 11,753,030 10,278,400 4,557,900 116,734,200 
Tete. 60.5 § 51,503,264 $ 56,748,204 $ 43,180,521 $ 536,161,149 
Security Mutual Life, Lincoln, Neb. 
Ordinary ....:.. 27,096,081 $ 27,302,857  $ 25,631,033 $ 190.820,043 
HOt oS 6,184,000 11,682,522 11,156,118 72,719,364 
Tee 8S $ 33,280,081 $ 38,985,379 $ 36,787,151 $ 263,539,407 
Service Life, Fort Worth 
Ordinary .«.....: $ 56,677,477 $ 83,300 375 $ 101,068928 $ 213,195,024 
Shenandoah Life 
OPGinary ....... $ 36,951,005 $ 36,567,542 $ 30369841 $$ 243,164,074 
GOW. ore dv ances 3,294,425 7,5 8,378 6,542,600 353,172,743 
WOtal cca $ 40,245430 $ 44135920 $ 36912441 $ 596,336,817 
Southern Life & Health, Birmingham _ 
Ordinary ....... $ 28,566,860 $ 24922089 $ 21,017,001 $ 100,769,949 
Industtial,;....2. 107,052,179 102,086,358 96,918,918 166,378,900 
Total...... $ 135,619,039 $ 127,008,447 $ 117,935,979 $ 267,148,849 
Southern Farm Bureau aise 
Ordinary .cS<09% $ 143,445.355 $ 136914593 $ 101876305 $ 522.706,621 
COMB Sah 545 450,000 1,882,748 608,100 12,768,136 
Total......$ 143,895,355 $ 138,797,341 $ 102,484,403 $ 505,474,757 
Southland Life err 
Ordinary oi6siss $ 174.801,437  $ 144,108,373 $ 126,538,900 $ 968,739,621 
SEOUD 5465 2ascas 14 216,162 10,380,384 12.862,475 213.035,000 
Industrial ....... 30,943,300 31,300,850 33,937,700 244 444,783 
OHSAS 3k 3 $ 219,960,899 $ 185,849,607 $ 173,339,075 ~ $ 1,426,219,404 
Southwestern Life, Dallas ae 
OndiMary nx. 000 $ 189,938,001 $ 188,262,188 $ 195,092,124 §$ 1,586,279,854 
Gregh Woniaiss 31,731,827 28 308,654 52,375,397 530,346,431 
Teteli<ce $ 221,609,828 $ 216,570,842 $ 247,467,521 $ 2,116,626,295 
Standard Insurance Co., Oregon 
Ordinary «25.60. 46,079,559 $ 43,603,909 §$ 32,842,121 $ 316,182,354 
ROOM ha xtsscacs 36,988,000 67,719,000 34,104,210 458 535,000 
Total...... $ 83,067,559 $ 111,322.99 $ 66,946,331 $ 774,717,354 
Standard Life & Accident, Okla. 
Ordinary «66... $ 46890,167 $ 42,735,406 $ 34,915,057 $ 175,607,810 
CD 5 oa dca ees 31,090,160 39,370,048 23,130,300 179,908,028 
Total......$ 77,980,327 $ 82,105,454 $ 58,045,357. $ 355,515,838 
Standard Life, Indianapolis 
CCNALY® 6k. 53 $ 21,241,383 $ 22,978,375 $ 16,953,887. $ 133,363,546 
CO ree 2,771,000 280,000 523,000 19,324,666 
Total. <iké< S$... 24012363: $ 23,256375.-$ 17,476,887. $ 152,688,212 
Standard Life Insurance Co., Miss. 
Ordinary ..6s<s. 15,917,330 $ 20,687,251 $- 15,769,861 $ 84,307,116 
S| Lee 11,350,568 131,135,920 23 922,737 214,859,172 
Industrial ....... 5,679,191 6,925,345 9,474,927 17,419,572 
Total......$ 32,947,089 $ 158,748,516 $ 49,167,725 $ 316,585,860 
State Capital Life, North Carolina 
Orditiaty. o.6c.<s $ 43,100,306 $ 32,744,382 $ 24,203,655 $ 145,151,641 
Credit Life ..... 216,704,395 199,611,216 168,144,337 140,540,599 
oe aa ERR ee 2,074,623 1,996,500 1,305,000 98,579,020 
Industrial ....... 3,711,330 3,481,835 3,822,187 26,475,750 
ci. | ee $ 265,590,054 $ 237,833,933 $ 197,475,179 $ 410,747,010 
State Farm Life, Illinois 
Ordinary. oc... 310,763,979 $ 306,514,215 $ 276448951 § 1,633,177,791 
Creditor’s Group Jaa 683,957 843,246 101,662,806 
Totaly nase $ 310,763,979 $ . 307,275,881 $ 277,202,197 $:1,734,840,597 
State Life, Indiana 
Ordinary ...... $ 68,189,185 $ 69,458,037, $ 41,285,517 $ 344,022,657 
State Mutual Life, Worcester 
Ordinary eee aia 208,586,162 $ 230,288,168 $ 194,678,663  $ 1,870,482,687 
CPM i oad. E's 150,132,000 184,386,000 152,989,000 1,254,573,099 
pc >) ee $ 358,718,162 $ 414,674,168 $ 347,667,663 $ 3,125,055,786 
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—New Insurance Written 


In Force 
Dec. 31, 1960 


$ 5,954,175,415 
3,618,625,784 





1960 1959 1958 

Sun Life of Canada 
Ordinary ....... 732,745,752, $ 724,567,705 $ 724,530,813 
PROM ors tawas 301,999,825 312,429,931 265,878,723 
OB scccvic: $ 1,034,745.577. $ 1,041,997,636 $ 990,409,536 

Sun Life, Baltimore 
Ordimaty\ ..6.4>.: $ 94,143,042 $ 83,629,170 $ 70,314,993 
Industrial ....... 32,071,965 29 216,042 32,788,112 
Total......$ 126,215,007 $ 112,845,212 $ 103,103,105 


Supreme Liberty Life, Chicago 


$ 18,641,000 
646,000 
39,676,000 


$ 10,766,250 
406,435 
20,650 767 





Ordwiaty .os6..: 12,297,900 
En ree ere ce 1,113,486 
Industrial ....... 37,941,976 

TOLAE Se 4 « $ 51,353,362 


Teachers Insurance & Annuity 
Orditary 2.51... $ 93,387,065 
ROU ie hscics a: 15,463,975 


Total......$ 108751,040 
Texas Life, Waco 


Ordmary ......:$ 12,628,671 
i aaa eee 840,621 
Totab nica 13,468 892 


The Travelers 


Orditiaty. ..:<... $ 876,912,500 


CHOU: 640553. 1,550,767 866 
POtalh ie ix: $ 2,427,680,306 

Union Central Life 
OZGIGERY  cn.686«s $ 172,042,495 
COOP 8060s Pes 175,392,852 
Fotalor. $ 347,435 348 


Union Labor Life 
Ordinaty ....5: $ 
Group 22,646,122 


Union Life, Virgini 


$ 58,963,000 


$ 67,618,751 
25,658,960 


$ 92,277,720 


$ 12,317,278 
1,219,498 


$ 13,536,776 


$ 920,663,500 
1,741,194,017 


$ 2,670,857,517 


$ 170,950,436 
186,269,532 


$ 357,219,968 


$ 5.908.668 
49,759,786 


$ 31,823,452 


$ 78,804,948 


£ 788 4 048 
$ 10,173,184 
$ 10,173,184 


$ 688,456,800 
850,530,272 


$ 1,538,987,072 


$ 170,528 191 
185,883,079 


$ 4,832,667 
99,614,653 





$ 55,668,454 


$ 6,353,443 
28,867,153 





$ 35,220,596 


fe 


56,616,210 
36,391 867 





OIA EY! occas Pe 7 633,722 
Industrial ....... 30,477 834 
Othe cc. 3 $ 38,111,556 
Union Mutual, Maine 
Ordiiaty ....... $ 55,741,581 
ee a a re 26,136,992 
ic: | | $ 81,878,573 
United American, Denver 
Ordinary ....:..4 44,107,062 
CRON es secs: 1,054,000 
s: | See $ 45,161,062 
United Benefit, Nebraska 
Ordinary ....... $ 241,657,301 
ee ae 140,844,794 
x") eens $ 388,502,095 


United Insurance Co., Illinois 


$ 93,008,079 


$ 44,651,478 
—0— 


$° 44,651,478 


$ 169,514,614 
110,564,525 


$ 280,079,166 








MOPGINATY oes cse $ 77,546,317 $ 58,559,807 
COUR ie ii3 kc 5. <1. j rhe 
Industrial ....... 255,725,685 229,571,833 

Total......$ 333,272,002 $ 288,137,640 

United Life & Accident 

Ordinary © os... $ 81,537,148 $ 96,615,721 
CHEE | 56:20: 00,00 % 1,381,328 5,075,967 

WORSE Gaines $ 82918476 $ 101,691,688 


United Services Life, Washington, D. 





Ordinary... css $ 87,718,254 $ 87,720,460 
United States Life 
Ordinary. ...¢<«. 132,617,959. $ 121,669,5 
Ce Rape 162,980,599 171,851,2 
EORERN 6 i4s $ 295,598,558 § 293,520,790 
Victory Life 
Ordinary ......: $ 28,639,292 $ 34,180,233 


Volunteer State Life 


$ 40,837,759 
43,542 088 





$ 104,447,320 


$ 5,769,093 
29 469,630 


$ 35,238,723 


#3 


60,800,133 
100,129,337 


$ 160,929,470 


$ 34,401,593 
— = 


$ - 34,401,593 


$  193.036.370 
99,440,008 


$ 283,476,378 
$ 58,347,090 
240,006,139 


$ 298 643,829 


$ 94,313,907 
15,447,538 





$ 109,761,445 





$ 82,634,411 
$ 108 850,576 

138,996,195 
$ 247,846,771 


$ = 17,331,358 


$ 33,686,295 
5,696,211 


$ 9,572,801,199 


if 


404,146,005 
232,584,550 


$ 636,730,556 


$ 55,136,886 
2,709,978 
106,665,313 


$ 164,512,177 


$ 496,070,510 


$ 99,966 160 
5,244,375 
$ 96,210,536 


$ 6,071,643,300 
20,889,769,602 


$26,961 412,902 


$ 1,889,274,946 
1,154,709,884 


$ 3,043,984,830 


$ 39,651,854 
1 056,753,325 


$ 1,095,405,179 


$ 119,147,805 


$ 458,427,179 
605,863,768 


$ 1,064,290 947 


$ 144740,832 
6,806,466 


$ 151,547,298 


$ 1,470,273,445 
690,591,257 


$ 2,160,924,702 


$ 213,211,962 
17,503,500 
541,304,387 

$ 772,019,849 

$ 405,817,857 
39,567 649 


$ 445 385,506 


$ 483,483,262 


$ . 707,329,507 
943,510,808 


$ 1,650,840,315 


$ 192,994,576 


$ 300,941,488 
358,254,611 





(oC ae $ 38,918.817 
COMI cd essial Sasa 3,113,464 
BOM a ian $ 42,032,281 


$ 84,379,847 


$ 39,382,506 


$ 659,196,099 
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—New Insurance Written 


1900 
Washington National 


In Force 


1959 1958 Dec. 31, 1960 
104,263,118 $ 102,403,017 $ 747,295,976 
54,422,347 55,159,000 680,126,730 
144,668,900 155,997,395 480,883,817 





Ondmary ...... 119,854,537 $ 

PN Su dsacued 142,667,281 

Industrial ....... 137,129,100 
Ae $ 399650.918 $ 


West Coast Life 


303,354,365 $ 313,559,412 $ 1,908,306,523 














Ordinary .......$ 28,396,026 $ 30,101,898 $ 33,185,027 $ 301,193,604 
ROR canbe bse S 28,882,542 36,205,163 58,940,950 382,047 947 
ci: | eee $ 57,278,568 $ 66,307,051 $ 90,125,977. $ 683,241,551 
Western Life, Montana : 
Ordinary ....... $ 116019859 $ 91,256325 $ 66911851 $ 495,727,977 
NS hae ak ceah 14,396,250 10,710,488 1,947,750 85,903,802 
eee $ 130,416,109 $ 101,966813 $ 68,859,611 $ 581,631.779 
Western & Southern 
Ordinary .......$ 513.456140 $ 457,917,825 $ 417.734140 $ 3,057.621 905 
PER! Sw sstdease 18,816,785 6,105,660 9,739,008 251.207.942 
industrial ....... 276,985,226 249,731,741 224,672,839 1,932.346.470 
Tetel.a.<n $ 809,258,151 $ 713,755,226 $ 652,145,987 $ 5,241,276 317 
Western States Life, Fargo 
Ordinary ....... $ 23,289,966 $ 18995102 $ 15,930,514 $ 114,751,606 


Wisconsin Life Insurance Co. 











Ordinary ....... ~ 2.488.350 $ 14,450,588 $ 14.408.267 $ 97.520.538 
OA: Gisicsacas 16,594,1 52 ae 15,993,555 35,294,488 
i ee $ 29,082,502 $ 14,450,588 $ 30,401,822 $ 132,815,026 


Wisconsin National _ 








Ordinary . 21,880,392 $ 19,575,459 ¢ 22,851,166 $ 167.651,085 
LM xcussexen 31,406,596 44 417,395 
Total......$ 21,880,392 $ 19,575,549 $ 54,257,762 $ 212068481 
Woodmen Accident & Life 
Ordinary .......$ 44304911 $ 42,000,500 $ 44432117 $ 198120567 
ee 4,298 216 7.947 247 3,494,500 50 432.188 
| ere $ 48,603,127 $ 49,947,747 $ 47,926,617 $$ 248561755 
World Insurance Co., Omaha 
Ordinary ....... $ 40,676,071 $ 40,517,961 $ 30880832 $ 154.326434 
GR Mc cen waeee 253,463,451 213,438,438 135,456,895 160,562,599 
Total......$ 294,139,522 $ 253,956,309 $ 166,337,727 $ 314,880,033 


MONY Gets $680 Premium 
Pays $100,000 Benefit 


Mutual Of New York 
$100,000 death claim on 
policy for which the 
paid only $680. 

The policyholder, a 48-year-old sur- 
geon, had been found “in perfect health” 
when he bought the policy last October. 
Yet 11 weeks later he was dead of a 
heart attack 

He had paid two monthly premiums. 

MONY sales officials said the doctor 
had been “reluctant to buy the insur- 
ance at all because he considered him- 
self in excellent condition.” They noted 
that his $680 investment had produced 
a return for his beneficiary of more than 
14,000 per cent. 

The beneficiary elected 
funds with the company, 
to take monthly payments. The total 
benefit, therefore, will actually exceed 
$100,000, the company noted. 

MONY said it expects to pay about 
120 first-year death claims this year. 
Its outstanding first-year case in 1960 
was a $10,000 policy bought just three 
days before the policyholder’s death. 


has paid a 
a life insurance 
policyholder had 


to leave the 
at interest, and 


HINKLE MADE A DIRECTOR 

Butler University’s Paul D. “Tony” 
Hinkle, called by many one of the 
greatest three-sport coaches in the coun- 
try and the acknowledged dean of Indi- 
ana collegiate coaches, has been elected 
to serve as a member of the board of 
directors of the Hamilton National Life, 
Indianapolis, according to an announce- 
ment by Harry E. Wells, president of the 
company. 





CECIL W. HOWE DEAD 
Cecil W. Howe, former president of 
Western Life Assurance of Canada, died 
recently while vacationing in Florida. 
His home was in Hamilton, Ontario. 
Mr. Howe also had been president of 
the Howe Candy Co. of Hamilton. 


Home Life Appoints Misho 
Manager of Orlando Agency 


Home Life of New York, has an- 
nounced the opening of an agency in 
Orlando, Florida, with Anthony Misho 


as manager. 

Mr. Misho started his life insurance 
career with Home Life in 1954 as a man- 
agement assistant in the company’s home 
office and its Boston-Saint agency. He 
later became a field underwriter in Bos- 
ton and, in 1957, was named assistant 
manager. 

In July of 1959, Mr. 


I Misho left Home 
Life 


-ife to accept a position with another 
life insurance company, he adquartered 
in Florida. Prior to rejoining Home 
Life, he had been that company’s gen- 


eral agent in Orlando. 


He is a graduate 
of Columbia University. 


Guardian Life Announces 


Changes at Home Office 


Guardian Life of America has an- 
nounced two changes in its official staff. 
Robert W. Deisler, coordinator of elec- 
tronic methods and procedures, was pro- 
moted to assistant vice president. Gor- 
don F. Gilchrest has been appointed as- 
sistant to the president. 

Mr. Gilchrest will be responsible for 
the company’s electronic data processing 
system, methods, and procedures, par- 
ticularly in premium collection and com- 
mission accounting. Mr. Deisler will con- 
tinue to direct the activities of the plan- 
ae department and will work with Mr. 
Gilchrest in long-range planning. 


WEISS AGENCY SUPERVISOR 

Stanley R. Rosenberg has been ap- 
pointed supervisor of the Henry Weiss 
Agency, general agent for Berkshire Life 
in Miami. 


Prior to joining Berkshire Life, Mr. 


Rosenberg was an agent with Prudential 
in Miami. 


S$SSSSSSSSSSSSSSSSSSS$S 
Sales Power, Know-How, 
Liberal Underwriting 
Good reasons why so many 
insurance men prefer 


The Maurice Blond Agency 


The Hamilton Life Ins. Co. of New York 
15 Park Row, N. Y. C. 38 Worth 2-1280 


SSSSSSSSSSSSSSSSSSSS$S 








New LIAMA Study Course 


A completely new Study Course in 
Agency Management has just been pub- 
lished by the Life Insurance Agency 
Management Association. This provides 
the essential knowledge of such vital 
functions as recruiting, training, inter- 
viewing, appraising, supervising, counsel- 
ing, motivating, leading, plus the prac- 
tical framework within which the field 
agency manager can gain experience in 
the application of what he has learned. 

Packaged in three binders, the Study 
Course consists of the two volume 
Agency Management Library, the text 
Managing An Agency, and a Workbook 
which contains review questions and 
projects broken down into 26 units or 
assignments. 

The Study Course may be taken on a 
correspondence basis or through study 
groups organized by local GAMC asso- 
ciations. Philip M. Lawton, senior con- 
sultant with LIAMA is the editor of this 
new study Course. 





Hancock Group Promotions 
The John Hancock Mutual Life has 
promoted Henry J. McArdle, formerly 
manager of its Portland (Oregon) Group 
office, to manager of its combined 
Portland-Seattle Group offices. Edward 
T. Kilroy, formerly manager of the 
Seattle Group office, has been made 
field assistant in the Western Group 
regional office at San Francisco. 





Photo of the Man Who 
Knows How 
to handle Tough Cases 





Bernie Haas 


Bernard A. Haas Agency 


Manhattan Life 


60 East 42nd St., N. Y. 17, N. Y. 
MU 2-3963 











State Mutual Sales Record 


Sales during the first quarter of 1961 
for the State Mutual Life topped all 
previous records in the firm’s 117-year 
history; according to H. Ladd Plumley, 
chairman of the board and president. 

State Mutual’s total 


life insurance 
volume for the first three months of 
1961 exceeded $151,171,000—nearly 35% 


above the previous first quarter record 
set last year. 





Brokers Briefs 
HOW A $650,000 POLICY 


PRODUCES $1,000,000 OF PROTECTION 


One of our Florida 


broker friends successfully closed this case 
against stiff competition—and was kind enough to write us about it: 


FOR ESTATE TAX PURPOSES 








wiami ’ 


* Comprehensive Benefit — detailed pro- 
posals furnished immediately, any age. 


MIDTOWN BROKERAGE AGENCY —W. F. KELLY, Mgr. 


Phoenix Mutual Life's Leading Brokerage Agency 
(Fourth Consecutive Year) 


122 East 42nd Street (Chanin Building) New York 17, N. Y. 
YU 6-6585 


SURPLUS BUSINESS ONLY SOLICITED WHICH CANNOT BE PLACED IN YOUR COMPANY 
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Named Medical Director 
By Eastern Life of N. Y. 





LESTER COHEN, M. D. 


Eastern Life of New York 
pointed Lester Cohen, M. D., 
director, according to an  announce- 
ment by Victor Whitehorn, president. 

Dr. Cohen received his M. D. from 
New York University’s Bellevue College 
of Medicine in 1926. He also holds the 
B. S. degree from the N. Y. U. College 
of Arts and Sciences. From 1928 to 
1938, he was engaged in the general 
practice of medicine. Since that time 
he has specialized in internal medicine, 
with a subspecialty in psychosomatic 
medicine since 1947, 


has ap- 
as medical 


Dr. Cohen has recently been director 
of medicine at the Madison Park Hos- 
pital of Adelphi College, professor of 


clinical medicine at Adelphi College, and di- 
rector of the department of internal medi- 
cine at the Hillside Hospiti il, Queens. 

Medical societies of which he is a 
member are the American Medical As- 
sociation, American Heart Association 
and Association for the Advancement of 
Psychotherapy. He is also a Fellow of 
the American Academy of Psychosomatic 
Medicine. His writings have been pub- 
lished widely in medical journals. He 
is a resident of Brooklyn. 


Joined Institute of HOU 


The United American Life, Atlanta, 
and the California-Western States Life, 
tal Calif., have been admitted 
to membership in the Institute of Home 
Office Underwriters. 

Walter Kennedy, California-Western’s 
vice president and shiel underwriter, is 
his company’s principal representative in 
the Institute. Stanley Scott, assistant 
secretary and assistant supervising un- 
derwriter for California-Western, is the 
the alternate. 

Principal representative in the Insti- 
tute for United American is Gordon R. 
Eaton, manager of the company’s under- 
writing department. 


Houston ieee Elects 

R. B. Bowen was elected president of 
the Insurance Exchange of Houston, by 
the board of directors at the recent an- 
nual meeting. Other officers nz med are 
James P. Houstoun, Jr., first vice pres- 
ident; Garmewell D. Gantt, Tr., second 
vice president; Henry A. Sauer, re- 
elected treasurer and John W. Daniel, 
reelected executive secretary. 

Elected to the board of Exchange 
were Frank J. Ehrman, Parker H. Scott, 


and A. M. Tomforde, Jr. These with 
retiring president Elbert E. Adkins and 
carry over directors John U. Bridge, 


William T. Browne, Roy D. Montgomery 
and the officers named, will constitute the 
governing body of the Exchange for the 
ensuing year. 


Huebner Hall Dedication 


The formal dedication of meet 
Hall, home of CLU and CPCU i 


Bryn Mawr, Pa., will take place on re 
1. The five insurance educational or- 
ganizations housed at Huebner Hall— 
which was named in honor of Dr. S. S. 
Huebner, noted insurance educator— 
which together comprise the American 
Center for Insurance Education, are 
American College of Life Underwriters, 
American Institute for Property and Li- 


new 


ability Underwriters, Inc., American So- 
ciety of CLU, Insurance Institute of 


Will See European Insurance 

The visits to Europe of groups of 
insurance men, including some members 
of Million Dollar Round Table, begin 
with a fli; ght from New York to Stock- 
holm arriving April 24. Returning from 
Paris some voyagers will reach here 
May 12. Choice of other groups will be 
Vienna, Moscow, Israel and London. Hal 
L. Nutt, manager of school of insurance 


America and Society of Chartered Prop- 
erty and Casualty Underwriters. A two- 


day program of events has been planned. 








Clammer Denver Manager 


Canada Life has appointed Robert H. 
Clammer as manager of its Denver 
branch. Mr. Clammer has a broad back- 
ground of life insurance management 
and supervision. 





marketing, Purdue Sahin has been 
principal factor in making the transpor- 


tation arrangements. While abroad the 
American insurance people will visit 
many European companies and _ their 


representatives, 
conferences. 


and attend insurance 


Soe 





Mie 2S .........++.$4a.08 





LOW RATES 


NON 








PARTICIPATING 








a eee 
ee 
PLUS POLICY FEE 


WIDE VARIETY OF TERM RIDERS AVAILABLE 





INSURANCE COMPANY of NEW YORK 


For further information on this and other “New For '61” plans, 
contact any of these General Agents in the Metropolitan area: 


LILLIAN F. DOUGLASS AGENCY 
11 W. 42nd Street 
New York 36, New York 
BRyant 9-3214 


NEW YORK CITY 


Suffolk County—SAyville 4-2424 


DANIEL COHEN 


60 E. 42nd Street 
New York, New York 
YUkon 6-8450 


ARTHUR ROSENBERG AGENCY 


7309 Third Avenue 


Brooklyn 9, New York 


TErrace 6-5000 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
IVanhoe 9-6268 


MARSHALL A. RUBENSTEIN AGENCY 


AGENCY 


BROOKLYN 
KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn, New York 
ULster 8-7100 


LONG ISLAND 


85 North Broadway 


Hicksville, New York 
OVerbrook 1-4540 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanuet, New York 
NAnvet 3-3911 


GREEN ACRES ASSOCIATES, 
95 Madison Avenue 

New York 22, New York 
MUrray Hill 5-4467 


SASSOON E. KASHI 
116 Nassau Street 
New York 38, New York 
BArclay 7-3568 


INC, 


R. M. TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 


DUNETZ AND PANETTA 

2466 N. Jerusalem Road 

North Bellmore, New York 
CAstle 1-6010 


DANIEL B. DePONTE 
Suite 207 
Meadowbrook National Bank Bldg. 
732 Sunrise Highway 


Baldwin, New York 
BAldwin 3-5810 


NEW JERSEY AND ROCKLAND COUNTY 


New York City—YUkon 6-8225 








MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 


iota MR 
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Promoted by Equitable, Ia. 


ROBERT A. ALFORD 
The Equitable Life of Towa has an 
nounced the advancement of two agency 


Alford, 


ntendent of agen 


department officials Robert A 
CLU, was named superi 
cies and placed in charge of the agency 
upervision and development division. L 
Miller 
superintendent of agencies 
Mr. Alford joined the 


January, 1958 as a field supervisor follow- 


McClusky was named regional 
Equitable in 


ing 12 years of life insurance experience 
npanies successively as an 
agent, general agent, and a home office 
fficial. Early in 1959 he was advanced 
ntendent of agencies 

ie McClusky joined the company in 
1946 as an associate of its Davenport 
agency. In 1952 he was named general 
agent in Eau Claire, Wis., and in 1956 
was named home office field supervisor 


assistant 2 


He was advanced to assistant superin- 
tendent of agencies in 1957 








Don’t blindfold him! 


HE AWESOME-looking instrument 
in the picture above is an electron 
microscope. Through it, a cancer re- 
searcher can observe the detail of a 
cancer cell—magnified 100,000 times. 
The microscope costs $35,000 
and was paid for by American 
Cancer Society funds— which 
support 1300 scientists, all 
working to find the cause of 
cancer, and its prevention. 
Don’t blindfold cancer re- 
search. Give to it. Send your con- 
tribution to CANCER, c/o your 
local post office. 
AMERICAN CANCER SOCIETY 





Insurance—Mutual Funds; 


Control crusade. The breakfast marked 
have a role to play in helping families 
achieve financial security and independ- 
Johnson said. “Life insurance provides 
with speculative 


There is no substitute for lifetime insur- 
ance protection with 





bine the two, but to do it through term ican 


Now In Education Center 

On March 27, CLU and CPCU organ- 
izations moved to Huebner Hall, their 
new headquarters building in Bryn Mawr, 
Pa. Named in honor of Dr. S. S. Hueb- 
ner, president emeritus of the American 


College of Life Underwriters and chair- 
man of the board of the American Insti- 


Johnson Shows Difference 
Dallas — Life insurance and mutual 
funds are not in a competitive battle but 
serve the public in two distinct areas of 
Holgar J. 
president of the Institute of Life Insur- 


financial planning, Johnson, 


ance, said speaking at a breakfast meet- tute for Property and Liability Under- 


ing of the Dallas Life Underwriters As- 
sociation at the Adolphus Hotel Mr. 
Johnson also lauded the underwriters 
for their outstanding work in their an- 
nual leadership of the Dallas Cancer 


writers, Inc., Huebner Hall will be 
known as the American Center for In- 
surance Education. It houses the Amer- 
ican College, the American Institute, the 
American Society of Chartered Life 
Underwriters, the Insurance Institute of 
America and the Society of Chartered 
Property and Casualty Underwriters. 
The two-and-a-half story structure was 
designed by the Philadelphia architec- 
ence but each has a different role,” Mr. tural firm of Mitchell & Giurgola and 
was built by Joseph R. Farrell, Inc. of 
guaranteed security and mutual funds West Conshohocken, Pa. The 10-acre 
provide an equity interest in industry tract of land on which Huebner Hall 
growth possibilities stands was purchased in 1959, and con- 
struction on the building began in May, 
guaranteed values 1960. 
as the basic element in creating financial A Huebner Hall building dedication 
security for a family.” ceremony has been eo for Thurs- 
Mr. Johnson said that the concept of a day, June 1. As part of » dedication 
“battle” between life insurance and mu- activities, plans have Soro made _ for 
tual funds stemmed from efforts to com- a CLU National Seminar and an Amer- 
Institute Symposium on Friday, 
insurance. June 2 


the launching of this year’s drive. 
“Mutual funds and life insurance each 





THEY'RE TAKING 
THEIR HATS OFF 


ed 
TO DOMINION 
for A FAMILY PLAN 
with 
Ni VERY SALEABLE 
S “EXTRAS” 
such as: 


Up to $3,000 of Decreasing Term on wife 
(during earlier years of marriage); built-in Double 
Indemnity; built-in Waiver of Premium, with 
maturity at 65; children's insurance convertible 
at age 25 or husband's age 65, if earlier; written 
at husbands’ ages 18 to 50. 


A fine plan for growing families. 





Call us for further information 


Phone MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 


10 Commerce Court Newark 2, N. J. 





ANCES Since 1889 
HEAD OFFICE ‘WATERLOO. ONTARIO 














NYC Ass’n Marks 75th 
Anniversary on May 12 


HOTEL COMMODORE LUNCHEON 





Coordinates With State Ass’n Meeting; 
Dr. H. A. Rusk Guest Speaker; 
Shoemaker Heads Committee 





Observance of the 75th anniversary of 
the Life Underwriters Association of the 
City of New York will be marked with 
a luncheon on Friday, May 12 at the 
Hotel Commodore. Announcement was 
made by Harry Phillips, 3rd, CLU, pres- 
ident. The luncheon is being held at a 
time and place to coordinate with the 
42nd annual delegate meeting of the New 
York State Association of Life Under- 
writers 

Dr. Howard A. Rusk, professor and 
chairman, Department of Physical Med- 
icine and Rehabilitation, New York Uni- 
versity- Bellevue Medical Center, will 
deliver an address and share honors with 
past presidents of the local association, 
former superintendents of the New York 
State Insurance Department, current lo- 
cal and state association officers and the 
Superintendent of Insurance. Dr. Rusk 
will have for his topic “Health—Yester- 
day, Today and Tomorrow.” 


Association History 


One of the features of the affair will 
be the presentation of a souvenir copy of 
a newly-written history of the New York 
City Association. This has been compiled 
and written by Harry N. Kuesel, who is 
serving as vice chairman of the celebra- 
tion committee. The history is also being 
published for the 3,000 members of the 
association as a part of the May issue of 
the monthly publication, “The Bulletin.” 

The history will be highlighted with 
some popular cartoons drawn by veteran 
life underwriter and now honorary mem- 
ber, Lloyd Patterson. These drawings 
originally appeared in “The Bulletin.” 
Vignettes of some of the association's 
members who have achieved recognition 
outside of life insurance will be included. 

The body of the history will sketch 
many of the events in the 75 years of 
the association’s life, from its organiza- 
tion in 1886, through its incorporation in 
1896 and to the present place it holds as 
the country’s largest life underwriters’ 
association. It traces the early years of 
formation and _— subsequent growth 
through the testing years from 1893 to 
1927, and on to the present. It outlines 
the part which the local association had 
in the development of industry public 
relations, including the valuz able services 
performed by its members in the post- 
World War II period. It recounts the 
part which the local group had and has 
in the program of continuing education 
of life sales people and in attempts to 
have life underwriting recognized as a 
profession—particularly through develop- 
ment of the LUTC and CLU programs. 

George P. Shoemaker, CLU, has been 
named by President Phillips to head the 
Say anniversary celebration committee. 

» has associated with him in addition 
reg Mr. Kuesel, the ee committee 
chairmen: Margaret F. Carlson, CLU, 
library committee; John M. Fraser, at- 
tendance; and Andrew F. Kinbacher, 
CLU, publicity. 


Brokerage Consultant 


Connecticut General Life has an- 
nounced the appointments of senior brok- 
erage consultants at two field offices. 
They are Kenneth L. Bazzle at the Min- 
neapolis brokerage agency and Claude E. 
Marsh, III at the Atlanta brokerage 
agency. Both will work with independ- 
ent general insurance men and_ their 
clients in all areas of personal and busi- 
ness insurance. 

Since 1958 Mr. Bazzle has been serv- 
ing at the Charlotte brokerage agency. 
He is a graduate of the University of 
Virginia and attended law school there. 

Mr. Marsh joined the company at the 
Atlanta agency in 1957. He is a graduate 
of Emory University and attended the 
Georgia State College of Business Ad- 
ministration. 
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Phila. Life Gains 54% 


Joseph E. Boettner, CLU, president of 
Philadelphia Life, reported to the board 
of directors that during February, new 
paid business increased by 54% over the 
business paid for in February, 1960. In- 
surance in force increased by 50% for 
the first two months of the year as com- 
pared to the same period in 1 

Mr. Boettner noted that this was the 
98th consecutive month in which Phil- 
adelphia Life had increased its produc- 


tion over the same month of the previous 
year. 


Another Product of 
Berkshire Life’s 
Project One 
Breakthrough! 


BIG NEWS 


for the 


YOUNG 
PROSPECT 
ON HIS 
WAY UP 


A dynamic new line of life 
insurance plans, based on 
the new 1958 CSO Mortal- 
ity Table and a new policy 
pricing system, backed up 
by new modern merchan- 
dising, is now offered by 
one of New England’s oldest 
mutual companies. 


The new line includes 
special level and graded 
premium plans calling for 
unusually low outlay. There’s 
an unprecedented choice of 
riders and benefits includ- 
ing family income up to 50 
years, mortgage protection 
up to 30 years, level term, 
wife term, family plan, guar- 
anteed insurability option 
and many others. These, 
coupled with the various 
conversion and add-on priv- 
ileges permit plans to be 
tailor-made to present and 
future needs, all at outlays 
so low you wouldn't believe 
they were backed by one of 
the nation’s oldest, most 
reputable companies. 


For full details, contact 
the nearest Berkshire 
Life General Agency 


Arrasuire LIFE 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 





New Canada Life Plan 


A new plan has been announced by 
Canada Life Assurance. Called the Group 
Equity Retirement Fund, this plan offers 
the opportunity for an employer of a 
very large group to consult with the 
Canada Life’s investment division in the 
operation of a special fund for the 
handling of the employer’s pension plan. 
The purposes are to take advantage of 
long-term expansion through the medium 
of carefully selected common stocks and 
to reflect the current interest yields ob- 
tainable on bonds. 

For employers of substantial groups, 
this plan will be available on a modified 
basis by pooling the assets of several 
companies’ funds, again making use of 
the accumulated experience of the Can- 
ada Life’s investment division. 

Both variations of this plan offer bal- 
anced retirement programs through a 
combination of fixed-return investments 
and carefully selected common stocks. 

The employes’ contributions to their 
pension funds will be invested in high 
quality, fixed-interest securities, and the 
employer's contributions, if he so wishes, 
will be invested in top-grade stocks so 
that the pension fund will be linked to 
the growth and future of Canada. The 
plan guarantees the rates at which the 
employes’ pension will be purchased out 
of the fund at retirement. 

This new development has been made 
possible by a recent amendment to the 
Canadian and British Insurance Com- 
panies Act. 

These plans are 
only. 


available in Canada 


PILOT GENERAL AGENT 

Reginald C. Porcello has been named 
general agent for Pilot Life in Richmond, 
vice president Robert W. Donaldson of 
the Greensboro, N. C., company an- 
nounced. 

Mr. Porcello, manager of the Rich- 
mond office of Pilot Life for the last 
ten years, has just completed the com- 
pany’s special training program. 





you in many ways. 


knowledge and experience. 


Mass. 





Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 


Why not call him now, while you are thinking about it? 


Indemnity 


Annual Estate Planning 
Day in Boston on May 2 


Insurance men, attorneys, certified 
public accountants and bank trust offi- 
cers will attend the Annual Estate Plan- 
ning Day in John Hancock Hall on May 
2, sponsored by the Boston Life Insur- 
ance and Trust Council and the Boston 
CLU Chapter. 

Featured on the afternoon and evening 
program will be the estate planning in 
action panel with William J. Casey, New 
York, chairman of the board of editors, 
Institute for Business P lanning; Rene A. 
Wormser, New York, senior partner, 
Wormser, Koch, Kiely & Allesandroni; 
and David Boyd Chase, New York, part- 
ner, J. K. Lasser & Co. 

The estate planning in action panel is 
nationally known and is appearing in 
Boston for the second time. In addition 
to the four professions that are repre- 
sented in the membership of the two or- 
ganizations, business men are also in- 
vited to attend. 


Enters Training Program 


William M. Marmont, formerly of the 
Montana agency of Northwestern Na- 
tional Life at Great Falls, has been 
selected to enter the firm’s management 
training program, it is announced by 
John S. Pillsbury, Jr, Northwestern 
National president. 

Mr. Marmont will work as a field 
supervisor under Rae C. Greene, super- 
intendent of the company’s Pacific divi- 
sion at Portland. His primary responsi- 
bility will involve _—— and super- 
vising new agents in the Pacific division 
He will also be engaged in an “on the 
job” training program in agency manage- 
ment. 

A graduate of Montana University, 
Mr. Marmont joined Northwestern Na- 
tional in 1947 as a member of the Mon- 
tana Agency. He is the son of Frank 


Marmont, a retired representative of the 
company who lives at Shelby, 


Montana. 
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Business Men’s Meeting 


3usiness Men’s Assurance of Kansas 
City is holding a meeting of stockholders 
today (Friday) to vote on a 25% stock 
dividend through a 25% increase in the 
authorized capital of the company. 

BMA reported life insurance sales of 
$506,711.000 for 1960, an increase of 18% 
over 1959, and exceeded $2 billion of life 
insurance in force at the end of last 
year. The company’s premium volume 
of life insurance and health insurance 
are nearly equal, totalling $56,281,000 fo 
last year. 





Life is 
Different 
in 
California 
Life 





Here’s your 
GENERAL AGENCY 
opportunity 
of a lifetime 


Write today to Ted Glasrud, vice 
president, for full information 
about a general agency opening for 
you with California Life. Find out 
how this dynamic 40-year-old 
company can make your lifework 
more rewarding. California Life- 
size commissions, liberal contracts. 
If you are seeking a general agency 
situation with maximum growth 
potential, California Life is the 
life for you. Write or wire Mr. 
Glasrud today. 





CALIFORNIA LIFE 
‘INSURANCE CO. 


Dept. A, 4334 MacArthur Blvd. 
Oaxiand 19, California 


General agency opportunities now available 
in: Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 


t 
'NEW ADVANTAGES! 


1 FOR YOUR CLIENTS! 
! Every broker sells service! You can 
be of greater service to your clients i 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients): I 
Executive Preferred Ilan 

(cash values at end of first year); a 
New Lower Rates for J 
Term (all the usual § 
safeguards, extra fea- 
tures). : 
Your inquiries are 
always welcome. 
No obligation, of i 
course, for infor- 
mation on this or 
any one of our 
complete range of | 
plans. 






As close to you as your telephone § 


Matt Jaffe Associates, Ltd. ; 


431 FIFTH AVENUE,N.Y. + MU 4-5779 § 
General Agents 

The Canada Life Assurance J 

Company, Toronto,Canada Jj 

ee | 


Harold Smyth Honored 
Harold Smyth, for 25 years general 
Hartford for National Life of 
Vermont, was honored by 60 associates 


agent in 


and friends at an anniversary dinner- 
dance at Tumblebrook Club, 
recently 

Nati 


j 


Country 






ynal Life president Deane C. Davis 


and agency vice president Clyde R. Wel- 
man, CLU, both of Montpelier, paid 

me office tributes. Mr. Davis noted 
Mr. Smyth has built the agency from a 
low ebb in 1936 to consistent yearly 


ranking in the top ten of the company’s 


Mr 
claimed his leadership of agents. 

Hartford associate general agent Fran- 
cis T. Fenn, Jr., CLU, directed the an- 
niversary. Carl Carlson, an agent when 
Mr. Smyth arrived in 1936, highlighted 
the quarter-century history 

Mr. Smyth attended Hartford and 
Fordham Colleges of Law and Columbia 
and New York Universities. His insur- 
ance career began in Hartford and New 
York. He was an associate general agent 
in Newark before joining National Life. 

He has headed the Hartford General 
Agents and Managers Association, Con- 
necticut State Association of Life Under- 
writers and the state advisory board of 
agents’ qualifying life insurance examina- 
i He has been a director of the 
Hartford Life Underwriters Association 


68 general agencies. Welman ac- 





tions 


Training Directors Meet 
The Midwest Training Directors Asso- 
iat affiliate of the Life Insurance 
Agency Managernent Association, met 
recently in a two-day session at the 
home office of Lincoln National Life 
Fort Wayne, to exchange ideas of mutual 
interest concerning insurance training 
methods 

Neil Rattray, training director of the 
host company, chaired the discussion con- 
cerning management development and 
selection, supervisors, and pre-contract 
raining and follow-up. Twenty-two life 
insurance training representatives were 
present at the semi-annual meeting from 
Indiana, Ohio, Kentucky, Illinois and 
Wisconsin. 


ition, 






Republic National Life 
Makes Group Appointments 


John L. 


regional 


Love has been promoted t 
manager in Lubbock, 
James C. Long has 
named assistant Group actuary according 
to Del Arneson, vice president and di- 
rector of Group operations, Republic 
National Life, Dallas. 

Mr. Love, a native of Tennessee, was 
graduated from Illinois College of Com- 
merce in Chicago and has had extensive 
experience in personal production, sales 
supervision and Group insurance installa- 
tion and administration. As _ regional 
Group manager, Mr. Love will work pri- 
marily with life insurance agents and 
brokers, assisting them in selling and 
servicing Groap and pension trust plans. 

Mr. Long, a Southern Methodist Uni- 
versity graduate, joined Republic Na- 
tional Life in 1954 as an actuarial clerk; 
in 1955 he was named senior actuarial 
clerk; in 1959 he was transferred to the 
Group division as the actuary’s assistant 
and in 1960 he was advanced to ac- 
tuarial assistant, Group division, the posi- 
tion that he held until this recent pro- 
motion. 


) 
Group 


Texas and been 


Great American Life Head 
Office In East Orange 


Great American Life Insurance Co.. the 
new afhliate of the Great American 
Group, has established its head office 
at 110 Halsted Street, East Orange, N. J. 

According to Walter E. Beeson, presi- 
dent, the staffing of the company is mov- 
ing toward completion and it as expected 
that active business operations will com- 
mence in the near future. The company 
is chartered by the State of New Jersey. 
Roy A. Foan is vice president. 


N’western National Sales 

Sales of new life insurance by North 
western National Life in February 
marked a new high for the month. Total 
sales were $18,231,000, 29% ahead of 
February a year ago and $500,000 over 
the company’s best previous February 
in 1959 








Vice-President. 








A Connecticut Life Insurance Company offering up to 
103% first year commission — it sure is! We also pay 
another 45%, in renewals over the next six years. If you 
want more information on how to step up to your own 
Agency, contact—David G. Hunting, C.L.U., Agency 


| COULD IT BE TRUE? 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
170 Whitney Avenue ¢ New Haven 5, Conn., Dept. 170 





U. S. Life General Agent 


Clinton C. Laux, midwest region super- 
intendent of agencies, has announced 
that United States Life has appointed 
The John Gillard Insurance Agency as 
gencral agent in Muncie, Ind. 

John-S. Gillard entered the life insur- 
ance business in 1936 as agent for The 
Prudential in Toledo. Promoted to staff 
manager for that company in Muncie in 
1954, he was awarded crown member of 
the Leaders’ Club in 1957. As agent, he 
qualified for the National Quality Award 
1947 to 1953, and was a leadership con- 
ference qualifier with The Prudential 
for five years as staff manager. 


Kellin to Milwaukee 


Donald A. Kellin, Group insurance 
sales promotion manager for Minnesota 
Mutual Life, has been promoted to man- 
ager of the regional Group office in 
Milwaukee. He succeeds Otto K. Stohr, 
who has been nartned associate manager 
of the St. Paul regional Group office, 
with headquarters in the Minnesota Mu- 
tual home office. 














MORLEY Personnel 
Associates, Inc. 
150 Broadway, New York 38, N. Y. 


Top Life Administrator $25,000 
Pension Actuary hvy exp NYC to $20,000 
Multipie lines underwriter to $15,009 
Life Training Director $15,000 
Life Agcy. Mgrs., No. Car., Minn. $ OPEN 
Actuary, Associate or Near to $15,000 
A & H Travel Accident Man to $12,000 
A & H Executive reloc CHI $ OPEN 


Personal and Confidential Service — 


ARTHUR A. KINSMAN and 
RALPH W. CHARDAVOYNE, 
Insurance Consultants 


Write or Phone—WOrth 4-7000 








John Hancock Mutual Installs Latest in Phones 


Boston—More than 1,200 new tele- 
phone numbers, all in one building, were 
added to the New England Telephone 
and Telegraph network April 3 when 
the most modern communications opera- 
tion in industry, the direct dial system, 
went into effect at John Hancock Mutual 
Life. 


Climaxing several months of prepara- 
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* This guarantees the other guarantees ! 


Lovat Protective Lire INSURANCE COMPANY 


BOSTON 





15, MASSACHUSETTS 


tion, the final cutover was made over the 
week-end with a force of 25 telephone 
men working night and day to complete 
the job. 

The Hancock’s new private branch 
exchange, replacing a dual phone system, 
interconnects some 2,400 company tele- 
phones, half of which are also equipped 
to make and receive calls outside the 
building by direct dialing. The remainder 
of the new phones will operate only 
within the company. Engineered for the 
future, the new telephone system will be 
adapted to push button dialing when 
that innovation goes into operation. 

From now on, anyone calling a party 
at John Hancock will dial him direct, 
from any part of the country. All the 
caller need know is the person’s number. 

Although no operator service will be 
necessary On most outgoing calls, switch- 
board assistance will be available on in- 
coming calls when the party outside the 
company does not know the number of 
the person he is trying to reach. He 
need only call the new John Hancock 
number, HA 1-6000. All of the non- 
restricted lines will be preceded by the 
HA-1 exchange, followed by a four digit 
number in the 2000's. 


General American Leaders 

Paul Bloom of the E. S. Benson Aency, 
Boston, led all other General American 
Life representatives in the amount of 
individual life insurance sold during Feb- 
ruary. 

Other agents among 
order of their qualification, were: 
Eustace J. Vellis, San Francisco; 
Anthony C. Tangorra, San Diego; Leroy 
<. Lohman, Davenport; William M. 
Hughes, Houston; Ira_ Fleischmann, 
Robert V. Klostermeyer and Henry 
Suhr, St. Louis; John M. Watts, Corpus 
Christi; and Leonard W. Moody, Little 
Rock. 


The James E. 


the top ten, in 


Gilles Agency, Colum- 


bus, Ohio, led all other agencies in the 
amount of individual life insurance sold, 
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FROM A RECENT NEWS STORY 


“Life expectancy in America in the last half of this century seems destined to approach 
that which the Hunzukut male has experienced for many generations, according to the 
Journal of the American Medical Association. This little known Hunzukut frontier 
land in northern Pakistan has a population of around 25,000 ...evidence that the Hunzukut 
males live to 120 or even 140 is not documented with reliable statistics but is believed 
* within the limits of possibility.” 


brace yourself... 
the age of the 
Hunzukut 1s coming! 


Last week we got a direct mail lead from the 
U.N. The lead was given to one of our agents and he 
went to see the man — name was Tiensing Luntzog. 
Turned out he was a Hunzukut. Our man got over 
the language barrier — programmed him and worked 
up a need for $100,000. Showed him regular ledger 
figures at age 40 for $100,000. O.L. with a 20 year 
summary. 

Luntzog reminded our man that he was a 
Hunzukut and would probably live to be 120 and he 
allowed he’d like to see the results at age 100. Our 
little rate books don’t go that high so our agent called 
and we got out the big book and read the figures off 
to him. 


Well — the premium was $2,763 a year— the 
cash value at age 99 was $97,500 and the accumulated 
dividends $229,811* (we had to hit that one on the 
calculator a couple of times before we believed it). 
The figures looked pretty good to Mr. Luntzog so 
our man took an app for $100,000 (no features — 
the Company won’t write features on a Hunzukut). 

Anyway, the policy was issued and our man went 
back to get paid — but it seems like a “Funds Man”’ 
got to this Hunzukut through his investment club 





FOUNDED IN 1850.. 


back in Pakistan and he was raising Hades with the 
O.L. sale. 

This bird showed Luntzog a 10 year past per- 
formance in the Sandstone T-2 and — projecting 
that to age 99 — the same $2,763 in premium would 
show a result of $4,386,925.82. (Whoops, he must 
have let the decimal place slide on that one.) Also, 
the “Funds Man” dug up some foreign company 
that would write five year renewable Term to 100. 

Well, we had a time of it — you know all kinds 
of charts and assumptions and don’t forget, all the 
figures had to be transposed into Zlotkees — (Hunzu- 
kut currency — you know). 


Make a long story short — Luntzog bought our 
O.L. policy because the “Funds Man” kept calling 
him by his first name — and he didn’t like that! 





MORAL: 


Next time you run into a Hunzukut — try National 
Life’s ‘‘low, low net cost.” It’ll get them every time. In- 
cidentally, if you are a full-time agent of another company, 
we will write Hunzukuts only if they are unacceptable 
to your company. 











* Dividends not guaranteed. Bused on 1961 scale and not estimates 
for the future. Who can estimate that far?? 


ational Life of VERMONT 
Insurance Company 


Maentpelier 


A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 
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Maccabees Becomes 

A Mutual Life Co. 
PLANS BROAD POLICY PROGRAM 
Fraternal Society Sines 1878, Company 


Has Assets of $133 Million, Has Writ- 
ten $520 Million 
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R. B. Coffman Dead 








Randolph | off 9, retired gen- 

l nt for > cific Ps 1 Life, died 
rece ntly M; Coffn an. a former presi- 
P Pag General 
Agents Association, was connected with 
‘ s Anecles-bas company for 20 
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Wel Cleveland. he was a 
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Passes $200 Million Mark 


Life Insurance in force in Reserve 
Life of Dallas passed the $200 million 
mark during March, according to John 


president and actuary 
division, Mr 


represents an 


L. Marakas, vice 
Reserve's life 
Marakas stated 


increase in 


who heads 


that this 


insurance in force of 19.7¢ 


over the in-force figure on January 1, 


indicated by a 
and paid business 
over the correspond- 
February issued and 


Continued progress is 
13.9% increase in issued 
through February, 
ing period of 1960 


paid business ran 17.3% ahead of Feb 
ruary, 1960 

The company’s expansion in the life 
general agency field has been intensified 
since January 1, by the addition of Bill 


Lawty and Marvin Wohlfeil to the agen 
cy department's recruiting staff, and by 
the assignment of Lou Gell to the newly 
created training director. New 
general agencies are being added to the 
field force at the rate of approximately 
four per month 

Reserve Life’s overall 
resulted in an increase of surplus and 
capit “ to $30,128,422, and total 
up to $71,669,269. The company plans to 
continue its aggressive expansion in the 
life insurance field in each of the 4 


States in which it operates. 


post of 


1990 operations 


assets arc 





eneen Agency to Move 


he Paul Goodman Agency of Guar- 
dian Life of America is moving to 292 
Madison Avenue, New York, from its 
temporary 0 irters in the Graybar Build 
ing. Occupancy of the entire fourth floor 
at 292 Madison is scheduled for April 24 
Mr. Goodman, who is currently chair- 
man of the management education pro 
gram of >» New York CLU Association, 


was anadinted general agent for The 
Guardian on January Richard F. Roth 
and Mort Kleiner, CLU, are associate 
1 agents, and Samuel Robbins, 
CLU, is brokerage manager of the agency 


genera 





In the recently completed President’s 
Month campaign, the Goodman Agency 
was third among all Guardian offices in 


volume of life insurance submitted, wit! 
a total in excess of two million dollars 


wr the month 


Continental Assur. Names Green and Betts 


HUGH S. BETTS, JR. 


Continental Assurance has created two 


new executive positions in its agency 


department te with the 


keep pace 


spe- 
cialized patterns and merchandising re- 


quirements in three major markets the 


company serves, it was announced by 
Robert B. Hamor, vice president and 
director of agencies 

Paul C. Green, CLU, was named as- 


sistant vice president in charge of man- 

agerial agencies, and Hugh S. Betts, Jr., 

was named assistant vice president in 
harge of the career department. 

i Green formerly was superintend 
ent of agencies. He has served in a 
number of other including that 
of executive assistant to the president 
and to the agency vice president, since 
joining the company in 1948 

A graduate of the University of 
Nebraska, he received his master’s 
degree in business administration from 
Harvard University in 1948. He is the 
author of the widely-read booklet, “Split 


posts, 





Wide World Photos, Lic 
PAUL C. GREEN 


Useful.” He is an 
Life Office Manage- 
and’is a graduate of 
the Agency Management School of the 
Life Insurance Agency Management As- 
sociation. 

Mr. Betts joined Continental Assur- 
ance in 1956 as director of career agen- 
cies and became superintendent of agen- 
cies in 1958. He attended Dartmouth 
College and the University of New 
Hampshire, receiving from the latter a 
bachelor of arts degree. After gradua- 
tion in 1948 he entered the insurance 
field as a soliciting agent. He is a mem- 
ber of the National Association of Life 
Underwriters and a graduate of the life 
Underwriters Training Council course. 


Dollar—Simple and 
associate of the 
ment Association, 


Mr. Hamor, in explaining the reasons 
for the new appointments, said Con- 
tinental’s substantial growth in Ordinary 
development traces to three distinct 
areas of activity, each with merchandis- 
ing problems, techniques and procedures 
peculiar to itself. 
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Philadelphia Gen’! Agent 
For Midland Mutual Life 


BENJAMIN R. KATZ 


Midland Mutual Life has announced 
the appointment of Benjamin R. Katz as 
general agent with headquarters in Phil- 
adelphia. 

Mr. Katz brings to his new post more 
than 20 years’ life insurance experience. 
He previously had been with Midland 
Mutual 13 years as agent in Philadelphia. 
For the past seven years, 
with Shenandoah Life, 


he has been 
first as an agent 
and most recently as assistant manager. 


Mutual Trust Increase 


Sales of personal life insurance by 
Mutual Trust Life during the first quar- 
ter of 1961 showed a 25% increase over 
the same period in 1960, said Raymond 


Olson, president. Sales for the entire 
vear of 1960 were 20% higher than in 
1959. 





New Department Created 
By Pacific Mutual Life 


A systems development department has 
been created at Pacific Mutual Life, 
according to R. D. Dotts, treasurer. The 
new department will handle systems de- 
sign work on all new applications of the 
company’s electronic computer, Univac 


It will also centralize and coordinate 
planning of the company’s wide-range 
application of electronic data handling 
techniques to its Group insurance oper- 
ation. 

The new department’s manager will be 
Kenneth T. Garrison, who had headed 
Pacific Mutual’s electronic records de- 
partment since 1957. 

The systems that Mr. Garrison’s de- 
partment develops will be applied under 
the direction of James Whittier, who has 
been appointed manager of systems in- 
stallation. 

Mr. Whittier had managed the com- 
pany’s field office administration de- 
partment since its inception in 1959. He 
joined Pacific Mutual in 1954 after earn- 
ing a bachelor’s degree in history and 
economics from Wisconsin State College. 

Mr. Garrison joined the life insurance 
My se in 1952, shortly after gaining 
his bachelor’s de gre e in business admin- 
istration from UCLA. He played a key 
role in the development of electronic 
records techniques when Pacific Mutual 
in 1955 became one of the first companies 
in the west to install a large-scale com- 
puter. 

Replacing him as manager of the elec- 
tronic records department will be Clark 
W. Hayes. 


Nationwide Names Elliot 


Supervisor For Sales 

John D. Elliot, CLU, of White Plains, 
N. Y., has been named supervisor of 
sales for Nationwide Life at its home 
office in Columbus. He had been finan- 
cial plans advisor in the company’s 
Metropolitan New York region for the 
past year. 

Mr. Elliot attended Dartmouth College 
and the University of Chicago. He 
joined Nationwide as an agent in 1948 
and in 1957 became a district manager 
in eastern Pennsylvania. 


LaCroix Travelers 2nd Vice President 


The appointment of Harold F. LaCroix, 
Jr. as second vice president of the Group 
department at The Travelers was an- 
nounced by J. Doyle DeWitt, president. 
At the same time, two appointments to 


assistant secretary in the office adminis- 





HAROLD F. LaCROIX, JR. 


tration 


department were announced. 
Arthur W. Bradley, former supervisor 
and John R. Price, former office man- 


ager at Denver, 
tions. 

Since 1959, Mr. LaCroix has been serv- 
ing the company as secretary in the 
Group department. He joined Travelers 
in 1946 and was named assistant actuary 
in 1950. He was promoted to associate 
actuary in 1956 and to secretary in 1959. 
He was graduated from Harvard Univer- 
sity with an A.B. degree and was named 
a Fellow of the Casualty Actuarial So- 
ciety in 1949. Mr. LaCroix is married, has 
five children. 

Mr. Bradley became assoicated with 
Travelers in 1951 at the Detroit office 
and in 1952 was promoted to special 


received these promo- 


inal Insurance Company 


essen ane 








assistant there. In 1955 he was named 
administrative assistant and transferred 
to Syracuse. He has served as assistant 
office manager there and as manager at 
Charleston and Springfield. Mr 


Bradley 
has his A.B. and 


M.A. degrees from 





ARTHUR W. BRADLEY 


University of Michigan. He is married 
and has two children. 

Mr. Price joined The Travelers in 
1951 at Oklahoma City and two years 
later was named special assistant there 
In 1955 he was promoted to administra- 
tive assistant and transferred to Wash- 





JOHN R. PRICE 


ington, D.C., where he became assistant 
office trom in 1956. A vear later he 
was promoted to office manager and 
transferred to Denver. Mr. Price re- 


ceived his B.S. degree from Oklahoma 
State University. He is married, has two 
children and lives at Forest Hills Dr 


Farmington. 


Bankers Security Gains 

Washington—Bankers Security Life 
reported a net gain after taxes, licenses 
and fees of $237, 470 for 1960, compared 
with a net gain of $215,594 in 1959, Lloyd 
M. Bauman, president, announced. The 
Society is a member of the insurance 
group of Financial General Corporation 

Total assets increased more than 13% 
in 1960, from $6,046,673 at the close of 
1959 to $6,879,661 at the current year- 
end. Total insurance in force at the end 
of 1960 was $410,000,000, comprised of 
$372,000,000 in credit life insurance and 
$38,000,000 in Ordinary life insurance 
This compares with the 1959 total of 
$415.300.000 which includes $378,900,000 in 
credit life and $36,400,000 in Ordinary life. 
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definite ly if replace- 


iss ogi smphasized that women 
th 1 influence 


requently the 
m for a lost is the fact that 
woman, somew along the line, 
no,” od said 
ve reason for where, when and why 
went wrong is sometimes difficult 
comprehend, but frequently it is well 


to have a woman operate on a joint work 
; if it appears that some wife will 
wen a fateful part in the final decision.” 
The speaker then said that women are 
increasingly important as prospects not 
only because of the wealth they either 
own or will own (which will make them 
good prospects in estate planning or tax 
savings), but also because they are in- 
creasingly holding positions of great im- 
portance and earning considerable in- 
come in their right. Financial matters 
are of greater interest to women every 
day. 
“It is also important” she reminded 
her audience, “to know the proper ap- 


proach in dealing with women. Rather 
than talking in a logical manner, it is 
more desirable to touch a woman’s in 
stincts or intuition. That is the all-per- 
vasive factor that will enable you to 
properly deal with her and realize that 
‘the is nothing like a dame’. 

“There is a great deal of direct selling 
to women but indirect selling is most 
important. If the proper seed is planted 
in a woman’s mind the sale is made 
through her although map ey the pur- 
chase may be made by the man.’ 

Miss cane offered this advice: 
“Never try to sell a woman with ‘man 
talk,’ and never assume that a woman 
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will be out of money. Don’t talk to 
a woman about having no money, instead 
talk to her about having more money. 
Every woman is interested in her own 
future which involves more money to 
get specific things she wants for her- 
self. In this manner you will reach her 
in the spot that is most sensitive.” 


Craig Emphasizes Recruiting 


Mr. Craig spoke from 20 years of ex- 
perience regarding the proper methods 
of agency operations. He indicated that 
there are no experts, nor universal 
ground rules. “There are certain com- 
mon denominators that do not change 
much regardless of company or agency,” 
he explained. 

As he succinctly put it, the general 
agent or manager “is a man who is will- 
ing to accept responsibility for selecting 

living — sweating —and dying with 
others in the hope of making them better 
men because of this.” 

Mr. Craig spoke of recruiting as the 
primary problem in all agencies. He 
listed the sources for recruiting as be- 
ing: (1) Own organization nominations; 

personal observation of general 
agent; (3) advertisements; (4) direct 
mail; (5) calling on nominators and (6) 
volunteers (more or less accidental). 

“The reason these men are interested 
in joining your organization,” he said, 
“are primarily due to your reputation, 
prestige and integrity.” These are the 
factors that will enable you to build up 
a good organization.” He continued: 


“In evaluating what we can do for our 
agents we s should always take cognizance 
of what we can do best, what we can 
deal with best, and whether we can really 
deliver our promises. In this regard each 
general agent or manager should set his 
own requirements, and build the agency 
along the lines he desires.” 

Mr. Craig devoted much attention to 
analyzing the desirable and undesirable 
factors in prospective agents. He indi- 
cated that general agents should not 
change their standards in order to meet 
the desires of any individual recruit. 

Before closing he stressed the fact that 
there are a certain number of successes 
and failures which are to be expected, 
but it is important that those who do 
not succeed be friendly failures, “because 
they will influence additional men who 
may want to join the agency.” He em- 
phasized : 

“There is no question that it’s a mat- 
ter of recruit or die. This is affirmed by 
the fact that in practically every com- 
pany a large portion of the business 
comes from contacts that were not 
known three years ago. If we make re- 
cruiting a permanent rather than a tem- 
porary problem we will be assured that 
our activity is a great big permanent 
job.” 


Weber on Philosophy of Life Insurance 


In developing his theme Mr. Weber 
stressed repeatedly the faith a general 
agent must have in the business, his 
company and his associates, as a means 
of assuring success. He indicated his 
firm conviction to operate along dedi- 
cated lines which demonstrated to his 
listeners that he truly has “the religion 
of life insurance.” He stated that every- 
body has three kinds of power: Physical 
strength or horsepower, judgment or 
brainpower and most important, favor- 
able attitudes known as heartpower. This 
objective, he stressed is to create favor- 
able mental attitude to situations and 
make a conscientious effort to achieve 
the desired goal. 

“The general agent or manager must 
have a philosophy about the practice of 
life insurance, and then offer his pros- 
pective agent a basic opportunity avail- 
able to succeed in accordance with this 
philosophy,” the speaker said. “The 
agent is the image of his manager and 
will progress in accordance with the 
manner in which he is indoctrinated. 

“A successful agency operation is 
based upon achievement in three cate- 
gories. anpower is essential in any 
agency, and it is imperative that an 
agent have dignity and pride of opera- 
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tion in order to become a successful 
producer. The second category is the 
field of training and supervision. 
“Volume of production is important, 
but quality of production is more im- 
portant. In order to assure quality pro- 
duction, it is necessary to have quality 
agents. This is attained by competence 
in the field of training and supervision.” 
Mr. Weber classified the third area as 
office operation. This includes not only 
the physical lay-out of the office, but 
the ability and cooperation of the office 
staff. “It is important,” he advised, “to 
spend money in this regard, but it is not 
important how much we spend but how 
we spend it. Our attitudes and motives 
are the basis for success for our agents.’ 


Further along Mr. Weber put to use 
the adage “you can lead a horse to water 
but you can’t make him drink. Our pur- 
pose is not to make our agent drink but 
rather to make him thirsty. Our objec- 
tives should be not merely to sell the 
client to the best of our ability but 
rather to serve the client to the best of 
our ability. The success of a man should 
not be measured by the volume of his 
production alone, but rather by the qual- 
ity of his production. 


“In order to be successful it is imper- 
ative that we get organized and do our 
best. An agency will increase its pro- 
duction in only three ways: by increas- 
ing its brokers, by increasing its man- 
power, and by increasing the per man 
volume from its manpower. Of these the 
last is obviously the most important. The 
ability of a general agent to inspire his 
fellow associates is a means of leading 
them to the road of success. An abiding 
faith in ourselves and the life insurance 
business will assure success and hap 
piness.” 


Nicholson Talk 


In addressing the GAMC meeting Mr. 
Nicholson discussed the position that the 
life insurance industry finds itself in to- 
day with sales gains consistently piled 
up year after year, only to see these 
gains eroded by a lapse and surrender 
rate not experienced since the early 30's 
depression years. He emphasized that 
the “alarming lapse rate increase, 14.8% 
in 1951 and probably 22.5% in 1961, and 
the equally alarming surrender rate in- 
crease (preventable policy drops after 
two years) of 2.2% in 1951, probably 4% 
in 1961, has caused our industry to paus* 
and reflect on their 11 o’clock position.” 

As chairman of LIAMA’s quality busi- 
ness committee Mr. Nicholson said he 
has been increasingly concerned “by an 
era that has brought great sales increases 
of apparently poorer quality.” He wel- 
comed the helpfulness which GAMC has 
given to his committee in the past year: 
appreciated no end having GAMC's 
treasurer, Kent Babcock, Jr. CLU, 
(Aetna Life, Philadelphia) as liaison to 
LIAMA’s committee. 

Mr. Nicholson then shared with the 
GAMC some ideas which come to him 
through depth exposure to the subject— 
quality business. Among his findings: 
Lapse is most directly related to the in- 
itial sale; surrender is more directly 
related to external economic or “prevail- 
ing attitude” conditions, to product, to 
mobility of the policyowner and to inat- 
tention to the repeat customer concept. 

Probing further into the situation with 
agents, managers, and_ policyholders 
themselves, Mr. Nicholson sees this pat- 
tern emerging: “The insurance had been 
sold by marginal agents and brokers, and 
either to an original market, which 
should have been rejected at the field or 
home office, or to an okay market— 
boogie who had been sold insurance they 
dic 


not want, did not understand, and 

had no long range financing plan in 
mind.” 

The speaker said he believed these 


lapses were preventable at point of sale 
but not at time of lapse, “because in al- 
most 100% of the cases an agent had at- 
tempted to salvage the business.” At the 
other extreme, he continued, “the most 
persistent business is permanent life 
plans, sold by good agents or brokers, 
operating under our uniform merchan- 
dising system, to a good quality client 


who already has some insurance in our 
company.” 

Out of this, it was clearly indicated to 
Mr. Nicholson wh: at the course of action 
should be—to improve  policyowner 
service in its broadest sense. After de- 
fining such service, he said emphasis 
should be placed on two points: to the 
maximum extent possible the agent- 
client relationship should be fostered and 
supported and all service to policyown- 
ers shovld be personalized. It was also 
decided that “to properly execute our 
policy we should take advantage of mod- 
ern methodology on the collection, stor- 


age and dissemination of facts. This 
consideration advanced our timing on 
the purchase of electronic data equip- 
ment. Proper staff functions, oriented 
toward the subject of profitable busi- 
ness, should make this equipment use- 
ful,” he said. 

In summarizing Mr. Nicholson ex- 
pressed optimism that “our industry is 
on the verge of a decade of real growth.” 
He expects a projected period of greater 
stability of price and product. He sees 
a “great lesson” learned from adver- 
tising campaigns that point out the obso- 
lescence of product. 


He is also encouraged that “the buy 
Term and invest the difference” fratern- 
ity is now on the defensive, that mass 
merchandising seems to have taken on a 
more sane approach. Greatest reason for 
his optimism is that a change has come 
in atmosphere for the field sales force, 
and he believes that “more and more 
companies are now recognizing that the 
only way to sound growth in our indus- 
try is through a one-to-one, one-over-one 
relationship that can come about only 
through strong sales managers operating 
in an atmosphere of functional free- 
dom.” 





In your case...is waiting... 


PROGRASTINATING? 


Ever find yourself waiting for the right prospect to fit the coverage you can offer? 
Ever miss a really good sales prospect because you couldn't offer the coverage he wanted ? 
Security Mutual agents miss very few sales opportunities because they can offer complete 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 
Progressive training programs equip them to make best use of this complete coverage 
. help them do a bigger, better job; and their work is made 

easier by dynamic sales aids that really help them sell! 
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You see, at Security Mutual we believe the success of our 
agents is the measure of 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 
Robert M. Best, C.L.U. 
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CHANGE IN OWNERSHIP OF THE EASTERN UNDERWRITER 


In a change of ownership of 


1907, the 


The Eastern Underwriter, which began publica- 


tion in stock ownership interest of Clarence Axman and William L. 


Hadley has been sold and J. Owen Stalson becomes publisher of the paper. 
No change in the conduct of The Eastern Underwriter’s editorial policy is 
contemplated and the present editorial staff will continue with the paper under 
the editorship of Clarence Axman who has held that position since 1913. That 
editorial staff includes L. Jerome Philp, managing editor, Anne Miller, assistant 
managing editor; and associate editors Wallace L. Clapp, casualty insurance, 
and a vice president of The Eastern Underwriter; Edwin N. Eager, fire and marine 


Oliver 
insurance 


insurance ; Jones, life insurance. Sidney 


Samuels, 


S. Whipple is 
editorial 


assistant editor, 


casualty and G. Marguerite assistant. 





The new publisher of The Eastern ———_____—_—_—___ 
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of management consulting, 
banking 
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investment Cducational, economic and 


and insurance education. He is 
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in America have combined to focus the attention 
— ees of American businessmen on the eco- 
TO GET WORLD VIEW OF nomic aT At the same time, an ex- 
INTERNATIONAL ECONOMY amination of the United States business 
outlook for en 4 short-term and long- 
National Industrial Conference Board term planning is no longer complete 
of New York which has in its member- without a close appraisal of develop- 
ship many insurance companies and has ents in the world economy. 
grown considerably since John S. Sin- : a8 : 
clair became president, will have its H. Ladd Plumley, chairman of the 
2 : ; ‘ board and president of State Mutual 
fourth annual economic conference mect- 7 ife has been re-elected to serve a one- 
ing on May 18-19 at Waldorf-Astoria year term as vice president of the north- 
Hotel. The program covers three main eastern division of the Chamber of Com- 


merce of the United States. After serv- 
ing on the organization’s board of di- 
rectors for several years, Mr. Plumley 
was first named a vice president in 1960. 


Domestic Business Outlook, 
Competing in World Markets and Gov- 


ernment Policies for a Competitive Era. 








J. VICTOR HERD 


J. Victor Herd, 
L oyalty 
of this week inducted into Beta Gamma 
student 
The induction took place 
Student Center, New York 
Washington Square. 


America 
Thursday 


chairman of 


Fore Group, was on 


Sigma. This is a nationwide 


honor society. 

at Loeb 

University, 
x * * 

Edward J. Nugent, traffic consultant 
for the Insurance Institute for Highway 
Safety since its establishment two years 
ago, has been appointed court administra- 
tor of the Yonkers, N. Y., City Courts. 
The appointment, announced by City 
Judge Albert L. Fiorillo in Yonkers, be- 
came effective April 1. 

* * * 


James C. Duffus, CPCU, 


the James 


treasurer of 


Johnston Agency, Inc. of 


Rochester, N was honored by the 
Junior Chamber of Commerce recently 
when he received the 1961 Leroy E. 
Snyder Award for “outstanding com- 
munity service.” Mr. Duffus, 33 years 
old, who aspired to become a major 


league pitcher following graduation from 
Yale University some years ago and did 
pitch in the minors for a period, re- 
ceived a fine ovation when he was an- 
nounced winner of the award at a dinner 
attended by 800 persons. Mr. Duffus is 
vice chairman of the group work com- 
mittee of Baden Street Settlement, 
formed an insurance training program 
at University of Rochester and is pres- 
ently a visiting lecturer there on insur- 
ance. He is on the executive committee of 
Boy Scout Council and the YMCA, ac- 
tive in fiver mr party, is a_ trustee 
of Rochester Savings Bank, president of 
Yale Club of Rochester, has been on the 
educational committee of the New York 
State Association of Insurance Agents 
and served as treasurer of the Monroe 
County Insurance Agents Association. 
Mr. Duffus is a son of Roy A. Duffus, 
vice president of the same agency and 
past president of the New York State 
Association of Insurance Agents 


s+ *« ¢ 


Elliott Tubbs, commercial and indus- 
trial real-estate broker in Buffalo, N. Y., 
specializing in building management, has 
opened a real estate concern and general 
insurance agency under his own name. 
Mr. Tubbs will engage in all phases 
of the realty business, including com- 
mercial, industrial and residential, and 
will offer a property-appraisal service 
and a complete line of insurance. 


Allen D. Harper, securities vice presi- 
dent of Pacific Mutual, will be honored 
April 23 by his alma mater, Westminster 
College of Fulton, Mo. Mr. Harper will 
receive the 110-year-old college’s Alumni 
Achievement Award for having won suc- 
cess in his chosen field. Three others, 
two professors and a pastor, will receive 
similar awards at ceremonies on the 
school’s campus. Named a vice president 
at Pacific Mutual in 1951, Mr. Harper 
started in the insurance business in 
1934 after earning his master’s degree 


from the Harvard School of Business 
Administration. He joined Pacific Mu- 
tual in 1941. 


* * * 


E. C. Denaple, recently elected presi- 


dent of Prince & Co., Inc., well known 
advertising and sales promotion agency 
of New York and Detroit, has been 20 


years with the organization in the ca- 
pacity of vice president and a director. 
The agency now handles the advertising 
of America Fore Loyalty Group, Marine 
Office of America and American For- 
eign Insurance Association. In addition 
to these sizeable insurance accounts, 
Prince & Co. also has clients in the 
automotive field. Under Mr. Denaple’s 
direction the agency is expanding its 
operations in New York to render broad- 
er service to its clients, practically all 
of whom have been with the agency from 
15 to more than 30 years. He will con- 
tinue to maintain his offices here. 


* * * 


Felix O. Cox, special agent in charge, 
Atlanta Claims Bureau, Association of 
Casualty & Surety Companies, was guest 
of honor at a dinner given him by the 
Atlanta Claims Association on March 30, 
at the Atlanta Athletic Club, in recogni- 
tion of his retirement on April 1. 


Caria 
Rolland F. Hatfield, manager of North- 
western National Life’s pension and tax 


department, has been appointed Minne- 
sota Tax Commissioner by Governor 


Elmer L. Andersen. Mr. Hatfield has 
been granted a leave of absence by 
Northwestern National to allow him to 


Minnesota Tax Commissioner. 
Nationally known in pension and_ tax 
circles, he served as a member of the 
United States Tax Mission to Japan wn- 
der the direction of General Douglas 
MacArthur in 1939 and 1940. Prior to 
that he was assistant professor of eco- 
nomics at the College of St. Thomas, 
and for three years before joining North- 
western National he served as director 
of tax research in the Minnesota Tax 
Department. 


serve as 


* * * 


Herbert V. Parks of Davis, eet & 
Co., New York, and Fred A. Beck of 
Johnson & Higgins, also New York, 
served as the Insurance Post 1081 Amer- 
ican Legion committee at the New York 
County American Legion entertainment 
and party April 19 for hospitalized veter- 
ans in the Veterans’ Administration hos- 
pital at 24th St., New York. 


* * * 


Walter “WOBO” Savage, special agent 
for Standard Fire of N. J. and president 
of the Trenton, N. J. Clown Club who is 
known to the children as WOBO, The Fire 
Clown estimates that over 1,500 have 
seen his clown fire prevention program 
so far this year and he has more 
bookings coming up. May 12th he will 
be in Levittown, N. J. Mr. Savage has 
been teaching children fire safety 
through clowning for sometime and he 
would like others to take up this work. 
Clowning may be used also to teach 
children other forms of safety as bike, 
playground and the like. Those inter- 


ested may contact Walt WOBO Savage 
at PO BOX 551, Trenton, N. J. 
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Richard Wagner — U. S. Chamber’s 
New President 


The annual meeting of United States 
Chamber of Commerce will be held in 
Washington, D. C. April 30-May 3. Rich- 
ard Wagner, the Chamber’s 
takes over on May 2. What kind of a 
man is he, and what has been his career ? 
The National Chamber’s “Washington 
Report” answers these questions. 

Mr. Wagner, board chairman and 
chief executive officer of the Champlin 
Oil and Refining Co. of Chicago, is an oil 
and gas man but his 50-year career has 
included banking, finance and manage- 
ment in several business fields. Says the 
“Washington Report”: He is a keen stu- 
dent of the over-all economy. For ex- 
ample, he is a forceful advocate of tax 
reform and other measures to encourage 
venture capital: also, he is intensely in- 
terested in international affairs. He 
served as a business advisor to the U. S. 
delegation at the 1958 Geneva conference 
on the General Agreements on Tariffs 
and Trade (GATT) and as adviser to the 
U. S. employer delegation to last year’s 
International Labor Conference.” 

Commenting on his personality the Na- 
tional Chamber again says: 

“He is cordial, tactful and easy to get 
along with. But as one associate put it, 
‘he doesn’t scare easily.’ He won't be 
pushed around by anyone.’ 

Some other facts given 
Chamber : 

Mr. Wagner was born in New York 
City on June 15, 1896, but his family 
moved to Chicago while he was still an 
infant. Although his parents were rel- 
atively poor, he deplores any Horatio 
Alger rags-to-riches allusions. The fact 
is, however, that he was forced to go to 
work at the age of 14. 

His job: a runner at the Continental 
Illinois National Bank and Trust Com- 
pany. His salary: $5 a week. His hours: 
8 a.m. to 10 p.m. He won quick promo- 
tions, however, and was able to use his 
spare time to continue his education at 
night. He eventually studied at North- 
western University and the American In- 
stitute of Banking. 

At the time of the 1929 crash he was 
the bank’s vice president. Assigned to 
look after the bank’s interest in the 
Chicago Corporation, then an investment 
trust, he turned the firm into a venture 
capital company which financed a wide 
variety of business enterprises. He 
served for eight vears as vice president 
of the Chicago Corporation before be- 
coming its president in 1938. It was 
during this period that he gained an in- 
sight into the peculiar problems of a 
number of industries. The firm began 
concentrating on oil and gas ventures. 

Chairman of the Chamber’s executive 
committee is Erwin D. Canham, famous 
editor of Christian Science Monitor. 

Of the six vice presidents of the Na- 
tional Chamber one is an insurance ex- 
ecutive—H. Ladd Plumley, chairman of 
board, State Mutual Life Assurance Co. 
of America who was re-elected vice 
chairman of the northeastern division. 


new president, 


by National 














First Washington Impressions of New 
Postmaster General 

A decidely entertaining article by and 

about 

denly 

dent 


an insurance executive who sud- 
found himself a member of Presi- 
Kennedy's Cabinet 
General) 


(where he is 
Postmaster 


magazine 


appeared in the 
New York Times 
this month. Author of the article is J. 
Edward Day, former manager of West- 
ern States home office in Los Angeles of 
The Prudential Insurance Co. 
fore that Director of 
Insurance Department. 

When Mr. Day arrived in Washington 
to take up his new duties he knew few 
men in Washington public life, but 
started getting acquainted quickly as he 
went to a number of social parties. Col- 
umnists had called him “the least-known 
member of the Cabinet,” but that situa- 
tion has changed because since coming 
to Washington he has become one of the 
most quoted men at the capitol. This is 
in part due to witty observations he 
makes in connection with public men at 
parties confusing him with security of- 
ficers and others. “I didn’t impress them 
as looking and acting like a Cabinet 
member,” he said, “and they were sur- 
prised when they learned my real iden- 
tity.” 

One thing that amazed him after reach- 
ing Washington was the large number of 
letters of congratulations he received, 
many from men he does not recall having 
met but who addressed him by his first 
name. Mr. Day calls them “by the way” 


section of 


and_ be- 
the Illinois State 


mail. Along this line he gave some 
quotes from letters: 
“Congratulations Ed, on the great 


honor that has come to you * * * sacri- 
fice * * * dedication * * * public service,” 
they would begin. And then would come 
the concluding paragraph: “By the way, 
I have a brother (husband, cousin, 
neighbor, business associate) who would 
like to be appointed Governor of Guam 


(U. S. Marshal in the Virgin Islands, 
Federal District Attorney),” and so forth. 
“IT never knew I had so many 


‘friends,’ all of whom, apparently, knew 
me on a first name basis, including the 
gentleman who addressed me as ‘Dear 
“ddy,’ (No one I really know calls me 
that).” 

As to the social parties, Mr. Day wrote 
that he doesn’t want to leave the impres- 
sion that he does not care for parties. He 
enjoys them a lot, but he said to the 
Sunday Times: “I did not come to 
Washington to be hypnotized by the 
cocktail-party whirl.” 

The fact that in his youthful days he 
had written a novel recently came to light 
although Mr. Day would rather forget 
it as most of his royalties consisted of 
stamp enclosures. One enclosure repre- 
sented a value of 40 cents. Many papers 
have had fun printing some extracts from 
his first novel. There may be another 
one written by him, but that is not in 
prospect for the near future. 


British Analysis of U. S. Report on 
Insurance Stocks as Investments 
A British analysis of an American 

report on property insurance develop- 

ments from the investment standpoint 
appears in a recent issue of the Post 

Magazine & Insurance Monitor of 

London. The insurance magazine editor 

comments upon a report prepared by the 

insurance securities committee of the 

Investment Bankers’ Association of the 

United States. The Post Magazine states 

in part as follows: 

“The insurance securities committee 
clearly states that as the fire and casualty 
insurance business involves underwriting 
and investment functions, there are risks 
of loss from each of these activities; 
therefore, a fire casualty company must 
have enough capital resources (that is, 
capital and free reserves) to withstand 
possible underwriting losses and possible 
securities market losses concurrently. 

“It is important to note that in the 
United States, unlike the position in 
the U. K., common stocks are valued in 
the insurance companies’ financial state- 
ments at market prices. The more con- 
servative valuation followed by U. K. 
companies and their—at present—legal 
right to maintain hidden investment re- 
serves, means that they usually 
been able to deal with securities market 
losses by adjustment of their investment 
reserve. Nevertheless, the point made 
in the report is a valid one, that both 
underwriting and securities market losses 
can rise concurrently. 

“The second point made in the report 
is that the fire and casualty insurance 
industry has followed a practice of sub- 
stantial reinvestment of earnings. Thus 
the practice in the United States is the 
same as that followed in the U.K. in 
that dividends are paid out of net invest- 
ment income only to the extent of 50/60 
per cent of the latter. Thus the balance 
of the net investment income and under- 
writing profits, when made, have enabled 
the industry to be largely self-financing 
in periods of average growth and reason- 
able underw riting profit. 

“The third point made by the report 
is that fire and casualty insurance com- 
panies must have adequate capital funds. 
Policyholders, shareholders and manage- 
ments are all concerned about this. Capi- 
tal funds must be maintained at safe 
levels in relation to liabilities. 

“In the United States, where fire and 
casualty companies are expanding their 
business rapidly, this imposes a strain 
on their capital funds. Under the method 
of computing earned premiums—or con- 
versely, calculating unearned premium 
reserve—underwriting losses may be 
shown in respect of capers which is 
hasically profitable. Only when the rate 
of expansion is reduced is the strain on 
capital funds relieved. On the basis fol- 
lowed in the U.K. in calculating provi- 
sion for unexpired risks, although under- 
writing profits are reduced during the 
period of expansion. the strain is less 
severe than on the United States basis. 

“The committee states that it is dif- 
ficult to find rules which will show 
whether a company has enough capital 
funds or not. In fire business it has be- 
come widely accepted that the capital and 
free reserves should be equal in amount 
to the total unearned premium reserve. 
For casualty business the rule has been 
that capital and free reserves should 
amount to one-half of the total premiums 
written. The committee suggests that, 
with the growing mix-up of fire and 
casualty business, some new test may 
have to be applied. 

“In its historic review the committee 
finds that, taking 1959 against 1945, the 
total net premiums written, and therefore 
the total liabilities, of fire and casualty 
companies have increased four times 


have 


while capital and reserve funds (policy- 
holders’ surplus) has risen less than three 
times, and this has occurred in spite of 
a substantial appreciation of investment 
portfolios and the raising of $572,000,000 
of new capital. 

“Even with this new capital the fire 
and casualty insurance industry’s ratio 
of capital and funds to liabilities con- 
tinues to be historically low and it seems 
that there will be need for more capital 
in the future if companies are going to 
maintain their strength against the in- 
evitable expansion of their business. 

“The committee rightly points out that 
the position of each company must be 
studied and the nature and trend of its 
business examined before it can be said 
with any certainty as a result of the ap- 
plication of some general rules that it 
is under-capitalized. The committee also 
points out that the deliberate restraint 
upon growth which many companies 
have to impose as an alternative for 
raising additional capital can have two 
serious results. The industry as a whole 
is less able to fulfill its economic function, 
and for the particular companies con- 
cerned there will be a loss of interest 
on the part of agents and insured which 
will make it difficult for a company to 
resume its advance. 

“Reviewing the experience in 1960. the 
committee appears to have attached too 
much importance to the beneficial effect 
of the rate increases for private pas- 
senger automobile insurance granted in 
1957 and 1958 and to results of the ex- 
tensive safety educational program 
adopted by the insurance industry. The 
committee claims that these two factors 
drastically reduce the tremendous losses 
in automobile insurance business, but this 
must be considered an over-statement. 

“Mergers between companies were a 
feature in the United States as in the 
UK., and with the decline in the prices of 
common stocks in September and October 
new rumors of merger talks became 
prevalent. Looking at the year as a 
whole, it is thought that a moderate im- 
provement in company results could be 
expected. 

“The report then turns to consider 
the investment side of the insurance busi- 


ness. It points out that the insurance 
industry is larger than steel, chemical, 
automobile, paper and other such im- 


portant investment areas but not larger 
than the oil industry. The size of the 
insurance business is directly related to 
overall economic activity and the invest- 
ment program of the companies means 
that indirectly a shareholder in them 
participates in the common stock market 
on a basis where growth is favored 
rather than yield. 

“Insurance company stocks normally 
offer dividend stahilitv. zrowth prospects, 
protection against inflation and a stake in 
the general economy. Nevertheless, un- 
derwriting has a highly cyclical pattern 
which is offset to some extent by stability 
of earnings on the companies’ invest- 
ments. 

“The report ends on an optimistic note. 
The committee considered that there was 
strong evidence to suggest that the 
underwriting cycle is on an upward trend 
and that the improvement will run for 
some time before another downturn is 
to be expected. Some insurance com- 
pany managers, however. are still having 
to look very hard to find the upward 
trend. 

“The committee also considers that the 
current up-cycle in underwriting is being 
accompanied by gains in investment in- 
come and that, notwithstanding competi- 
tion in rates in various parts of the in- 
surance industrv, there are prospects for 
an increase in dividends, always provided 
underwriting can he held to a modest 
margin of profit. The committee’s con- 
clusion is that insurance stocks, instead 
of being a field of investment suitable 
only for special types of investment ac- 
counts, are broadly anplicable to almost 
any investment portfolio recardless of the 
objectives being sought. Market prices 
do not currently reflect in full an almost 
unique galaxy of favorable characteristics. 

“A similar conclusion, probably differ- 
ently expressed, would no doubt be 
presented by any London Stock Ex- 
change broker to his clients.” 
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Goode, Welch, Nicholson and Howell 


Asst. Secretaries of Home Companies 


The Home Insurance Co. and The 
Home Indemnity announce the follow- 
ing elections to their official staffs: 

Paul J. Goode, from loss-claim man- 
ager of the Pacific department at San 
Francisco, to assistant secretary at that 
fice for both The Home and Home In- 
demnity; Frank J. Welch, from execu- 
tive general adjuster in the head office 


loss-claim department, to assistant sec- 
retary of The Home in that department; 
William L. Nicholson, from production 
manager in the head office marine de- 
partment, to assistant secretary of The 
Home in that department; George A. 
Howell, from Home Indemnity manager 
in the Pacific department at San Fran- 
to assistant secretary of The Home 
Indemnity at that office. 


Careers of Officers 


cisco, 


Mr. Goode joined The Home Indem- 
nity Boston office in 1939. After military 
service in the U. S. Navy Mr. Goode 
returned to the company’s Boston office 
until 1945 when he was called for serv- 
ice with the United States War Depart- 
ment in Munich, Germany. Mr. Goode 


rejoined The Home in 1949 as loss-claim 


UNDERWRITERS’ LAB. ELECTS 
R. W. Carter Named Trustee; T. F. 
Ramsey Replaces H. F. Duncan 
As Treasurer 
At the annual meeting of Under- 
writers’ Laboratories, Inc., Rush W 
Carter, vice president-manager (Western 
Department) Aetna Insurance Group, 
was elected trustee of the board, replac- 
ing Clinton W. Allen, deceased. Thomas 
F. Ramsey was elected treasurer, re- 
placing Harold F. Duncan, retired. All 
the other trustees and officers were re- 

elected. 

Mr. Carter after graduating from In- 
diana University, entered the insurance 
business in 1922. In July, 1923 he joined 
the Aetna Insurance Group staff as farm 
examiner and_ successively became 
special agent, farm superintendent, as- 
sistant manager, manager and in 1953 was 
promoted to his present position, 

Mr. Ramsey is a native of Pennsyl- 
vania and went to Chicago in 1928. He 
worked for various organizations while 
attending Northwestern University. In 
1948 he obtained his CPA degree. In 
1952 he joined the staff of Underwriters’ 
Laboratories as assistant to the treasurer 
and in 1955 was promoted to assistant 
treasurer. 

Mr. Duncan joined the staff of Under- 
writers’ Laboratories in 1921 as a mem- 
ber of the label service department. In 
1930 he was transferred to the account- 
ing department and in 1941 was elected 
treasurer. 


Western Michigan 
CPCU Chapter Formed 


Directors of the Society of CPCU have 
approved formation of a W estern Michi- 
gan Chapter as the 7lst chapter of the 
society. Officers of this newly organized 
chapter are president, William J. Dailey, 
CPCU, American States: vice president, 
Robert H. Martin, CPCU, American 
States; secretary, Fred Garbrecht, CPCU, 
Shinkman Edwards Garbrecht Agency; 
treasurer, John A. Heyboer, CPCU, Great 
American. 


superintendent in the Pacific department 
where he was made loss-claim manager 
in 1959. 

Mr. Welch joined The Home's Western 
department in New York in 1929. He 
was transferred to the loss department 
in 1940 and in 1941 was sent to the mid- 
western field where he served as an ad- 
juster, staff adjuster, special agent and 
associate state agent. After extensive 
field production and loss experience, Mr. 
Welch was recalled to the head office in 
1954 as assistant general adjuster. He 
was made executive general adjuster in 
1955 

Mr. Nicholson became affiliated with 
The Home as marine supervisor in 1948. 
In 1951 he was transferred to the com- 
pany’s Philadelphia office as marine man- 
ager and in 1959 was called to the home 
office as production manager in the ma- 
rine department. 

Mr. Howell, who has had extensive 
casualty experience, joined The Home 
Indemnity in 1951 as supervisor of its 
casualty department at Los Angeles. In 
1955 he was made manager of The Home 
Indemnity at that office and in 1960 was 
transferred to San Francisco where he 
assumed managership of The Home In- 
demnity’s Pacific department operations. 


C. & R. PROMOTIONS MADE 





Flynn, Libutti, Hayes and Beatty Now 
Secretaries of All Companies in 
Corroon & Reynolds Group 
The Corroon & Reynolds Group, in- 


cluding the American Equitable, New 
York Fire and Globe & Republic, has 
elected John Flynn, Emanuel Libutti, 
George Hayes and Thomas E. Beatty 
secretary of each company. The four 
officers had previously been assistant 


secretaries. 

Mr. Flynn is assistant Vice Presi- 
dent Fred K. Lofink, head of the western 
underwriting departments. Mr. Libutti 
is assistant to Vice President John M. 
Owen, who heads the eastern and south- 
ern underwriting departments. 

Mr. Hayes directly supervises suburban 
and New Jersey underwriting divisions 
in association with Vice President Frank 
Lehr, who heads the metropolitan sub- 
urban underwriting departments. Mr. 
Beatty Supervises accounting for the east- 
ern, southern city and suburban depart- 
ments 














Consultants 


best. 








Buck Nominated to Head 
NYC Pond of Blue Goose 


L. F. Buck, Jr., well known New York 
City independent adjuster and member 
of the firm of Buck & Stasse, Inc., has 
been nominated as most loyal gander of 
the New York City Pond of Blue Goose. 
He will succeed Most Loyal Gander J. J. 
McGovern, New York Board of Fire 
Underwriters, at the September meeting 
of the pond as the present officers will 
hold office until after the grand 
meeting of Blue Goose, International, 
is held in New York City August 6-11. 
Mr. Buck is now supervisor of the flock 

New York City Pond. 

Other officers slated to be 
Adams, L. C. Dameron, 
to supervisor of the flock; Fred L. 
3ross, Jr., General Adjustment Bureau, 
to custodian of goslings; A. H. 
Agricultural, to guardian of the pond, 
and Donald E. Wolff, The Weekly Un- 
derwriter, to keeper of the golden goose 
Jack Connelly of the Underwrit- 
ers Salvage Co. has been nominated for 
wielder of the goose quill. 

Nearly 200 members and guests of the 
pond met April 12 for a dinner meeting 
at the Rg eg me of the Underwriters 
Salvage Co. in New York City. Mr. Mc- 
en presided and introduced John 
x, McClure, Jr., vice president and gen- 
pa manager of the salv age company, 
who was host for the evening. 

Robert F. Stumpf, GAB at Paterson, 
N. J., and most loyal grand gander of 
Blue Goose, spoke of the grand nest con- 
vention in New York City and cited an 


nest 


advanced 
are George E. 
Inc., 


Harris, 


egg. 


excellent program prepared for that 
gathering. Philip M. Winchester, inde- 
pendent adjuster and past most loyal 


reall gander of Blue Goose, urged full 
support from New York City Pond for 
this international convention. 


Clark Named General 


Attorney for Preferred 


Appointment of Howard B. Clark as 
general attorney is announced by Leon 
W. Fouts. assistant vice president of 
Preferred Insurance Co. of Grand Rapids, 
Mich. From 1953 and until joining 
Preferred, Mr. Clark was executive of- 
ficer of companies making up the Amer- 
ican Liberty group at Bi irmingham, Ala. 
Hi s executive posts were vice president 
and secretary of American Liberty, as- 
sistant U. S. manager of Helvetia Swiss 
Fire, vice president and secretary of the 
Merchants Fire, prior to its merger with 
American Liberty, and vice president, 
secretary and director of Southern Man- 
agement Corp. 

Mr. Clark began his 


insurance career 
in 1940 with the Kroger Co., in Cincin- 
nati where he was instrumental in the 
formation of their then wholly-owned 


subsidiary. the Manufacturers and Mer- 
chants Indemnity. 
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Rockefeller Approves 
Anti-Discrimination Bill 

Governor Rockefeller of New York has 
approved with memorandum the bill to 
amend the Insurance Law, in relation to 
the prohibition of racial, religious and 
related types of discrimination in insur- 
ance underwriting. The measure, which 
was approved as Chapter 254 of the Laws 
of 1961 was introduced by Senator Wil- 
liam F. Condon, Westchester County Re- 
publican and chairman of the Joint Leg- 
islative Committee on Insurance. 

In approving the bill, Governor Rocke- 
feller said, “This bill broadly prohibits 
discrimination because of race, color or 
national origin in the field of insurance 
underwriting in New York State. Under 
existing law such discrimination has heen 
expressly prohibited only in connection 
with the 

“The 


writing of life insurance. 
discrimination,” 
“erects barriers large 
and small in endless variety denving an 
equal chance for security or for ad- 
vancement. It takes patience, education 
and the firm extension of the protec- 
tions of the law to break down these 
harriers. Not only ift the writing of life 
insurance but in each of the fields of in- 
surance protection, health, accident, auto- 
mobile liability, personal property, the 
ready availability of coverage provides 
security which can mean self-sufficiency 
and dignity.” 


evil of racial 


said the Governor, 


Preferred Ins. Co. Net 
Income Up; New Subsidiary 


A substantial increase in net income 
for 1960 including profits from under- 
writing operations was reported by Pre- 
ferred Insurance Co. of Grand Rapids, 
Mich., and its operating subsidiary, the 
Southwestern Indemnity, in the annual 
report to shareowners. Consolidated net 
income for 1960 amounted to $293,343 
compared to $105,854 for Preferred in 
1959. This uptrend during the year also 
reflected a $102,743 improvement in un- 
derwriting margins. 

On a per share basis, earnings were 52 
cents in 1959 in comparison with $1.42 in 
1960 including 43 cents from real estate 
gains. 

Wendell Berman, chairman of the 
board, in his letter to shareowners, stated 
that 1960, first full year under the new 
management, was the best year for Pre- 
ferred since 1955. Premium income for 
1960 reached an all time high, up 30%, 
to $7,100,258 from $5,464,590 for the pre- 
vious 12 months. Preferred’s premium 
income for the first quarter of 1961 con- 
tinues in an uptrend and is running well 
above the same period a year ago. 

The annual report also informed share- 
owners of a new financing subsidiary to 
handle a planned increase in Preferred’s 
unit dollar volume through package pol- 
icies. “In anticipation of such an increase, 
your company formed One-Stop, Inc., 
in December, a wholly-owned subsidiary, 
to assist Preferred agents in the financing 
of the expected uptrend in package policy 
volume,” Mr. Berman explained to share- 
owners. 


Philemon Hoadley Dies 


Philemon Hoadley, branch manager of 
The Fund Insurance ‘Companies, Newark, 
N. J., died of a heart attack April 10. He 
was 59 years old. He joined The Fund 
Companies in 1935 and was successively 
engineer, special agent and fire man- 
ager in New Jersey. He was appointed 
branch manager at Newark August 1, 
1957. 

Prior to going with Fireman’s Fund 
he was with the Schedule Rating Office 
of New Jersey. He was in the Navy 
during World War II, and at the time of 
his discharge was a lieutenant com- 
mander. Mr. Hoadley lived at Little Falls, 
N. J.. and is survived by his wife and 
son Philemon, Jr. 
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$4,000,000 Loss Seen 
From Shreveport Storm 


Property damage caused by the hail 
and windstorm in Shreveport, La., on 
March 27 was more than double the 
estimated loss. W. D. Swift, assistant 
general adjuster, National Board of Fire 
Underwriters, reports that stock com- 
panies received 14,118 notices of loss 
during the two-week period following the 
storm. Claims yet eto be filed are esti- 


mated to be 9,500, 

“Stock company losses will approxi- 
mate $4,000,000,” said Mr. Swift, adding, 
“losses have averaged $264, but that 
average is expected to decline to about 
$200, as claims for more serious damage, 
such as unroofed houses, have been 
given priority.” 

With 124 adjusters working exclusive- 
ly on these stock company claims, 5,293 
losses, or 37%, were concluded with the 
insureds within two weeks and 3,271 for- 
warded to the companies for payment. 
The other 2,000 were being processed for 
forwarding. 
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B. Wallace 


Manager, Washington, D.C. 


‘Alain d’Arthuys 


Manager, Paris 





Paris street scene 


Here’s How to Get 


Profitable Foreign Travel 
Insurance Business 


1,700,000 Americans will travel overseas this year. 250,000 of 
them will drive an owned or hired car while abroad. Many of 
these travelers will be your clients or prospects but, in most 
cases, their domestic insurance will not properly protect them. 


Now, you can move into this profitable, growing market 
with AFIA’s new specially designed Foreign Travel Policy. In 
a single package it includes Automobile, Personal Liability, 
Accidents, Personal Effects and other important coverages. 
With ease and confidence you can provide your clients with 
this protection wherever they may travel in the free world. 

And should trouble strike, AFIA’s world-wide organization 


of trained experts will be nearby, ready to extend friendly, 
prompt help to your clients where the loss occurs. 


AFTIA’s nearest office will 


be glad to help you get your 


share of this important market. 











AMERICAN FOREIGN INSURANCE ASSOCIATION 


161 William Street « 


New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd. Chicago 4, Illinois 
TEE. Be). = SP 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
BOIS TOT GE eGae.. Bees ee ete The Century Building, 2120 Travis Street, Houston 2, Texas 


LOS ANGELES OFFICE............. 


3400 West Sixth Street, Los Angeles 5, California 


SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, California 


WASHINGTON OFFICE... 


An association of leading American 


. Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 





On Cross Country Flight 
Visiting Blue Goose Ponds 





ROBERT F. STUMPF 


Robert F. Stumpf, most loyal grand 
gander of the Honorable Order of the 
Blue Goose, International. is now on a 
transcontinental tour taking him to ponds 
as far West as Vancouver, 
lumbia, 


sritish Co- 
Canada. Mr. Stumpf, who is as- 
sociated with the General Adjustment 
Bureau as an executive at Paterson, N. J., 
will preside at the forthcoming 1961 
Grand Nest meeting of Blue Goose Au- 
gust 6-11 at the Statler-Hilton H¢ tel in 
New York City where attendance is ex- 
pected to exceed 800 delegates and wives 
from all parts of the United States and 
Canada. 

Mr. Stumpf made his first stop on the 
tour in Toronto April 17 where he par- 
ticipated in an installation of goslings 
into the Ontario Pond at the Albany 
Club. On April 20 he was present at the 
Mohaak Flight held at the Hotel Connor 
in Joplin, Mo. Participating ponds were 
the Heart of America Pond, Ozark Pond, 
Kansas Pond, Sunflower Puddle, St. 
Louis Pond, Golden Belt Puddle, Magic 
Empire Pond and Oklahoma Pond. This 
was under direction of Earl W. Boutell, 
Jr., most loyal gander of the Heart of 
America Pond. 

On April 21 Mr. Stumpf will attend a 
meeting of the New Mexico Pond in 


100 Extra Adjusters Aid 
Settling Dallas Hail Loss 


An estimated 100 extra adjusters have 
been in the Dallas, Tex., area expedi ting 
payment of hail losses incurred in prop- 
erty insured by capital stock insurance 
companies, according to W. D. Swift, as- 
sistant general adjuster, National Board 
of Fire Underwriters. The board opened 
a temporary consultant office to co- 
ordinate efforts of all persons adjusting 
losses for the stock fire insurance com- 
panies and to assist in orderly and 
prompt handling of all losses. The board 
also is spot checking losses in order to 
assure equitable settlement. 

Current estimate of the insured losses 
caused by the recent storm now stands 
at $4,300,000 with an estimated quarter 
of a million dollars damage to automo- 
biles caused by hail and an additional 
$50,000 damage to advertising signs and 
other properties covered by inland ma- 
rine insurance. 


Barker to Service Phila. 


Andrew J. Barker has been appointed 
casualty special agent to service Phil- 
adelphia, Bucks, Chester and Montgom- 
ery counties by Reliance Insurance Co. 
Mr. Barker has serviced the agency ranks 
for 12 years as an underwriter and 10 
years as a multiple line field man. 





Albuquerque, N. Mex., and on April 22 
he will be in Phoenix to participate in 
election of officers of the Arizona Pond. 
On April 24 Most Loyal Grand Gander 
Stumpf will be present at a meeting of the 
Fresno-San Joaquin Pond in Fresno, 
Calif., and on the following day will < 
tend a meeting of the San Diego Pond 
in San Diego, Calif. 

Mr. Stumpf will arrive in Seattle, 
Wash., in time to be present at the meet- 
ing and annual dance of the Seattle 
Pond on April 29, and on May 1 he will 
attend a meeting of the British Columbia 
Pond in Vancouver, before samanina to 
the East. 
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Hartford Featuring Policies Issued to 
Abraham Lincoln and Robert E. Lee 


The Civil War Cent 


al, being ob- 


served in 1961, will receive P cial national 
ttention this year by The Ilartford Insur- 
nce Group which counts among its treas 
ured possessions of the past 151 years 

iginal documents for fire insurance on 
the homes of Abraham Lincoln and Rob 


today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies keeps 
watch over Agents’ futures by 
furnishing the fast, friendly, 
dependable service that builds 
sound client relationships. Close, 
personal interest and prompt 
attention to Agents’ service 
problems is a 134-year-long 
tradition with the “Minute Man 
Companies.” This is why an in- 


creasing number of progressive 
Agents are taking advantage of 
the modern coverages and supe- 
rior service they provide. 


“The 
Minwe Man 
Companies” 


MDDIESEX MuIvAL 
LYNN MUIVAI»5 


Fire Insurance Companies 
CONCORD, MASSACHUSETTS 











ert E. Lee. It was October, 1859. Mr. Lee, 
manor-born and descendant of the na- 
tion’s revolutionary patriots, was at ease 
in his palatial mansion “Arlington” on 
the eastern slopes of the Potomac. Lieut. 
Colonel Lee, an officer of the United 
States Army, was not unaware of the 
disturbing rumbles in the South, of un- 
rest and agitation in North, of abo- 
litionism, nor even the talk of secession. 
At the moment, however, Col. Lee was 
in a discussion with a repepeentative of 
the Hartford Fire for a $5,000 fire in- 
surance policy on his Sdoeas “Arling- 
ton” which had once belonged to George 
Washington. In the midst of the talk a 
horseback courier arrived from the War 
Department summoning Lee to emerg- 
ency duty. He departed at once, re- 
ceived his orders, and within hours was 
leading a hastily-summoned force to at- 
tack the Abolitionist leader John Brown 
at Harpers Ferry 
Lincoln Policy on Home 
It was February 8, 1861. Some 19 years 
earlier, shortly after his marriage, Abra- 
ham Lincoln had purchased a modest 
frame home in Springfield, Ill. Now Mr. 
Lincoln was leaving for Washington to 
be inaugurated as President. One of his 
last acts in Springfield was to sign an 
insurance policy with James L. Hill, an 
went of the Hartford Fire. It was a 
fire insurance policy for $3,200 on the 
mly house Abraham Lincoln ever owned, 
the house to which he never returned. 
These two instances, small and unre- 
lated as they were, are called to mind in 
a public service advertisement being pub- 
lished by the Hartford Insurance Group 
(first in National Geographic; April 14 
in Saturday Evening Post, and later in 
her national magazines). The display 
fact that the two 
men, soon to become the idolized lead- 
ers of the North and South, had in 
moments before turmoil was to overtake 
them, one common thought—protection 
for their homes 
Portraits of Lincoln and Lee used to 
Mustrate the display were done as wood- 
carvings by Bernard Brussel-Smith, one 
of the nation’s foremost artists in this 
type of graphic arts. The carvings were 
made from contemporary portraits and 
photographs of the two leaders 
Reproductions of the Lincoln and Lee 
portraits as well as facsimiles of the 
famous insurance documents will be 
available to the public from Hartford 
igents throughout the country 





highlights the historic 


UGA Tournament ties 19 


The Underwriters Golf Association of 
New York announces that its Spring 
tournament will be held on Friday, May 
19, at the Knollwood Country Club, Elms- 


ford, White Plains, N. Y. 
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Jefferson of New York 
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Dickinson, 
director 
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th, vice president and treas- 
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Hans Pollak, 
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filiated insurance 


the world. 


KARL J. LITCHKA DIES 


Karl J. Litchka, 75 


for nearly 


30 years, 


and 


subsidiary, 
and Industry Insurance Co. 
son is also senior vice president = a 
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chairman and president. 
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secretary, 


, an insurance 
cy operator in North Tonowanda, 
died recently 


manager 


manage 
Insurance 


and 


Mr. 


been 


Max 
Mr. 


for 


Corp., 
the 


Schuy- 
and Kenneth 


director. 
di- 


Mer- 


and 
Inc., 
Insur- 


Adri- 
Trieste, 
insurance 
of 1 


throug hout 


agen- 


as we 











POPP OPP EPP EPPA 


} , 
| D.L.O’DONOGHUE INC. | 
} } 
: 4 
} © TERRARUM & 
! by, ¢ } 
| x 
“avo. ane 
} 410 PARK AVENUE + NEW YORK, 22, N.Y. } 

















Buffalo Operating Profit 
Highest in Many Years 





VICTOR T. EHRE 


The Buffalo Insurance Co. reports that 
its operating profit in 1960 was the high- 
est since 1953 despite an underwriting 
loss. President Victor T. Ehre, in the 
94th annual report, said the company’s 
underwriting loss for 1960 came to $358,- 
341, which was than offset by 
investment income of $452,039 to provide 
an operating profit of $85,449. A year 
earlier the company’s underwriting loss 
amounted to $768,388 and the operating 
profit, the first since 1955, $14,958. 

Mr. Ehre said the 1960 operating profit, 
along with investment gains, enabled the 
to add $220,713 to surplus, up 
for the year, which brought policy 
$4,831,225. 

Direct premium written by agents in 
1960 were off $245,804 to $8,025,932, while 
net premiums written reached a new 
high of $7,702,357. A year earlier net 
premiums amounted to $7,663,118. 

Total admitted assets at the close of 
1960 were $15,280,625, compared with 
$15,359,718 the year before. 


more 


company 
5% 


holders’ surplus 


America Fore Loyalty Group 
Elects Two New Directors 


Robert E. Abraham and 
Straus, Inc., Brooklyn, and Dr. Paul D. 
Shafer, president of The Packer Col- 
legiate Institute of Brooklyn, have been 
elected directors of The Yorkshire-Sea- 
board companies of America Fore Loyal- 
ty Group. 

Mr. Blum, a vice president of Abraham 
and Straus, is also a vice president and 
director of Federated Department Stores, 
Inc. Among his other directorates and 
trusteeships are Equitable Life Assur- 
ance Society, Brooklyn Union Gas Co. 
and the Dime Savings Bank of Brook- 
lvn. He is a director and treasurer of 
the Lincoln Center for the Performing 
Arts; a trustee of the Brooklyn Institute 
of Arts and Scierices and chairman of 
the governing committee of the Brooklyn 
Museum; a trustee of the American 
Museum of Natural History and vice 
president of the Art Commission of New 
York City, and vice president and direc- 
tor of the Brooklyn Chamber of Com- 
merce. 

Dr. Shafer has been president of The 
Packer Collegiate Institute since 1938. 
He is president of the board of trustees 
of Brooklyn Hospital; a trustee of Pratt 
Institute, Brooklyn Savings Bank, 
Brooklyn Institute of Arts and Sciences. 
He is a member of the governing com- 
mittee of Brooklyn Botanic Garden and 
board of managers, Brooklyn Central 
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Reborn Phoenix Bird Becomes New 
Symbol of Phoenix of Hartford 


Alden Taylor, advertising manager of 
the Phoenix of Hartford Insurance Com- 
panies, reveals that “a new Phoenix 
symbol has risen from the ashes of the 
old—a _ high-flying, jet- propelled Phoe- 
nix bird to identify our companies in the 
space age. 

“When we first heard reports that the 
fabulous bird had been reborn,” he con- 
tinued, “we were determined to capture 
the only living specimen for our com- 
pany. A special expedition was outfitted 
to hunt the Phoenix down wherever he 
might be—in Egypt’s desert heat or Nor- 
way’s polar cold. 

“After exhaustive research that traced 
the bird from the earliest accounts in 
Greek mythology to the legends of the 
Middle Ages, we learned that the Phoe- 
nix lived even longer than most- insur- 
ance men—from 500 to 12,954 years; that 
he set fire to his nest and burned him- 
self at the end of his long life; and that 
the new Phoenix, rising from the fire, 
carried the ashes of his father to the 
altar of the sun at Heliopolis, in Egypt. 

“We went to Heliopolis, but the altar 
was gone, vanished without a trace. All 
our investigations were to no avail, until 
an operative in Boston reported that the 
altar was on display at the Boston 
Museum of Fine Arts. Next moring, we 
descended on the museum in force—and 
captured the elusive bird in his native 
habitat!” 

The new symbol, Mr. 
will be employed by the Phoenix of 
Hartford in its marketing, advertising, 
and promotional activities. “He’s already 


Taylor stated, 





Rockefeller Vetoes 
Adjuster License Bill 


Governor Rockefeller of New York 
has disapproved the bill which was in- 
troduced by Assemblyman Daniel S. 
Dickinson, Jr., Broome County Repub- 
lican, which would have amended section 
123 of the Insurance Law, in relation to 
permission for certain applicants for a 
license as independent adjusters to be 
employed as such pending the outcome 
of the examination for such adjusters. 

“This bill proposes to permit temporary 
licensing of certain independent insur- 
ance adjusters prior to a demonstration 
of competency by examination,” said the 
Governor in disapproving the measure. 
Except for such temporary licensing in 
an emergency resulting in widespread 
losses caused by a common catastrophe, 
the Insurance Law requires that a per- 
son demonstrate by a written examina- 
tion his competency for such tasks. This 
bill, however, would permit a person to 
engage in the activities of an adjuster 
for himself on the basis of five years 
experience gained in the employ of an- 
other, during which time it is to be de- 
termined whether he is competent so to 
act. 

“No sound reason has been advanced 
for substituting a period of limited €x- 
perience for a test of competency, 
stated the Governor. “Examinations for 
licensure as independent adjusters are 
held four times a year so that this bill 
is not directed to remedy any undue 
waiting period.” 

The Insurance Department and the 
Insurance Brokers’ Association of the 
State of New York urged disapproval 
of the bill. 


HIGGINS IN SOUTHERN N. J. 


The Great ne ge announces ap- 
pointment of Paul T. Higgins as special 
agent in the pete» the New Jersey terri- 
tory to succeed Special Agent Harry C. 
Wolfe who resigned to go into business 
for himself. Mr. Higgins will make his 
headquarters in the Philadelphia service 
office. Prior to his appointment he served 
as special agent in the northern New 
Jersey territory out of the Ridgewood 
service office. 


doing a terrific job for us,” Mr. Taylor 
added, “and we expect him to be on the 
pay roll for at least another 12,954 years.” 

The new symbol was designed by the 
Phoenix agency, Kenyon & Eckhardt 
Inc., Boston, and executed in paper 
sculpture by Amelia Robin, also of 
Boston, 


GAB Advances Roessler 


Armin F, Roessler has been appointed 
branch manager of the Syracuse, N. Y 
office of General Adjustment Bureau. He 
succeeds Arthur S. Flint, Jr., who has 
been reassigned to Elmira, N. N., ae a 
senior adjuster. Prior to joining the 
bureau at Baltimore in 1946, Mr. Roes- 
sler attended the University of Koethen, 
Germany. He was assigned consecutiv ely 
to bureau offices in Charleston, W. Va., 
Philadelphia, and Syracuse. During 1954, 
Mr. Roessler became field examiner, 
automobile division. He continued to 
serve in this capacity until 1960 when he 


HANOVER NAMES ROSS 

The Hanover Insurance Group an- 
nounces appointment of Donald R. Ross 
as state agent in Alabama. Since joining 
the Hanover in 1946, Mr. Ross has served 
in the home office underwriting depart- 
ment and, for the past eight years, as 
state agent in Eastern Tennessee. 





was appointed regional automobile 
supervisor. During recent months, Mr. 
Roessler has served as acting branch 
manager at Syracuse due to the illness 
of Manager Flint. 





THEY'RE GETTING THE ANSWERS— 


On How to be Better Insurance Men... 
More Valuable to Their Clients and to Themselves 


These young insurance agents from 22 states are engaged in an 
intensive six weeks’ study period, covering all branches of fire and 
casualty business, at America Fore Loyalty Group’s School for 
Agents at its home office in New York. 


This school is characteristic of the way America Fore Loyalty 
Group looks at this complicated business of insurance. The 
individual homeowner, the manufacturer, the merchant and 
everyone else who owns property need the services of a professional 
insurance agent or broker. The agent can attain professional 
status only by constant study and practice. We think the best 


foundation for such study is a rugged course in insurance 
fundamentals such as we teach in our School for Agents. 


In like manner, it is important that every America Fore Loyalty 
Group person who deals in any way with the customers of our 
agents should be well informed and well trained. That is why we 
also conduct schools for fieldmen, underwriters, claims adjusters, 
payroll auditors, inspectors and many others on whom our 


agents must depend to service their customers. 


The America Fore Loyalty Group man is an expert in his field. We 
invite you to take full advantage of the facilities he offers you. 


The Continental Insurance. Company * 
Niagara Fire Insurance Company + 
Milwaukee Insurance Company of Milwaukee, Wis. 


Seaboard Fire & Marine Insurance Company = « 


Firemen’s Insurance Company of Newark, New Jersey ° 
The Fidelity and Casualty Company of New York « 
¢ Commercial Insurance Company of Newark, N. J. 


Niagara Insurance Company (Bermuda) Limited 








‘America fore 
/ Loyalty Group 


Fidelity-Phenix Insurance Company 
National-Ben Franklin Insurance Company of Pittsburgh, Pa. 


e ~ The Yorkshire Insurance Company of New York 


e Royal General Insurance Company of Canada 
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Eastern 


Agents 


Conference- 


NAIA Directors 


at 


Philadelphia 





Doremus Finds Homeowners Business 


Was Not Unprofitable Last Year 


April 17 — Underwriting 
Homeowners business was 
in 1960 for stock com- 
extraordinary losses 
Donna, Frederick 
general manager 





panies 
j 


caused 


W. Doremus 


assistant 


of Inter-Regional Insurance Conference, 
told members of the Eastern Agents 
Conference at the opening session of 

eir 13th annual meeting here today. 
He intimated that the experience was 
satisfactory enough not to warrant rate 
adjustments upwards as a few com- 
panies seem to wish 

Mr. Doremus said that homeowners 
policies developed about $500,000,000 in 
premiums last year against onlv $63,- 
(00000 earned premiums in 1956, thus 
demonstrating the steady and extra- 


ordinary expansion of this multiple line 


business. He told the agents that rates 


are predicated upon an anticipated loss 
ratio of 544%, plus 6% for loss adivst- 
ment expenses. The remaining 40% is 


for expenses and profits. A representa- 
roup of Inter-Regional companies 
an average incurred ratio of 
* in 1960 despite the hurricane and 
other severe windstorms 
Chairman of the EAC is Arthur L. 
— ah, Staten Island. N. Y. Other 
fl are William A. D’Espard. Wash- 
] 


D.C., vice chairman; Frank 


loss 















Lowrey, Pawtucket. R. I., second vice 
hairman, and William J. Graul, Allen- 
own, Pa. secretary-treasurer Mr. 
Schwab pr esided 1 at a joint meeting of the 
EAC and ational Association of Insur- 
ance Agents ‘tors this morning and 


Mr. Lowrey presided at the EAC session 
vhich followed. It announced 
he 1962 EAC annual meeting would 1 
n Providence, R. I.. in conjunction with 
a meeting of the Rhode Island Avents 
; = 
meeting will go to Hart- 


was 


nd that the 
rd in 1963 
Revisions in the EAC 
were approved 
and minor in 
not involve any major 
past practices 
Kent Parker, 


Inter-Regional, 


constitution and 
today. Thev are 
nature and do 
departure from 





v-laws 


technical 


manager of 
riefly, stating that 
his organization is trying to solve needs 
§ companies, agents and the public. and 
operation of producers is always 


general 
spoke | 


sought 

Mr. Doremus, whose 
iven by E. Stuart Wi 
hairman of EAC 
1 
i 


talk followed that 
ndsor, Baltimore, 
conference committee 








and printed elsewhere in this section, 
likewise told the agents tl three major 
rms have been consolidated and are 





now called the recommended consolidated 
f rms, thus cutting down somewhat on 
he multiy icity of policies agents have to 
leal wit! said full credit goes to 
eastern managers for the final 
product h was also reviewed by loss 
executives, company men and agents be- 
fore being submitted for final recom- 


the Eastern Regional Ad- 
mmittee of Inter-Regional 
rule revisions to supplement 
ie consolidated forms will be made 
simultaneously with their introduction 
in various parts of the country 

_ In the mill” now, stated Mr. Doremus, 
rating managers will proceed with con- 
solidating builder’s risk forms used in 
the East and also take a look at the farm 
forms to reconcile differences existing in 
various The multi-peril depart- 
ment of Inter-Regional recently recom- 
mended the motel form to be attached 
a special multi-peril policy 

“Agents prefer a basic multi-peril 
policy to which can be attached various 
separate forms with a special occupancy 
group, instead of preparing separate 
complete policies for each class,” he 
stated 

“The multi-peril department has rec- 


mendation by 
visory C 
Necessary 


x the 


states 





ARTHUR L 
Presides at EAC Meeting 


SCHWAB 


ommended,” he 
bureaus for all states 
house program for use 
multi-peril policy. 
“Studies are under way for additional 
programs applying to office buildings and 


continued, “to rating 
the apartment 
with this special 


retail merchants and other multi-peril 
programs are un ler development for 
classes of risks where such will fill a 


public need. A farm owners’ policy has 
been recommended on a trial basis in 
mid-western prior to making the 
recommendations upon a national basis.” 

Inter-Regional has completed a review, 
Mr. Doremus said, and recommended to 
rating organizations a revised moder 
extended coverage endorsement Pree te 
for use with general business. The broad 
dwelling and contents form and the 
special dwelling builders form have been 
brought up-to-date and have been recom- 
mended for countrywide use. A special 
extended coverage endorsement on a so- 
called all risk basis is being recom- 
mended to extend such coverage to a 
wide range of building properties. 

Mr. Doremus said Inter- 
amply justified the move 
regional associations throughout the 
country by the speed with which its 
idvisory recommendations are now proc- 
rating organizations on a coun- 
trywide basis for their gp sng yn. 
This is of benefit to the public and 
member companies which Inter-Regional 


states 


Regional “has 


to consolidate 


essed to 


services and incidentally also to non- 
members who benefit by its work when 
the rating organizations adopt any of 
Inter-Regional recommendations.” 
Barry to EAC 
(Continued from Page 1) 
propose that the present laws _ 


amended to remove those 
permit independent filings 
filing rs, 

“The law provides that any company 
may issue participating policies, and this 
certainly leaves plenty of room for com- 
petition, because any company that feels 
it can operate more efficiently, or that it 
has some peculiar clairvoyance that en- 
ables it to select business on a better 
basis than others, is free to issue pol- 
icies holding out to the public the prom- 
ise that, if the company is right, a par- 
ticipating dividend will be rm uid. 

‘This would leave us with all compan- 
ies belonging to the same valae bureau, 


sections whicl 
and deviation 


with rates being made on the over-all 
averages. There is nothing wrong about 
this because in the final analysis rates 
are made by the supervisory authority 
and not by bureaus or individual com- 
panies. These rating organizations are 
the means whereby information is cor- 
related in order to allow the supervisory 
authority to determine whether rates 
meet the standards of the law. 

“This procedure would eliminate the 
present wild and irresponsible filing of 
deviations and independent filings, dif- 
fering from the standard rate, and the 
Commissioner would be well protected 
because, if he feels rates are excessive 
and commences proceedings to reduce 
them, then when the case is finally 
settled he can date the reduction back 
to the date of his original decision. 

“Drastic conditions call for drastic 
remedies. However, I reiterate that this 
is not a remedy; it is just a return from 
wild and senseless experiment to a sound 
basis of rate making which has been 
warranted by the state to those who in- 
vest their money in insurance. 

“The only remedy for agents’ 
protection is in your legislatures. As to 
what can be accomplished, you have only 
to look at what happened in the case of 
the Barrett-Russo bill in New York 
State. That bill was enacted in 1960 
and reenacted in 1961 in the Senate and 
Assembly of New York without a single 
dissenting vote. I understand that a 
similar bill has been introduced in Con- 
necticut and wil] he introduced in N. J. 

“You have the contact with the public, 
and you are a part of the public, so that 
you hav ea perfect right to impress upon 
your legislators your stake in this indus- 
try, and your place in the economy of 
your state, and to do everything in your 
power to protect yourselves against this 
trend, which seems to be aimed to elimi- 
nate the American Agency System by 
a process of attrition. 

Further extracts from Mr. 
dress are on Page 39. 


Johnson Invites Agents to Confer With 
Company Executives 


own 


Barry’s ad- 


Mr. Johnson invited agen‘s’ repre- 
sentatives to sit down with company of 
ficials and realistically discuss their dif- 
ferences with respect to the proposed 
“no prior approval” regulatory legisla- 
tion which the associations he repre- 
sent advocate. He told the agents that 
the company organizations feel tain 
that “if you appr uise the situation fairly 
you will see that what we are proposing 
means your salvation as well as ours.” 

Mr. White told the EAC that 
the “file and use” philosophy of rating 
is not in the best interests of the insur- 
ance industry or the public and will re- 
sult in a “rash of company and agency 
failures. Some agents will, of course, 
survive, but this proposal is a blueprint 
for bankruptcy for many. I hope all pro- 
ducers will stick together and fight this 
‘no prior approval’ philosophy state by 
state.” 


cer 


members 


Unsparing in his attack on Sen. Ke- 
fauver and the Senate committee's coun- 


sel for their belief in present “non- 
vigorous” competition, Mr. White de- 
clared that company underwriting re- 
sults show that many rates are far too 
low today. There was little underwriting 


profit made in 1960 and many companies 
‘are operating as investment trusts,” he 
said, to acquire investment income and 
capital gains on securities to produce 
profits for stockholders 

This constant rate-cutting 
severely the income of 
said and the “weak 
refering to Sen. 


has hurt 
producers, he 
competition” —again 
Kefauver’s allegations 


—has brought at least 187 company 
mergers in the last few years. “The 
going is getting too rough for many in- 


Mr. White 


constant 


surers and agents,” 
Flash rates lead to 
of accounts and the lowest rates have 
often not been in the best interest of 
assureds, carriers or producers, he 
argued. 

The NAIA national board of state di- 


stressed. 
switching 


THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING 


FOR 
THEMSELVES 


EXCELSIOR 


INSURANCE COMP el OF NEW YORK 
SYRACUS N.Y 








Vincent James, N. Y. 


H. CLAY JOHNSON 
rectors today reaffirmed a former posi- 
tion that the National Bisa tes al take 
no stand on all so-called model bills for 


states, whether they deal with rates or 
other insurance subjects. This despite 
the opposition voiced by President 
Porter Ellis and some other leaders to 
present moves to create a model rate 
regulatory bill in the District of Colum- 
bia which would abolish necessity for 
prior approval of rates before they could 
he used. Such expressions of officers or 
executive comnaitteemen must be re- 
garded as their personal views, not a 
NAIA Ha ig 

Craig Thorn, Jr.. New York director, 
stated that NATA should have power at 


the top to voice opinions, and not be just 
a federation of state ar aroma He 
disagreed with ‘Thee Harman, state 
»§ Washington director, ae argues that 
the NAIA has no right to prepare or ap- 
prove “model bills.” Several state 
sociation directors spoke in favor of 
maintaning prior approval section in 
rating laws. Jack C. Schroeder, Cali- 
fornia, supported Mr. Harman by saying 
each state should have the right to de- 
cide its _ position and NATA could 
not possibly reflect a common viewpoint. 

The directors adopted a motion that 
NAIA leadership should make available 
to any e desiring it technical data on 
rating problems. whether such requesting 
states are for or against “prior approval.” 
In other words, NATA’s position should 
be neutral, officially. 

Mr. Johnson, in his 
said: 

“We extend an invitation ‘ 
utive committee of the NAIA and the 
state directors, or any other represen- 
tatives of the national and state agents’ 
associations, to meet with a similarly 
represe ntative group of senior executives 
from large, medium and small company 
members of our three stock company 
associations to discuss this subject in all 


(Continued on Page 43) 
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Barry Would Stop Rate Deviations 


There has been complete collapse of 
rate regulation with resulting “chaos and 
confusion” in what “can only be de- 
scribed as a vicious, competitive rate 
war,” John R. Barry, president of Cor- 
roon & Reynolds Group, told the Eastern 
Agents Conference. He further said that 
“all of the independent filings and all of 
the deviations which have been made to 
effect a reduction in rate, have been to 
the largest degree” 


at the expense of 


Photo by Guy Fergason 

JOHN R. BARRY 
the agents by taking the s” factor 
out of the 


“saving 
agent’s commission. 
The Remedy: Stop Deviations 


“I propose that the present laws be 
amended to remove those sections which 
permit independent filings and deviation 
filings.” said Mr. Barry. “As to the com- 
plaint that this will eliminate competi- 
tion, I point out that there is another 
section in the law of every state which 
provides that rates shall be adequate to 
meet the requirements of those compa- 
nies operating on a participating basis. 
This, of course, was put in to protect 
the mutuals against just such conditions 
as we are faced with today. The law 
provides that any company may issue 
participating policies, and this certainly 
leaves plenty of room for competition, 
because any company that feels it can 
operate more efficiently, or that it has 
some peculiar clairvoyance that enables 
it to select business on a better basis 
than others, is free to issue policies 
holding out to the public the promise 
that, if the company is right, a participat- 
ing dividend will be paid. There will be 
strong objections to this, I know. It 
will come from those companies which 
wish to operate on the basis of a cash 
reduction in advance, based on crystal 
ball gazing rather than on the basis of 
paying back the cash if and when it is 
determined that it has been earned and 
is in the till. 


All In Same Rating Bureau 


“This would leave us with all compa- 
nies belonging to the same rating bureau, 
with rates being. made on the over-all 
averages. There is nothing wrong about 
this because in the final analysis rates 
are made by the supervisory authority 
and not by bureaus or individual com- 
panies. These rating organizations are 
the means whereby information is cor- 
related in order to allow the supervisory 
authority to determine whether rates 
meet the standards of the law. 

“As to the cry of ‘Politics!’ and the 
need for prior approval, I suggest that 
all filings for rate increases become effec- 
tive within twenty days of filing. If 





the Commissioner has any objection, the 
difference between the new rates and the 
old shuuld be placed in escrow until such 
time as he has arrived at a decision. 
If it should be adverse, the company 
shall have the right to continue to charge 
the new rate, until final determination 
by the Court of last resort, with the 
difference still being held in escrow. 
There is nothing original about this 
suggestion. 
“As to all companies being in the 
same rating bureau, and rates beinz 
made on the average experience of all 
companies, I refer you back to the Wash- 
ington, D.C. litigation of some fifteen 
years ago. The Commissioner of the 
District decided that the average ex- 
pense ratio of the companies doing 
business in the District was too high, 
and he pinpointed it down to the com- 
missions paid to agents. His argument 
was based on the fact that the rate of 
commission being paid was 5% higher 
than in the neighboring state of Virginia, 
and he ordered that rates be reduced. 
The companies appealed and the Com- 
missioner lost in the lower court and he 
in turn appealed to the higher court. 


Savings Comes Out of Commissions 


“It vs estimated that at the present 
time there are over 9,500 deviation filings 
in the United States, and I think it is fair 
to say that every one of them that is 
hased upon a saving in expense, can only 
be based upon a reduction in the com- 
missions paid to you. 

“No insurance supervisory authority, 
nor anyone else on this earth can set 
himself up as a judge re what the loss 
ratio is going to be. that were pos- 
sible, you would not Sot any insurance 
system. 

“T have demonstrated that companies, 
—and this includes bureau companies, 
direct writers, independents, stock com- 
panies, mutuals, deviators—all of them 
have failed to make any dent in the 
amount of the expenses under their con- 
trol, and I may add that the direct 
writers and independents in many cases 
are above the average in those expenses.” 


Election of Officers 

Philadelphia, April 18—New officers 
were elected to hold office until the 14th 
7 meeting in 1962 at Providence, 
. Frank J. Lowrey, Pawtucket, R. I, 

was wines chairman to succeed Arthur 
L. Schwab, Staten Island, N. Y. William 
J. Graul, Allentown, Pa., is new first vice 
chairman; Ira F. Weisbart, Jersey City, 
second vice chairman, and James H. 
Gorges of Baltimore, secretary-treasurer. 








61-62 Advertising Campaign 

Philadelphia, April 17—Over $841,000 
has been pledged for the current 1961 
advertising campaign of the National 
Association, Chairman Joe E. Vincent, 
Bryan, Tex., of the advertising com- 
mittee told NAIA directors today. For 
the 1961-62 campaign $1,400,000 is to be 
sought and the ad campaign will in- 
volve use of television, radio and na- 
tional magazines, such as Time, United 
States News and others. An outline of 
the 1962 campaign was presented in 
slides, prepared by Doremus & Co., ad- 
vertising counsel for NATA. 

Awards were presented to state asso- 


ciations which have so far this year 
pledged or paid 100% of their basic 
allocations for the 1961 campaign. These 


are Alabama, Arizona, Nebraska, South 


Carolina, Delaware, Virginia, Tennessee, 
Florida, Mississippi, New Hampshire, 
Utah, Connecticut, Colorado, Indiana, 


North Carolina and Washington, D.C. 
All members of the NAIA executive 
committee are in Philadelphia and meet- 
ings were held several days last week 
prior to opening of the general conven- 
tion. These leaders include President 
Porter Ellis, Dallas; Executive Commit- 


tee Chairman and Vice President Cooper R. Mathews, veteran staff member, is 


M. Cubbedge, Jacksonville, Fla.; Hayne now assistant executive secretary and 
P. Grover, Jr., Greenville, S. C.; Peter director of advertising and public rela- 
J. Walsh, Denver; Fred H. Johnson, | tions. 

Columbia, Ohio; H. H. Nelson, Council The directors voted that the national 
Bluffs, Iowa; Milton R. Cheverton, San officers should not be required to — 
Diego, and Stafford H. Warner, Mem- so many state association conventio 


phis. as such is a severe physical strain as 


No decision was reached by the exec- well as taking them away from more 
utive committee on naming a successor important NAIA duties. 
to William toe as executive secre- Arthur F. Blum, of Rockaway, N. Y., 
tary. He left last December and James (Continued on Page 42) 
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| N RIO. = # es or anywhere else in the free world—outside North 


America—AlIU is equipped to handle all types of insurance for your clients. 


AIU policies are written on behalf of long-established U.S. insurance companies. 
Yet, they are tailored to the insurance peculiarities and to the laws and customs of 
the places where the risks are located. Claims are adjusted “on the spot” and 
losses are paid quickly—in any currency in which premiums are paid, including 
U.S. dollars if local laws permit. 


Remember . . . you need not be experienced in handling overseas risks to partici- 
pate in this growing field. Call or write the AIU office nearest you and let us 
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Deductibles, New Property Forms 
Feature EAC Conference Report 


Philadelphia, April 17: Lightning and 
mandatory wind deductibles, consolida- 
tion of Eastern forms of coverage, pro- 
gress on the public and_ institutional 
property form, deferred premium pay- 
ment plan, binder rule and motel multi- 
peril policy, and use of a combined fire 
and extended coverage rate featured the 
report of Chairman E. Stuart Windsor 
of the conference committee of the East- 
ern Agents Conference to the annual 
meeting of EAC here today. 

A meeting of this committee with the 
Eastern regional advisory committee of 
Inter-Regional Insurance Conference was 
held a few weeks ago. Present for the 
agents at this ering, in addition to 
Mr. Windsor, Baltimore, were Edgar S. 
Cook, Weymouth, Mass.; H. Earl Munz, 
Paterson, N. J.; Joseph A. Neumann, 
Jamaica, N. Y.; Elzey Walters, Jr., Stam- 
ford, Conn.; Frank J. Lowrey, Paw- 
tucket, R. I.; William J. Graul, Allen- 


town, Pa 








Inter-Regional Representatives 
Inter-Regional’s 
mittee were Chairman George B 
executive vice president of 
Washington; Walter R 

president, Great 


Attending for com- 
Salter, 
Providence 
Ewald, vice 
American Group; Law- 
rence C. Hall, vice president, New Hamp- 
shire Group; Victor Kurbyweit, vice 
president, America Fore Loyalty Group; 
J. L. Magenheimer, assistant U. S 
ager, Commercial Union-North British 
Group; L. M. Michel, vice president, 
Reliance; Paul W. Newman, second vice 
president, Travelers Indemnity. 


man- 
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E. STUART WINDSOR 


Also present were: Robert G. McKay, 
assistant manager, Insurance Informa- 
tion Institute; and K. H. Parker, general 
manager; R Beckwith, and F. W 
Doremus, assistant general 1 
Inter-Regional 

In presenting his review of that con 
ference to the Eastern agents today Mr 
Windsor said: 


$50 Lightning Deductible 

‘This $50 lightning deductible manda 
tory endorsement was recommended for 
countrywide use with the basic Dwelling 
and Contents Form including farms (but 
not Special Dwelling Building Form 
Broad Dwelling and Contents Form, nor 
Homeowners) because of the tremendous 
increase in nuisance or maintenance 
claims on the great number of electrical 
appliances and devices now used in the 


managers Ol 


home. It was indicated that many claims 
were not the result of lightning damage 
but merely replacements of television 


tubes, heating units in ] water heaters 
and electric power surge 
damage to pumps and motors, radios and 
clocks 

“In 1958 the General Adjustment Bu- 
reau tabulated 18421 such claims in 
seven Southern states during the months 
of August, September and October, and 
a like tabulation in the 13 Northeastern 
states showed 2,403 claims. About 4,580 
of the total claims in both areas applied 
to television sets, whereas in the South, 
9,365 claims applied 
and st 


stoves, also 


to electric hot water 


heaters 


ves 
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at Philadelphia 


“This endorsement has not been in- 
troduced in all rating jurisdictions in the 
Eastern territory. Your committee sug- 
gested that further study be made of 
this subject before urging its recom- 
mendation in those states where it has 
not yet been approved. It is our opinion 
that before approval is secured sufficient 
statistical data should be developed to 
justify this exclusion of coverage. 


Use of Mandatory Wind Deductible 


“One of our members raised the ques- 
tion as to why we could not have a 
‘buy back’ windstorm provision similar 
to that available on the Pacific Coast. It 
was pointed out that the countrywide 
recommendation of Inter-Regional calls 


for a Mandatory $50 wind deductible 
“While there is relatively little wind 
on the West Coast, numerous 


storms 
and the hurricane frequency on the East- 
ern seaboard warrants the use of a man- 
datory endorsement. and there appears 
to be no disposition on the part of the 
Eastern Agents Conference committee 
members to change the present method 
used in our territory 


Consolidation of Eastern Forms 


“Consolidation of forms had been on 
the agenda for progress reports at the 
past three meetings and the program was 
iginally instituted by the EUA and 
carried to completion by Inter-Regional. 
It is now reported that the Committee 
on Consolidation of Eastern Forms, 
which comprised the seven Eastern rat- 
ing managers, has completed three major 
forms 


“(1) Dwelling Property Form 


or 





replac- 


ing the basic Dwelling Building and 
Contents Form originally adopted in 
1941 

“(2) Household Personal Property 
Form—replacing the basic Household 
Furniture Form originally adopted in 
1941 for dwelling occupancy, but later 


converted to include furniture in apart- 
ments, hotels, stores and dwellings, but 
not in storage 


“(3) General Property Forms—which 
follows a pattern used in Middle De- 
partment territory for more than ten 
years whereby one form = serves for 
mercantile, manufacturing and other 
special occupancies, such as_ schools, 
churches, hotels, apartments. The form 


is designed for use with specific items 
or may be converted to blanket cover- 
age by appropriate wording on the face 
of the policy. 

What Forms Will Achieve 

“In general, these three basic forms 
contain most, but not all, of the permis- 
sive clauses shown in the various rules, 
and their use on a territorial basis will: 

“(a) Eliminate a number of specially 
prepared forms. 

“(b) Eliminate use of many endorse- 
ments now required to be attached, such 
as consequential loss, deferred premium 
payment, etc. 

“(c) Reduce cost of printing and stock- 
ing separate forms at each rating organ- 
ization 

“(d) Show uniform identification and 
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consolidated wording will assist adjusters 
in handling catastrophe losses. 

“(e) Reduce the number of forms and 
endorsements kept as,supplies in agents’ 
offices. 


“(f) Require central printing on a 
quantity basis and central distribution 
will reduce the cost of this necessary 


service to all companies. 
“It was noted that all time element 
forms in Eastern territory were consoli- 
dated in 1958 and the same forms bear- 
ing same identifying numbers, are used 
throughout the Eastern territory, and 
the same rules apply. ‘ 


_ “With the consolidation of the three 
fire insurance forms previously men- 
tioned, there will be a codification of 
rules as they apply to these forms, there- 
tore any specially prepared forms used by 
agents or brokers will follow the cover- 
age, endorsements, and clauses of the 
consolidated forms. 
Public and Institutional Property Plan 
_ “This Plan has been approved for use 
in all Eastern states except New Hamp- 
shire and New York. Currently it has 
heen | adopted in 42 states (and the 
District of Columbia) and has been favor- 
ably accepted by insureds and agents. 
“The general experience in the states 
where it has been operating for more 
than six months shows about 90% written 
blanket—10% specific. Nearly 50% are 
issued on a replacement cost basis and 
a very limited number covered on an 
‘all risk’ basis or ‘high deductible’ 
through so-called deviating or independ- 
ent filings. 


Deferred Premium Payment Plan 
_ “The deferred premium payment plan 
is Operating in all Eastern states except 
New Jersey and New York. The plan 


was originally tested on the Pacific 
Coast and in Virginia. It provides a 
simple method of calculating yearly 


payments and also any premium changes 
during policy term, as contrasted with the 
installment premium payment plan. 

“However, it does require the insured 
to pay a short rate earned premium if 
policy is cancelled by the insured, and 
this would apply particularly if a term 
policy with equal yearly payments is 
not continued by the insured at the end 
of the first year. 

“This protects the agent against 
switching and the general experience in- 
dicates that the number of incidents are 
insignificant where the insured deliber- 
ately fails to continue payment under 
the deferred premium payment plan. 


Binder Rule 


“The recommended binder rule requir- 
ing copies of binder to be cleared through 
the stamping departments of rating or- 
ganizations was again discussed and the 
same objections raised by the agents as 
in July, 1960 meeting. It was pointed out 
that no additional filings of the rule had 

(Continued on Page 43) 
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NAIA Committee Reports to Directors 


Property Committee, Agency Management, Educational, Rural 
And Small Lines Agents’ Group Cite Progress in Half Year; 
Membership Shows Slight Decline to Total of 34,487 


Philadelphia, April 18: Numerous com- 
mittees of the National Association of 
Insurance Agents presented midyear re- 
ports to the national board of state 
directors meeting here this week. One 
of the most important was that of the 
property committee headed by Julian A. 
Lenke, CPCU, of Cincinnati. He pointed 
to the evolution in insurance today and 
cited the following bureau filings made 
since the Atlantic City 1960 convention 
of NATA: 


Property Committee 


“Completely revised commercial prop- 
erty coverage program, a new public and 
institutional property plan, a_ special 
multi-peril policy program, together with 
forms for insuring motel properties and 
new forms for insuring apartment prop- 
erties under the special multi-peril pro- 
gram. 

“On the horizon are the new farm- 
owner's policy and the various additional 
classes of risks to be incorporated into 
the multi-peril program. 


Need for Liaison between Companies 
and Agents 


“Because of the energetic and dynamic 
influences affecting our business today, 
a better and closer understanding be- 
tween producers and companies is a vital 
necessity. Lines of communication should 
be always kept open, with cooperative 
and sympathetic attitudes being an urgent 
requirement of both groups; and_ this 
liaison should be fostered not only on 
the national level but also on a state 
level,” the report recommends. 

“The National Association through its 
officers and its committees and through 
its New York staff is striving continuous- 
ly to nurture and maintain harmonious 
contact with the various national rating 
and advisory groups. The accomplish- 
ments yielded by this type of liaison are 
real and rewarding. It is moreover, felt 
that the work of these national groups 
can be enhanced by committee work at 
the state level. An active property in- 
surance committee in each state can 
achieve rewarding results. 


Cooperation between NAIA and Building 
ners 


“The opportunity sometimes arises 
when much good may be accomplished 
by the property insurance committee in 
working on problems of other trade 
associations. Last fall Robert Battles 
had contact with the president of the 
Building Owners and Managers Asso- 
ciation and laid the groundwork for a 
discussion of problems being studied by 
the insurance committee of the Build- 
ing Owners Association. The chairman 
of your property insurance committee 
met with the chairman of their insurance 
committee as a result of this preliminary 
contact. It was gratifying to find that 
their chairman, A. L. Benjamin of Cin- 
cinnati, had a broad background of in- 
surance experience and had made a 
thorough study of the matters proposed 
for discussion. Briefly, these items con- 
cerned: 

“1, A standard system of fire insurance 
rating for apartment and office building. 
There is no thought that such rates 
should be equal, but belief that the same 
basic rating schedule should be used from 
state to state and that similar type prop- 
erties will receive equitable rating treat- 
ment. 

“2. A multi-peril package policy for 
office buildings. A large number of mem- 
bers of BOMA are apartment building 
owners. The new apartment house multi- 
peril package policy will undoubtedly be 
greeted with approval by such members. 


Mr. Benjamin feels that office build- 
ing owners will also welcome a package 
policy suited to their needs. 

“3. Lower liability rates for automatic 
elevators. The insurance committee of 
BOMA has studied the accident fre- 
quency and severity in the operation of 
automatic elevators and their figures in- 
dicate a much lower loss experience on 
such elevators. They feel the National 
3ureau of Casualty Underwriters should 
study the matter to determine if a reduc- 
tion in rate is warranted on elevators 
of the automatic type. 

“Discussions of this kind between trade 
organizations aimed toward the goal of 
improved relations on insurance matters 
are certainly to be encouraged,” said Mr. 
Lenke. 


Technical Conference Sub-Committee 
Meeting With Inter-Regional 
“The NAIA technical conference sub- 
committee, composed of the chairmen 
of the association’s technical committees, 
met with the officials of Inter-Regional 
Insurance Conference in New York on 
January 20. This was a day-long meeting 
and consideration was given to a wide range 
of agenda items. The scope of this mid- 
year report permits only a brief review 
of the highlights of that meeting as 

follows: 

“1. Commercial property coverage: The 
technical Conference Sub-Committee 
brought certain matters to the attention 
of Inter-Regional, namely, simplification 
of application forms and letter of author- 
ity, definition of vehicles to expressly set 
out commercial automobile, revision of 
the term salesmen to indicate only those 
salesmen who actually have merchandise 
or stock with them away from the 
premises. Inter-Regional was grateful 
for these suggestions. 

“2. Institutional property coverage: 
After considerable discussion of the self- 
inspection reports and annual bureau 
inspections connected with this form, 
Inter-Regional advised the technical con- 
ference subcommittee to urge the agents 
to contact the rating bureaus before com- 
mitting themselves definitely to the in- 
sured on a given program to make cer- 


tain of the requirements in each indi- 
vidual case. 

“3. ‘Off-premises’ coverage on mercan- 
tile manufacturing and non-manufactur- 
ing, non-reporting forms: Our subcom- 
mittee inquired about progress in the 
matter of giving automatic off-premises 
coverage on stock furniture and fixture 
and equipment on non-reporting forms 
with a 10%—maximum of $1,000, $5,000 or 
$10,000 feature. Inter-Regional stated that 
the matter was under consideration and 
that they were impressed by the reasons 
given for enlarging this coverage as re- 
quested. Our sub-committee has hopes 
of securing this extension of coverage in 
the near future,” the report states. 


Small Dwelling Risks 

“4. Small and low value dwelling risks: 
The agents noted that there had been 
complaints of lack of a market for the 
above-captioned risks. Our sub-commit- 
tee inquired about progress in improving 
the situation. At the meetings, Inter- 
Regional stated that they were working 
on a program which was. intended to 
alleviate the bad loss situation which is 
apparently being experienced by the com- 
panies on these low-valued dwelling 
risks, 

“Inter-Regional stated they were work- 
ing on a program which would utilize 
a loss constant factor. Since the Jan- 
uary meeting, the first evidence of the 
Inter-Regional project has appeared in 
Mississippi where the rating Bureau has 
made a new filing on low-valued dwell- 
ings. The filing includes a loss constant 
on dwellings, an increase in the minimum 
premium, a change in the term discount, 
and a rule that the minimum premium 
applies per building and not per policy. 
Other rating Bureaus are expected to 
follow suit. 

“5. Rental value premium adjustment 
form: Our committee pointed out that 
requests have been received concerning 
the introduction of the above form into 


territories where it is not presently 
available. The form as used in some 
territories contains a premium adiust- 


ment clause and a verification of values. 
Inter-Regional informed us that they 
were exploring the possibility of a na- 
tional recommendation of this form. Fol- 
lowing the meeting, some individual rat- 
ing bureaus in the Mid-west did produce 
such a form. The Mid-west forms are 
not tied to a nation-wide program under 
study by Inter-Regional. This latter 
program has not reached its final stages, 
and there are still some objections to 
the program from some companies. How- 
ever, the action of the Mid-western 
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bureau will satisfy requests from that 
particular area.” 


Small Drop in Membership 


Chairman Joseph L. B. Murray, Wash- 
ington, D. C., of the local board and 
membership committee reported that as 
of April 1 there were 34,487 members of 
NAIA, compared with 34,771 last Sep- 
tember 1. Non-payment of dues con- 
tinues to be the major reason for drop- 
ping members, and the next leading 
cause is mergers of agencies. It is 
estimated there was a 30% increase in 
agency mergers this year. 


Agency Management 


Chairman E. P. Simon, Chicago, of the 
metropolitan and large lines agents com- 
mittee, told the directors that “This com- 
mittee is still working with the various 
representatives of the Factory Insurance 
Association in the hope of having a top 
level meeting to discuss the various 
matters pertaining to the operations of 
the FIA, particularly on deductibles and 
installment payments. 

“Heretofore, various organizations in 
the industry have been approaching the 
FIA individually. It seems to me that 

(Continued on Page 44) 
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Ellis of NAIA Calls on Agents to 


Protect Affirmative Regulation 





Philadelp ril 17 Pres 

Porter Ellis, f National Asso- 

a f Is rents, reiterated 

s strong op amending state 
ating laws t "V of new or re 
vised € nd liability rates without 
prior approval of the Insurance Super- 

tendent. He told the combined meet- 
ing of Eastern Agents Conference mem- 
bers at 1 he N ATA Nati yal Boa 1 


State Directors this morning that “it is 





ime to raise our voices “end be heard in 
is industry, so the regulatory author- 
ities will recognize the power we as 
lepend ! The best in- 
erest be served by 
ig regulation of in- 
surance at state level rather than through 
a negative approa 
Mr. Ellis predicted that the report of 
he Senate subcommittee on antitrust 
id monopoly—known as the e O'Mahoney 
Committee—on rate making will be re- 
leased within the next few weeks. He 
does not know what recommendations 





rein, but presumes 
open competition 
he rating bill 
rict of Columbia. 
hearings held in 
Senate committee 
competition and 
sh nuld be revised 
competition, 
Board of Fire 
ation of Casualty 
: Marine Under- 
in supporting the “no 
plan for rates and forms 
not med by the 


to encourage such 


Nati nal 





yval” 
: 
naturally 


prior appr 


. le 
weic 


ident 


agents, he s 





PORTER ELLIS, CPCU 


said. The national association 
feels such “will create chaotic conditions. 
We oppose general elimination of re- 
quirements me prior approval although a 
few states, California, Idaho and Mis- 
souri, have eon ated under that method 
for some years. Most state associations 
are opposed to the National Association 
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of Insurance Commissioners 
any rating bill removing prior 
Mr. E lis stated emphatically. 


preparing 
approval, 
Even the 


California Association, he said, recog- 
nizes the danger to the business as a 
whole if such revisions in the laws are 
made in all states. 

‘We are confronted with an experi- 
mental philosophy of rate regulation” 


“It is really ‘no 
could increase 


President Ellis declared. 
regulation.’ Competition 


drastically. Such changes would create 
severe financial problems for small in- 


surance companies not gobbled up by the 
giants, and lead to many enforced 
mergers.” 


NAIA Ad Plans 


(Continued from Page 39) 


past president of the New York State 
Association, outlined briefly the experi- 
mental research work on automated 
agency accounting. This program, car- 
ried on with Recording & Statistical 
Corp. is attracting wide interest. Mr. 
Blum feels this plan for clearing agency 
paper work through a central office with 
automatic machines will permit agents 
to devote much more time to selling and 
servicing accounts. He said there is 
now a $100 set-up charge for an agent 
using this service plus $65 a month for 
the first 400 items processed, with some- 
what lower costs for additional items 
BROKERS EDUCATIONAL FORUM 
Safe Driver Insurance Plan to Be Dis- 

cussed at April 26 Meeting in 

New York City 

A no-holds-barred panel discussion on 

the new Safe Driver Insurance Plan, now 


in effect in New York State since 
March 1, will be the feature of the 
Educational Forum of the Greater New 
York Insurance Brokers’ Association, 
Inc. to be held April 26, at 7:30 p.m. 
in the Sheraton-Atlantic Hotel, Manhat- 
tan. 


At the February forum meeting of the 
brokers association, a representative of 
the National Bureau of Casualty Under- 
writers presented a general outline of the 
plan, its discounts for good drivers, its 
surcharges for drivers, and the rate in- 
creases which also were put into effect. 
At the forthcoming meeting, according 
to Marshall Rubenstein, chairman of the 
brokers association’s Education and 
Forum Committee, the practical aspects 
of the plan will be discussed. The panel 
will consist of members of the board of 
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directors of the Greater New York In- 
surance Brokers’ Association. 


Mr. Rubenstein, who will act as moder- 


ator, said that the Safe Driver Plan is 
“unquestionably today’s number one 
topic in the insurance business.” The 


panel will be unrehearsed and brokers 
will be free to ask their questions in a 
spontaneous manner. 


Frank B. Hall Promotions 

President Egon H. Ottinger of Frank 
B. Hall & Co., Inc., New York Inter- 
national insurance brokers and average 
adjusters, has announced the promotion 
of Charles A. Severs, James T. Bryan, 
Jr. and Bart M. Kevins to be vice presi- 
dents. 


DAVID NORTH AGAIN OBLIGES 


David A. North, New Haven, who has 
missed only about three NAIA annual 
meetings in nearly 40 years, ag Zain played 
the piano for the singing of “America.” 
at the EAC Conference in Philadelphia. 
He has practically inherited this pleasant 
duty. Mr. North is a past president of 
NAIA, having served 20 years ago, 
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Johnson to Agents 


(Continued from Page 38) 


of its many aspects. Let us in this 
manner remove permanently the doubts 
and misunderstandings that may exist 
between us on this important question.’ 

Mr. Johnson outlined the company as- 
sociations’ position concerning prior ap- 
proval of rate filings. “Quite obviously, 
we could not confer with agents until 
we had arrived at a consensus within 
our own company ranks,” he stated. 
“The virtually unanimous support for our 
program by member companies is a 
monumental accomplishment and one 
which proves the wisdom of our deliber- 
ate and painstaking approach to the 
subject. 

“Now we have reached the point where 
we must convince our agents that the 
course we have chosen is the wisest 
from their point of view as well as our 
own. I am still very optimistic about 
this because I am quite sure that our 
member companies will remain resolute 
in their position and I cannot see how 
our company-agency house can remain 
divided when both interests are sub- 
stantially identical. Sometimes it is the 
irreconciliabilitv of conflicting interests 
that make an issue insoluable but such 
cannot be the case here because the 
future of both companies and agents 1s 
inseparably conmetton and what it harm- 
ful or good for one is bound to be the 
same for the other.” 

Urging agent-company 
Mr. Johnson said: y 

“The way of survival for American 
agents is to assist their companies as 
well as they can to keep abreast of com- 
petitiv e changes and to stem the tide of 
invasion of our business by direct writers. 

“Those who would have you resist change 
and thwart the efforts of your compa- 
nies to preserve the vitality of the Amer- 
ican Agency System are for the most 
part mutuz ils and others who were never 
really a contributing part of that system. 

“The reactionary advice you are re- 
ceiving comes from those who were al- 
ways on the periphery and who have 
taken constant advantages of the mar- 
ginal areas resulting from traditional 
methods of doing business. 

“One has only to look at the attitude 
displayed by mutual companies regarding 
our approach to rate regulation to discern 
the similar motivations of others who 
would have you resist change. Quite 
naturally, the mutuals fervently wish to 
preserve the old system where stand- 
ardized rating practices permitted their 
competition not through price, coverage 
or service but rather through payment 
of dividends to policyholders. The mu- 
tual companies take a jaundiced view of 
any system which will necessitate their 
forsaking the dividend approach and 
adopting competitive pricing methods. 

“Tt seems to me that agents country- 
wide should have perceived long ago that 
the all-industry form of rate regulatory 
law and its built-in ‘prior approval’ 
device which shackles traditional stock- 
agency companies while others are free 
to take advantage through use of par- 
ticipating policies, independent filing, or 
the like, cannot help but be bad for 
the agents as well as their companies.” 


cooperation, 


No Prior Approval Background 

Mr. Johnson pointed out that the no 
prior approval provision was one of 
nine principles included in the bill sub- 
mitted to the National Association of 
Insurance Commissioners last February 
by the three associations. 

Discussing the background of no prior 
approval, he said: 

“Our approach to rate regulation is a 
sincere attempt to preserve the American 
Agency System and to keep it workable 
under present-day competitive condi- 
tions. We believe that it is to the 
advantage of agents that their rag 
nies be enabled to compete effectively i 
today’s insurance market without a 
placed at a competitive disadvantage 
due to administrative procedures, and we 


believe that in this manner our agents 
will themselves be more effective in 
meeting insurance needs of the public.” 

Mr. Johnson said that the company 
associations’ position has been referred 
to as a new approach. “That is not so in 
reference to dispensing with ‘prior ap- 
proval’ of rates,” he emphasized, point- 
ing out that this was the position “which 
our three associations took back in 1945 
when the general rate regulatory pattern 
was first being considered following the 
McCarran Act. Neither is the ‘no prior 
approval’ approach new as far as a num- 
ber of states are concerned where this 
type of law has operated satisfactorily 
for many years.” 

In support of his stand opposing prior 
approval, Mr. Johnson said: 

“We believe it ts wrong to have com- 
panies which remain full members and 
subscribers of rating bureaus retarded 
in their efforts to compete through the 
slow operation of the prior approval 
mechanism, and we are surprised and 
dismayed that agents do not feel this 
just as strongly as their companies. 

“There has been considerable talk, 
mostly in generalities, about the im- 
mediate use provision encouraging rate 
wars and destructive competition through 
the introduction of ‘flash filings’ and the 
like. Certainly such has not been the 
case in many states where immediate 
use of rate filings are now permitted, 


nor have the laws in these states been 
regarded as injurious to the public in- 
terest. 

“Our approach would consolidate in 
one bill the regulation of rates for fire, 
casualty and inland marine,” he said. 
“It would dispense with ‘prior approval’ 
and substitute a provision for ‘filing with 
right of immediate use,’ while retaining 
the Commissioners’ full power of ‘sub- 
sequent disapproval’ subject to clarified 
statutory standards; it would permit 
complete freedom of action for sub- 
scribers of rating bureaus and give the 
same degree of freedom to members 
unless the rating bureau should adopt, 
with the approval of the Commissioner, 
a rule requiring members, before making 
independent filings, first to request the 
rating bureau to make such filings on 
their behalf. 

“It would also provide for the rating 
bureau’s inclusion of a rule excluding 
from membership and relegating to sub- 
scribership companies which elect to 
make independent filings. It would per- 
mit any company to subscribe for rating 
bureau services without the necessity of 
appointing the rating bureau to make 
filings on its behalf, while still retaining 
the right of the subscriber to request 
filings to be made on its behalf on 
either a bureau or an agency basis, as 
well as the right to deviate from bureau 
filings. It would provide specifically for 


“ANOTHER 


reports Everett Stelzner, 
St. Paul Agent, 
Edina, Minn. 






“Sold! Five policies to 


SUCCESS!’ 


one new customer with 


ST. PAUL'S AUDIO-VISUAL” 


‘‘Best selling partner I ever had,” says 
Everett Stelzner, St. Paul Agent, about 
his Audio-Visual Unit. ‘‘Prospective 
customers are fascinated. In one call, 
I sold five policies. I guess it’s true, 


films. These films dramatize risks. Help 
people remember up to 84% more of 
the sales message. Results in a greater 
proportion of sales for our Agents. 


Get full details . . . and find out how 


one picture is worth a thousand words!” . you can be a successful St. Paul Agent 


At St. Paul, we believe in Audio-Visual. 
Already we are producing our own 


HOME OFFICE 

385 Washington St. 

St. Paul 2, Minn. 

NEW ENGLAND DEPARTMENT 


10 Post Office Square 
Boston 2, Massachusetts 





by writing to your nearest St. Paul 
Branch Office. 


EASTERN DEPARTMENT 


90 John Street 
New York 38, N.Y. 


PACIFIC DEPARTMENT 


Mills Building 


TOe [reer 
® San Francisco 6, California 


The Agency System...An American Tradition 





rating bureaus to make charges for 
services rendered and services used. It 
would authorize rating bureaus to adopt 
reasonable rules requiring uniform sta- 
tistical reporting by members and sub- 
scribers, and it would expedite the statu- 
tory procedures for hearing and judicial 
review and otherwise clarify the legal 
rights of companies seeking rate relief. 

“Our approach to rate regulation is 
a sincere attempt to preserve the Amer- 
ican Agency System” he said, “and to 
keep it workable under present- day com- 
petitive conditions. We believe that it 
is to the advantage of agents that their 
companies be enabled to compete effec- 
tively in today’s insurance market with- 
out being placed at a competitive dis- 
advantage due to administrative proce- 
dures, and we believe that in this man- 
ner our agents will themselves be more 
effective in meeting the insurance needs 
of the public. Since our approach seems 
clearly in the best interests of agents 
country-wide, we find ourselves at a loss 
to understand the reasons for the vocal 
opposition in agents’ ranks. 

“Putting aside legal considerations and 
looking at the practical side, surely 
agents cannot shut their eyes to the com- 
petitive market in major lines of insur- 
ance which has already gone far beyond 
the expectations of 15 years ago, to an 
extent which almost challenges as un- 
sound and impractical the entire concept 
of regulating price in such an inten- 
sively competitive business.” Continuing 
Mr. Johnson said: 


Avoid Delay in Rate Changes 


“Among all the other practical reasons 
for the course we now recommend, the 
principal one is the avoidance of aa 
in giving effect to necessary rate changes 
The unresponsiviness of bureau rates to 
competitive needs has been accentuated 
by the advent of multi-peril or pack- 
age forms of coverage and their separate 
classification for rate-making purposes. 
These developments have already 
stripped rating bureaus of large areas of 
control over rates and forms, leaving 
them completely subject to competitive 
trends. 

“We believe it is wrong to have com- 
panies which remain full members and 
subscribers of rating bureaus retarded 
in their efforts to compete through the 
slow operation of the ‘prior approval’ 
mechanism—and we are surprised and 
dismayed that agents do not feel this 
just as strongly as their companies. 

“How can the fact be ignored that 
while the all-industry pattern of rate 
regulation contemplated a ‘single stand- 
ard’ for rate filings no matter how made, 
what has actually emerged is a ‘double 
standard, with the consequence that 
companies which remain full members or 
subscribers of rating bureaus now find 
themselves at a great competitive dis- 
advantage. It does little good merely to 
voice objections to this or to recite pious 
declarations in disfavor. Since the root 
cause is the statutory mechanism, the 
only real remedy is a statutory amend- 
ment.” 


(To Be Concluded) 





Windsor Report 
(Continued from Page 40) 


been made in Eastern territory by the 
several rating organizations, and in keep- 
ing with its practice, Inter-Regional In- 
surance Conference, as an advisory or- 
ganization, has not followed up the re- 
sults of its recommendation at the rating 
organization level. 


“Use of combined fire and E.C.E. rate 
the feasibility of rating organizations 
publishing a combined rate was discussed. 

It was pointed out that while some 
advantages might accrue, the disappear- 
ance of separate statistics needed for rate 
level reviews, particularly in the highly 
volatile windstorm areas, would more 
than offset any advantages at this time.” 
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National Fire Makes 
Several Promotions 


BREEDING, ROLFE VICE PRES. 





Cooke and Gaskell Adesnesl to Secre- 
taries; Goslee, Jr., and Walker, Jr., 
Now Assistant Secretaries 


Following the annual meeting of the 
National Fire in Hartford, President E 
H. Clarkson announced re-election of all 
directors and a number of staff promo- 
3reeding and 


tions. Secretaries R. L 

C. L. Rolfe were advanced to vice pres- 
idents; Assistant Secretaries F. H. Cooke 
and J. M. Gaskell were promoted to 
secretaries; and S. H. Goslee, and W. 
W. Walker, J r. were elected assistant 


secretaries 

Mr. Breeding, a graduate of Tulane 
University, joined the National in 1954 as 
marine supervisor at New Orleans. He 
was brought to the home office in Hart- 


ford as marine superintendent in 1956 
and was elected assistant secretary the 
next year. In 1959 he was advanced to 
secretary. Vice President Breeding will 


have supervision of marine-multiple peril 
operations of the National Companies 

Vice President O. A. Ogden, formerly 
in charge of marine-multiple peril opera- 
tions, will continue his present adminis- 
trative duties and in addition will assume 
added responsibility for countrywide pro- 
duction of all classes of business 


Mr. Rolfe attended Har tford College 
of Law. Associated with the National 
since 1923, he served as field representa- 


tive in Maryland, Pennsylvania and Dis- 
trict of Columbia before being called to 
the home office in 1945 as superintendent 


of the loss department. He was elected 
assistant secretary in 1947 and secretary 
in 1952. Vice President Rolfe will con- 
tinue to act as reinsurance and under- 
writing coordinator for the National 
Companies 

Mr. Cooke graduated from Lehigh 
University and joined the National at its 
Boston office as marine supervisor in 
1954. In 1957 he was brought to Hart- 


agency superintendent to assist 
in the development and underwriting of 
marine-multiple peril business. He was 
elected assistant secretary in 1959. As 
secretary, Mr will continue to be 
responsible for agency production and 
field supervision in certain Middle Atlan- 
tic and Southern states 

Mr. Gaskell attended the 
otf New Hampshire and Washington 
State College before he joined the Na- 
tional in 1952 as marine loss superintend- 
ent at the home office. He became super- 
intendent of the loss department in 1957 
and was elected assistant secretary in 
1959. Secretary Gaskell will assume re- 
sponsi bility for operation of the com- 
panies’ loss department, succeeding Vice 
President C. J. Adams who has accepted 
a position in Chicago as general claim 
attorney for the Continental Casualty, 
parent company of the Continental-Na- 
tional Group. 

Mr. Goslee is a native of 
Conn., and a graduate of 
in Hartford. He 
the National in 1946 
Was appointed special 
N. Y. He was 
1957 and 


ford as 


( pe 


University 


Manchester, 
Trinity College 
associated with 
and the next year 
agent at Albany, 
named agent in 


became 


State 


agency superintendent in 1960 
when he was called to the home office 
at Hartford to assist in field and agency 
work. Assistant Secretary Goslee will 
continue to have charge of agency pro- 
duction and field supervision in certain 
Middle Atlantic and Southern states. 

Mr. Walker was born in Hartford 


He attended Washington and Lee Uni- 
versity in Virginia, then joined the Na- 
tional at the home office in 1943. Ap- 
pointed special agent at the Hartford 
service office in 1948 and state agent in 
1957, he was named agency superin- 
tendent in 1960 to assist in field and 


agency work at the home office. Assist- 
ant Secretary Walker will continue to 
be responsible for agency production and 
field supervision in the New England 
states. 


Kaufman Vice President 


Of Spero-Whitelaw Co. 

The long established insurance bro 
kerage firm of Spero-Whitelaw Co., Inc., 
235 Park Avenue South, New York City 
announces appointment of William E 
Kaufman as vice president. Mr. Kaufman 
a graduate of the Horace Mann School 
and Columbia University, brings to the 


firm 12 years of experience at the then 
New York Mutual Casualty and White- 
hill Agency, Inc. 

A World War II veteran Mr. Kauf 


man has been active in civic affairs since 
moving to Armonk six years ago. These 
include Troop Committeeman of Boy Scout 
Troop #2, Little League, Red Cross, 
School Nominating Committee and treas- 
urer of the North Castle Lions Club. 


Society Course on 


New Homeowners Forms 
The new Homeowner’s forms 1, 2, 3, 4, 
and 5 will be discussed in a special course 
beginning May 3 at the Insurance Society 
of New York. The instructor, T. R. 
Schulz, assistant manager of the under- 
writing department, Home Insurance Co., 
will discuss these contracts and rules 
governing their issuance. The A. B. and 
C forms will be used for comparative 
purposes. 


Classes meet on Wednesday evenings 
from 5:30 to 8:30 p.m. for five weeks 
and the tuition is $25. Registration may 


ciety’s office, 225 


York City. 


be completed at the S 
Broadway, New 


NAIA Reports 


(Continued from Page 41) 


it would be better to have a_ united 


front 
“T have been approached by the Na- 
tional Association of Casualty and Surety 


Agents, the National Association of In- 
surance Brokers, and the National As- 
sociation of Surety Bond Producers to 
have the National Association of Insur- 
ance Agents join them in a meeting with 
the FIA. I recommend that the NAIA 
participate in the setting up of such a 
meeting.” 
Educational Developments 

Progress in the educational field was 
reviewed by I. A. Rosenbaum, Jr., Meri- 
dian, Miss., chairman of the educational 
committee. He told the directors that 
“following the directive of the executive 
committee in Atlantic City last Septem- 
ber, the Insurance Institute of America 
program has been activz ated | by this com- 
mittee. This program which Pe both 
the classroom and self-study approach, is 
gradually receiving acceptanc e in virtual 
ly every section of the country 


“Dr. Edwin S. Overman of the Insti- 
tute, who has visited with groups 
throughout the Southwest and Midwest, 


has received many requests for informa- 
tion about the program from local boards 
and state associations. Inquiries con- 
cerning this type of educational ap- 
proach received by our New York office 
for educational assistance are channeled 
directly to the institute in Philadelphia 
relieving the amount of work for our 
staff and, at the same time, giving agents 
and their employes a concrete, sound, 
and professional insurance education 
program. The program has been tried in 


Washington, D. C. and has shown satis- 
factory results for the participants. 

“We are finding that insurance 
women’s associations are apparently more 
interested than the agents; but we are 
finding groups of agents, unaffiliated with 
local boards who organized themselves 
for the purpose of utilizing this study 
program. The local boards should be 
awakened to the need for organizing 
groups of ten or more to participate in 
this program. 


McGraw-Hill Series 

_“The first of this series, Dr. Curtis M. 
Elliott’s book Property and Casualty 
Insurance which was introduced at the 
Atlantic City convention, is now in its 
second printing, and has sold 4,900 copies. 
“Two new manuscripts have been re- 
ceived by the New York office. One, 
dealing with the building of a successful 


agency, has been reviewed by the New 
York staff and is being processed by 
McGraw-Hill. The other, a secretary's 


handbook, is under review in New York. 
It is expected that a third manuscript 
on boiler and machinery insurance will 
be submitted in the near future. 


National Educational Institute 


“The second National Educational 
Institute will be held at Ohio State Uni- 


versity in Columbus, Ohio, June 18-23. 
Che institute divides itself on three 
bases: number one covers fundamentals 


f insurance; 
and three 
agement. 


two 
covers 


covers basic rating; 


advanced agency man- 


“On the advanced agency management 
program, the following subjects will be 
covered: custom-made coverages through 
surplus lines, office management and or- 
ganization, electronic accounting for 
every agency, agency legal problems, an 
advertising program that sells, increased 
profits from fidelity and contract bond- 
ing, current changes review, and a panel 
discussion on ‘Sell and Service that In- 
dustrial Account’. 

“After conference with the Ohio Asso- 
ciation, we are setting up advance pub- 
licity through the national office. The 


past Institute was completely successful 
and the harmony, teamwork, and co- 
operation with the Ohio Association 
Promises equal success for this year. 


Consideration for the location of the 
third educational institute will be taken 


up by the committee at its next meet- 
ing 


Rural and Small Lines Agents 
Committee 


\s a result of many months of effort, 
the Farm Package Policy will finally 
hecome a reality, reported C. D. Swett, 
Woodland, Calif., chairman of the rural 
and small lines agents committee. “It is 
felt that this policy will serve the needs 
of our membership. It was made pos- 
sible due to the assistance of the multi- 
peril committee of Inter-Regional In- 
surance Conference, and the research 
brief concerning this package contract 
prepared and submitted by NATA. Ac- 
knowledgment should be made to Dean 
Matthews, CPCU, a member of this com- 
mittee from . Ashland, Kan., who accepted 
the assignment to head the subcommittee 
responsible for the preparation of our 
brief: the NATA staff in the research 
and development department, and Harry 
Perlet, manager of the multi-peril divi- 
sion of Inter Regional. 


“It is recommended that consideration 
be given to changing the name of this 
committee to ‘Rural Agents Committee’. 
Present day trends in our business with 
the growth in rural areas, coupled with 
mergers of agencies, make the present 
name archaic. It is believed that this 
change would make it possible to develop 
more interest and enthusiasm from the 
membership. Over the past four years, 
your chairman has detected considerable 
resentment from members of this com- 
mittee to the words ‘Small Lines.’ Many 
active rural agents are large producers 
who have attained the professional abil- 
ity and respect of their urban counter- 
parts. 

“This committee will participate in the 
seminar or panel type program at the 
national convention in Dallas, On Tues- 


day morning from 9:30 to 12 noon, in 
cooperation with the property committee, 
we have obtained two speakers who will 
take part in this property insurance and 
personal lines program. Your chairman 
and Julian A. Lenke, CPCU, chairman 
of the Property Committee, have ar- 
ranged a meeting in Philadelphia to co- 
ordinate and finalize this program. This 
and similar programs scheduled for 


Tuesday should have a greater attendance 


and prove to be far superior to the 
traditional breakfast and luncheon type 
programs sponsored by each committee 
in the past. 


Cut 
paperwork, 
up prof its 
py selling 


MORTGAGE 
SECURITY 
INSURANCE 


i lume 
in vos 


A single call to a single mortgage in- 
stitution can open the door for sales 
to every home owner it represents. 
The door-opener: Mortgage Security 
Insurance—a policy with outstanding 
advantages for the institution, its 
home mortgage customers, and you. 

Interested? Here’s how it works: 
The policy assures a home owner that 
if he is totally disabled and unable to 
work because of sickness or accident, 
his mortgage payments will be made 
for him after a short elimination 
period. It pays, in fact, for as long 
as 10 years if disability is the result 
of an accident, and 5 years if the 
result of sickness. 

Just what home owners—and mort- 
gage institutions — have requested. 
Contact with home owners is made by 
the mortgage institutions for you on 
mailers, enrollment cards and sug- 
gested form letters supplied by The 
Fund. The decision to enroll or not 
rests entirely with each home owner. 
No high-pressure! And operations, 
including billing and collecting, are 
streamlined for simplicity and low 
cost. 

And you can sell more when backed 
by The Fund of Experience. Full of 
vigor, built on strength, and fast to 
serve, The Fund knows how to help 
you grow. 

Start growing right now—by tying- 
in with the big, nation-wide push for 
Mortgage Security Insurance® sales. 
For complete information and promo- 
tional tips, write Disability Division, 
The Fund Insurances Companies, 3333 
California Street, San Francisco 20, 
California. 





* Available in most States. 
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American Mutual Alliance Claims 
Conference Hears MacLean, Lowry 


A new emphasis on company claims de-tion to that of physical and vocational 


partments and a prediction on future 
property-casualty underwriting earnings 
were presented at American Mutual In- 
surance Alliance’s annual three-day mu- 
tual claims conference this week at the 
Statler-Hilton Hotel in Washington. 

Property-casualty insurance company 
management is coming to recognize that 
claims departments may provide the most 
vital assistance in solving many prob- 
lems facing the business, Robley D. Mac- 
Lean, Wakefield, Mass., claims vice pres- 
ident, American Mutual Liability Insur- 
ance Co., brought out. There must be 
developed an entirely new breed of high- 
ly skilled and specialized claimsmen 
bearing little resemblance to the old-time 
claims adjuster. They are needed because 
of radical changes in the problems in- 
volved in handling insurance claims, he 
said, 

H. J. Lowry of Detroit, Michigan Mu- 
tual Liability president, also told senior 
claims executives during the conference, 
that future underwriting earnings of 
property-casualty insurance companies 
will come from cutting the percentage of 
the premium dollar paid out for losses 
rather than from cutting operating ex- 
pense. 


MacLean Lists Problems 


Among the problem areas listed by Mr. 
MacLean were: 

Multiple-line underwriting, which con- 
fronts claimsmen with coverages having 
an entirely different concept of applica- 
tion at a time when tort and contract law 
has entered an accelerated period of 
transition; “even simple fire claims are 
no longer closed when the loss is adjusted, 
but must be carefully investigated for 
development of possible subrogation ac- 
tions.” 

Revision and liberalization of rules of 
procedure in Federal and many state 
courts; examples are increased use of dis- 
covery proceedings which require divulg- 
ing insurance policy limits, and increased 
use of demonstrative evidence. 


Statutory provisions which impose ob- 
ligations upon defendants engaged in 
construction work; examples are found 
in the New York Labor Code and the 
Illinors Scaffold Act. 


Departure from previous concepts of 
law as to negligence and breach of war- 
ranty in products liability. Exposure of 
insurance carriers to possible payment 
beyond policy limits, where negligence 
or bad faith in handling of a claim is 
charged. 

The need to weigh a jury’s sympathy 
for the plaintiff and his injuries in the 
light of the plaintiff's contributory neg- 
ligence. Jurors are unimpressed by the 
facts in situations where injuries are 
severe, and eventually this may lead to 
a different kind of compensation for 
such injured plaintiffs. 

Increase in number of policies and the 
frequent changes in them under the 
concept of “package policies” written in 
confusing and complex form; the in- 
creasing popularity of health insurance 
and the prospect that eventually it will 
be extended to all forms of disability. 

The new concept of workmen’s com- 
pensation insurance as workmen’s re- 
habilitation insurance; this means a 
shift of emphasis from the legal to the 
medical approach, from compensation 
to rehabilitation, from mere payment 
of medical bills to medical direction, 
from the idea of financial indemnifica- 


restoration. 
Claimsman Must Know Medical Circles 


“The claimsman now is faced with the 
job of arranging medical care or setting 
up a rehabilitation program, if neces- 
sary, on each case assigned to him,” 
Mr. MacLean declared. “This calls for 
advance planning. and team-work in- 
volving the techniques and disciplines of 
an ever-expanding number of medical 
and paramedical specialists. He must 
know his way around medical circles. 
He must have an extensive knowledge 
of lay medicine, but he must never prac- 
tice it. He must be able to talk to doc- 
tors in their own language. He must be 
able to read, understand, and interpret 
medical records and reports. He must 
have a thorough knowledge of all med- 
ical and rehabilitation facilities in his 
territory. And above all he must recog- 
nize his responsibility for service.” 

Mr. MacLean pointed out that the 
American Mutual Insurance Alliance has 
adopted the following official position 
on the relationship of rehabilitation to 
workmen’s compensation. 

“The aim of the workmen’s compen- 
sation system is to compensate for 

(Continued on Page 46) 


SW INDEMNITY’S INCOME UP 





Southwestern Showed $336,779 Improve- 
ment In 1960; Establishes Dallas H.O.; 
Orr Named Agency Supervisor 
The opening of Southwestern Indem- 
nity home offices in the American Bank 
Building in Dallas, Texas, a sizeable up- 
trend in net income during 1960, and 
the appointment of Roy Orr as agency 
supervisor have been announced by 

Wendell Berman, president. 

Previously, Southwestern maintained 
its home office in Waco. However, ex- 
plained Mr. Berman, soon after Preferred 
Insurance Co. of Grand Rapids, Mich. 
acquired Southwestern last year, it was 
found necessary to up-date the company’s 
facilities to meet increased demands 
from new Southwestern agents result- 
ing from the many additional insurance 
coverages announced by management. 
The new home offices in Dallas will en- 
able the company to widen its operations 
again this year, from a more centralized 
marketing area of the southwest. 

The net income of Southwestern 
showed a $336,779 improvement in 1960 
over 1959. Total net income for 1960 
amounted to $198,810. Profits from under- 
writing operations for the year were 
$37,699. In 1959 the company had an 
underwriting loss of $143,611 and sus- 
—. a total net income reversal of 
$137,969. 

The appointment of Roy Orr as agency 
supervisor of Southwestern is the initial 
step in establishing an entirely new 
Texas agency system, stated Mr. Ber- 
man. In commenting on this, he explained 
that prior to Preferred’s acquisition of 
Southwestern, most of the company’s 
business came from specialized auto- 
mobile insurance agents. However, South- 
western’s new program makes a wide 
range of insurance coverage available 
to both large and small agencies alike. 

Mr. Orr came to Southwestern from 


Pacific National Fire for whom he was 
special agent in 


Texas since 1956. 





A walk 
is as 
good 

as a hit 


Putting wood to leather is not the only way to put runners on the bases. 





Nor is there 


always a solitary solution to an insurance problem. Finding the one BEST solution 


often requires creative imagination as well as knowledge. 


A large measure of Public 


Service Mutual’s 37 year growth stems from our knack for creating imaginative and 


sound answers to insurance questions. 
with P.S.M.? 


Wouldn’t it pay you to strike up a friendship 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








10% DEVIATION: 

Automobile bodily injury and 
property damage liability: al! 
classes. 


MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Hempstead: 138 Front St., ROBERT ZMOOS, 


Mgr. ° 


New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs St., 


W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. ° 
Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. * Miami: 1103 So. 


Miami Ave., THOMAS H. RIGGINS, Mgr. ° 


Mgr. 


E, Orange: 61 Lincoln St., IRVING GROVES, 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 





Universal Automobile Ins. 


Opens Columbia, S. C. Office 


Universal Automobile Insurance Co. of 
Indianapolis has expanded its South 
Carolina facilities. A branch office has 
been opened in Columbia in conjunction 
with State General Agent, the D. D. 
Murphy Agency. Doyle D. Williams, 
sisted by Robert J. Collins, 
of the company’s office. 

Mr. Williams, a member of the Indi- 
anapolis Casualty Underwriters Associa- 
tion, has a broad background in the 
automobile underwriting field and has 
served the company as assistant under- 
writing manager. 

Mr. Collins, a graduate of University 
of South Carolina, is president of the 
Columbia Claims Association. Formerly 
a branch manager for the James C. 
Greene Co., Mr. Collins recently resigned 
this position in order to assume his new 
responsibilities with Universal. 


as- 


is in charge 


Safe Driver Ins. Plan in 


N. J. Effective on June 1 
The NBCU-NAUA safe driver insur- 
ance plan and their special low-cost 
automobile insurance plan have received 
approval in New Jersey and will become 
effective in that state on June 1, it is 
announced by these two national rating 
organizations on behalf of their over 200 
affiliated companies. 


At this same time, basic premiums for 
auto liability insurance for private pas- 
senger cars are being revised, the over- 
all effect being 2.6% average increase 
with reductions in some territories. 

These revisions are not related to in- 
troduction of the new policy and plan, 
NBCU said, but are based on a review 
of the latest available loss experience 
datat of the companies in New preen, 

Basic premiums for automobile physi- 
cal damage insurance coverages, which 
reimburse the insured for damage to his 
own automobile, remain unchanged. The 
NAUA explained that it revised pre- 
miums for these coverages effective last 
December 21, and that the changes ~ 
duced an overall saving of over $2,300 
000 a year to New Jersey motorists. 

It is estimated that over 70% of New 
Jersey motorists insured by the com- 
panies—those with three-year clear driv- 
ing records—will qualify for the safe 
driver discount of 15% off their lial vility 
and collision premiums. 


Maryland Casualty Elects 
Bauernschmidt Vice Pres. 


John G. Bauernschmidt II, for the last 
nine years resident manager of the Mil- 
waukee office of Maryland Casualty, has 
been elected a company vice president 
and placed in charge of West Coast op- 
erations, it was announced by Wil- 
liam T. Harper, chairman of the board. 

With headquarters in San Francisco, 
Mr. Bauernschmidt will have supervision 
of the operations of the Maryland’s of- 
fices in Los Angeles and San Francisco; 
Portland, Ore.; and Phoenix, Ariz. 

A native of ” Baltimore, Mr. Bauern- 
schmidt joined the company in 1927 and 
after service as a special agent was as- 
signed to the Philadelphia office bond de- 
partment. He has been assistant bond 
manager in the Philadelphia office. and 
bond manager in the Buffalo office. In 
1949 he was appointed assistant resi- 
dent manager of the company’s Detroit 
office, and was transferred from there 
to Milwaukee as manager. In his West 
Coast assignment, he succeeds T. W. 
Michels, who retired for reasons of health 
after 35 years of service. 

Harry A. Edmark, assistant resident 
manager of the Milwaukee office since 
1958, has been promoted to be resident 
manager to succeed Mr. Bauernschmidt. 
Mr. Edmark joined the company in Mil- 
waukee in 1952 and was manager of the 
production department there for three 
years before being made assistant resi- 
dent manager. 
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Eastern 


Agents 


Herndon Sees Surety Operations as 
Possible Object of Senate Probe 


Philadelphia, April 17—A_ belief that 
surety operations may be examined ‘soon 
by the Senate Subcommittee on Anti- 


trust and Monopoly in Washington was 
by Maurice G. Herndon, 
Federal liaison officer of the National 
Association of Insurance Agents, in re- 
porting on activities of the Washington 
office to the NATA national board of 
directors. He told the directors 
members of the Eastern Agents 
Conference that receipt of “complaints” 
by the Senate Subcommittee has “trig- 
gered” a reopening of that group’s 
lenthy insurance probe 
While the subject of 
not been announced Mr. Herndon, using 
elimination of insurance 
studied and drawing in- 
Clinton P. Anderson’s 
Surety Bond Pro- 
concludes that surety 
life insurance are 
probes, with the 


expressed today 


state 
and 


examination has 


a process of 
fields already 
ferences from Sen 
speech before the 
ducers last week, 
yperations, and credit 
likely subjects for 
former most likely. 


Definition of Disability 
Mr. Herndon gave the NAIA members 


a pat on the back for their cooperat:ve 
efforts to kill a suggested broadening ot 
the definition of disability under the 
Soc ial Security Act which he feels would 
have been a “critical threat to state 
workmen’s compensation programs 

“Even while the many scores ot 
grams and long distance telephone calls 
were still pouring onto Capitol Hill from 
the NAIA directly and from members 
in the 10 state associations contacted, 
the House Wavs and Means Committee 
decided to kill this proposed —— 
ment and report out a ‘clean’ new bill, 
H. R. 6027. Under Section 105 of the 
Social Security Act, disability is definited 
Be 5: ots which can be expected to result 


tele- 


in death or to be of long-continued and 
indefinite duration.’ in ‘ 
“The proposed new definition of dis 
ability in H. R. 4571, which the Wavs 
and Means Committee decided to kill, 
was as follows: “The term disability 
means inability to engage in any sub- 
stantial gainful activity by reason ot 
any medically-determinable phvsical 


mental impairment . . . an individual sh: - 
not be considered to be under a disabilit 
unless such aoe § (a) has lasted or 
can be expected to last continuously for 
a period of at “ay six C aiendat months 
or result in death,’ Mr. Herndon said 
“At least part of the NATA effective- 


ness came from pinpointing the lobby 
target, Section 105 in H.R. 4571, in- 
stead of blanketing in opposition to the 
entire bill, H.R. 4571. which now has 
considerable chance of eventual possage 
in its new form, H.R. 6027. 
Tax-Deductibility of Dues 


“A number of tax-exempt trade asso 
ciations are viewing as ‘must’ legislation 
the bill, H.R. 640, introduced by Repres- 
entative Hale Boggs (D.. La.), designed 
to protect the tax-deductibility, as busi- 
ness expense, of dues paid to trade 
sociations which engage in lobbying. 

“This bill is similar to the one reported 
out of House Ways and Means Commit- 


as- 


tee last year, but which died when 
Congressional leaders decided ‘a_ hot 
political year’ is not the time to enact 
legislation having anything to do with 
lobbying. 

“NATA leaders are particularly con- 


cerned because of the possible impact 
which the December 19, 1959 In‘ernal 
Revenue apy ruling (and vigorously 
opposed at the time by the NATA) could 
have on state agents’ Associations’ dues, 
which could make part or all non-tax 
deductible. 

“The danger of this ruling is now being 
spotlighted by a case pending before 
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Claims Conference 
(Continued on Page 45) 


wages lost. The most effective form of 
compensation is not benefit payments for 
inability to earn wages, but restoration 
of the ability to work, where feasible, 
through rehabilitation. Without this 
very vital service to the injured employe 
the system of workmen’s compensation 
would be limited to a great economic 
hardship on the employer and, after 
cessation of benefits to the employe, 
upon society. Rehabilitation provides 
benefits for everyone concerned. The 
employe is the primary beneficiary, the 
employer gains economically, and the 
public is benefited generally.” 


Selective Underwriting Difficult: Lowry 


On cutting the percentage of the pre- 
mium dollar paid, Mr. Lowry held that 
further savings hardly can be wrung out 
of the expense portion of the premium. 
Need for greater premium volume makes 
highly selective underwriting difficult, 
and about what can be done in loss pre- 
vention engineering already is being done 
by insurers, he added. 

This means that during the next dec- 
ade improvement of loss experience will be 
largely the responsibility of the claims- 
man and the adjuster, Mr. Lowry said. 
His job may become the hardest in the 
insurance business, because of growing 
emphasis in property-casualty insurance 
upon the “marketing concept.” As part 
of the marketing team he will be re- 


quired to keep loss costs down, while 
also serving as a sales promotion and 
public relations representative of his 


company. The roles may involve certain 
contradictions. 

“Just as costs of production represent 
the major portion of the end costs of 
most products, the claim portion of the 
property-casualty insurance dollar is 





larger than any other cost,” Mr. Lowry 
(Continued on Page 47) noted. “The administration of these costs 
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UNDERWRITERS $12,000 
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by claims people takes no second place 
in any well-thought-out plan of insur- 
ance marketing. As part of the market- 
ing team you have an obligation to get 
full value for your company out of every 
dollar paid. 

“As members of the marketing team 
claimsmen are going to have to have an 
awareness of and accept the idea that 
progress and profit are compatible—that 
goodwill and earnings can be generated 


in claims handling. They will have to 
be conscious that the claims function 
bears heavily on the image—good or 
bad—that the insurance industry has 
with the public. 

“In the administration of the claims 
dollar the claimsman, more than anyone 
else, can make the marketing plan a 


profitable or a losing operation, because 
claimsmen have such a large measure 
of control, and therefore of responsibil- 
ity, over the property-casualty insurance 
dollar, it is up to them to provide leader- 
ship.” Said Mr. Lowry: 

“We are not only going to require 
more careful husbanding of claims dol- 
lars, but must renew with increased vigor 


efforts to influence public opinion fa- 
vorably on our claims attitude. At every 
opportunity claimsmen must impress 


upon opinion leaders in courts and other 
legal groups, as well as upon the public 


at large, now heavily the cost of claims 
affects the insurance dollars the public 
pays in if mgr 

“More than any other segment of our 


industry zc claims segment can influence 
our public image for good or ill, and 


convey the signficance of ever-rising 
claims costs. We know that legitimate 


claims cannot be denied, nor can we bar- 
gain with a claimant to his disadvantage 
and maintain good public relations. 
Nevertheless we need to examine our 
claims function minutely, to assure our- 
selves that we are getting maximum 
utilization of our claims dollars,” he 
concluded. 


PREFERRED NAMES ROWLAND 


The appointment of Jay M. Rowland, 
Jr. as superintendent of claims is an- 
nounced by Leon W. Fouts, assistant vice 
president, Preferred Insurance Co. Prior 
to joining Preferred, Mr. Rowland was 
claim department manager at Pioneer 
Mutual Casualty of Columbus, Ohio. Mr. 
Rowland began his insurance career in 
1948 as an adjuster with General Adjust- 
ment Bureau. 


Name Haskins i in pete 


Robert J. Haskins has been appointed 
supervising underwriter at the Albany 
branch office of American Surety and 
Pacific National Fire insurance compan- 
ies. Mr. Haskins has been associated 
with a large general agency for the past 
several years, and prior to that was with 
two major insurance companies. 


American Surety and Pacific National 
are members of the Transamerica Insur- 
ance Group. 
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Surety Operations—Herndon 


(Continued from Page 46) 


obtain passage of this legislation due to 
the continued opposition of the tem- 
perance lobby and the fact that AFL- 
CIO may fight to kill this bill, although 
they were originally in favor of it. 

“Although this controversy has devel- 
oped as a result of the arbitrary I.R.S. 
1959 ruling, we have received word that the 
Internal Revenue Service now would like 
to have ‘clarifying’ legislation passed by 
Congress on this subject of the tax- 
deductibility, as business expense, of 
dues paid to trade associations which 
engage in lobbying activities. 

“Although a number of other bills have 
been introduced on this same subject, it 
is understood that the sponsors of the 
other bills are ‘willing to accept’ the 
provisions of the Boggs bill, H.R. 640. 


Heat is off in D. C. Rating Legislation 


“For the time being, apparently, the 
heat is off on legislation to amend the 
District of Columbia rating laws.” Mr. 
Herndon believes. 

The NAIA has been requested to state 
its views to the Senate District of 
Columbia Committee on the subject of 
the two bills, H.R. 556, introduced by 
Senator Alan Bible (D., Nev.), chairman 
of the Senate D.C, Committee, at the 
request of the D.C. Commissioners, and 


S-568, the controversial O'Mahoney 
proposal, as introduced by Senator 
Estes Kefauver (D., Tenn.), chairman 


of the Senate Subcommittee on Anti- 
trust and Monopoly. 

“It is rumored that the latter commit- 
tee is maintaining pressure on the 
Senate D.C. a get in behalf of the 
enactment of S-568, the open and free 
competition proposal for no prior ap- 
proval of rates, which has stirred up a 
controversy within the insurance in- 
dustry. 

“The effort to amend the D.C. rating 
laws would have remained an entirely 
local matter had this legislation not been 
referred to on Capitol Hill as model 
legislation for the states to follow and so 
become a national issue on that point. 

“The second report on the insurance 
investigation, this one on rating, to be 
issued by the Senate Subcommittee on 
Antitrust and Monopoly is now in the 
final stages of preparation and is being 
submitted to the Committee members 
for their comments. It should become 
available within 45 days to two months. 


Plans of National Banks 
“As a result of the new 1960 Federal 


decennial census, to be released soon, a 
rumor is circulating in Washington that 





Mutual Engineers Elect 


The Association of Mutual Insurance 
Engineers sponsored by the Federation 
of Mutual Fire Insurance Companies 
held their 28th annual meeting at the 
3enjamin Franklin Hotel in Philadelphia 
April 4-6. Some of the topics discussed 
were fire hazards of asphalt plants, fire 
rating and hazards of plastics, fur stor- 
age vaults, fire retardant paints, pre- 
stressed concrete under fire conditions, 
hazards of properties and safe storage 
of fertilizer grade ammonium nitrate, 
grease removal from commercial kitchen 
exhaust system, and new developments 
in compressed gases. 

Newly elected officers are: president, 
H. H. Giddens, supervising engineer Em- 
ployers Mutuals, Dallas; first vice pres- 
ident W. H. Powers, manager loss pre- 
vention department, Grain Dealers, Om- 
aha; second vice president, J. O. Ford, 
field underwriting specialist, Nationwide 
Mutual, Columbus, Ohio;  secretary- 
treasurer, N. Tkachuk, engineer 
American Mfgrs. Chicago, and technical 
secretary L. B. Bates, engineer, Lumber 
Mutual, Boston. 


another effort by national banks to lift 
restrictions on their selling hazard in- 
surance may be in the offing. The new 
census figures are expected to disclose 
that many towns, which in 1950 had a 
population of 5,000 or less, now have 
grown far beyond that size. The result 
will be that national banks, which have 
been selling hazard insurance in town- 
ships of 5,000 and under (as allowed in 
the National Bank Act) must stop sell- 
ing hazard insurance in the towns that 
have grown over 5,000. 

“Enforcement of the National Bank 
Act rests with the Comptroller of the 
Currency, Treasury Department, Wash- 
ington, D. 


Convention Committees 


Philadelphia, April 16: Louis P. Sigel, 
Jr. CPCU, heads the Eastern Agents’ 
Conference convention committee which 
has done a splendid job in facilitating 
arrangements at the new and ultra- mod- 
ern Philadelphia Sheraton Hotel here. 
Serving with Mr. Sigel on the committee 
are Stanley Cowman, Marshall W. Davis, 
John J. Maguire, Frank D. Moses, Milton 
C. Reisen, George T. Rowland and Her- 
man White. 

Pearl A. Lambirth heads the ladies’ 
committee and she is assisted by Edna 
Cowman, Catherine Graul, Catherine 
Margraft and Shirlee D. Sigel. 


= =x 


AIDS DRIVING INSTRUCTORS 

A special workshop for college driver 
education instructors has been organized 
at Michigan State University through a 
$5,000 grant from the Allstate Founda- 
tion, Judson B. Branch, president of All- 
state Companies announced. 

With this grant, the Allstate Founda- 
tion adds a new dimension to its program 
of developing top quality high school 
driver training, Mr. Branch disclosed. In 


the last eight years. the Foundation’s 
grants totaling more than one-half mil- 
lion dollars have been used to train 


high school instructors. 





Atna Casualty’s Home Office Sales Course is 


A PROVEN SHORTCUT TO 
SUCCESSFUL SELLING 


A statement by 


HOWARD M. BROMAGE 


Director of Training, Agency Department 
tna Casualty and Surety Company 


“In these highly competitive, stimulating days in the 
insurance business, the rewards of increased earnings are 
going—in greater measure than ever—to producers who 
successfully combine up-to-date knowledge of casualty 
and property insurance with sales know-how and willing- 
ness to go after business aggressively. 

“‘As over 6,000 graduates can testify, Attna Casualty’s 
Home Office Sales Course has been imparting this com- 
bination of knowledge, salesmanship and self-confidence 
to agents for the past thirty years. After five weeks of 


Agency building is our business 


AETNA CASUALTY & 


Quality INSURANCE for individual, family, business, home and other possessions 


7Etna Casualty and Surety Company e 


Affiliated with Etna Life Insurance Company 





pays. 


Standard Fire Insurance Company e 







concentrated study—with emphasis on the practical ap- 
plication of knowledge gained—agents return home as 
insurance professionals, well prepared to sell intelligently 
and to meet competition successfully. 

“The Sales Course is offered to Attna Casualty repre- 
sentatives throughout the country. It’s hard work, but it 


Ask any man who’s been there. The Course is 
another important reason why A®tna Casualty has so 
many loyal agents—and why A®tna Casualty agents 
have so many loyal clients.” 





Hartford 15, Conn. 
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GRADS HEAR OELSCHLEGEL 


Aetna Casualty Agent Addresses 189th 
Sales Course Session; Hartje 
Leads Class 
Optimism about the future of the 
American agency system was expressed 
in a recent speech in Hartford by Bur- 


det W. Oelschlegel, executive vice presi- 
dent and treasurer of the J. F. Wood 
Insurance Agency at Terryville, Conn 


Mr. Oelschlegel spoke at the graduation 
dinner for the 189th Aetna 
Casualty & Surety sales 

Noting that the 


session of 
course. 
American agency sys- 
tem has seen a number of changes in 
the past few years, Mr. Oelschlegel said 
he believed these changes in the past few 
years, are “working to the benefit of 
the agent and the system as a whole. 
I have faith that the system will emerge 
from this time of adjustment healthier 
than ever.” 

1951 graduate of the Aetna Casualty 
course, Mr. Oelschlegel commended the 
graduates for demonstrating their belief 
in the system by 


attending the chool 
and outlined some of the 


sienainaie of 
representing companies that offer a wide 
range of freld 


services. 

He cited particularly the 
assistance that well-informed field rep- 
resentatives can give an agent and the 
good will generated by good claim and 
engineering services. 

Mr. Ocelschlegel urged agents who are 
just beginning to build a clientele not 
to stop with single-need selling when 
dealing with individual accounts. “Try 
to find all their insurance needs and fill 


important 


them. Then ask for referrals, which 
often may lead into commercial sales,” 
he declared. 

The class was led by Robert Bi Hartje 
of Reading, Pa. Other blue bons for 
high scholastic standing went to Craig 
Phelps and Michael W. Ford of Chicago, 

Carl Stahleker, Ill and Douglas E. Poole 

of Boston, Kenneth K. Nyman of Buffalo, 
N. , Ronald H. Jensen of Milwaukee, 


Ralph C. Smith Jr. of Baltimore, Eugene 
R. Hewitt of Philadelphia, and James E. 
Parks of Dallas 

Gold ribbons for demonstrating out- 
tanding soliciting techniques were won 
ry Jacob D a on of Knoxville, Tenn., 
eter M. Hough of Hartiord, Peier V. 
Myers of Frederi cksburg, Va. Mr. 
mith and Mr. Phelps. 


ms 


yn “ee a") 


Faust Retires; Active in 


Indiana Auto Insurance 

. E. Faust, vice president and direc- 

a. of planning for Indiana Automobile 

Insurance Association, ended an active 

career that began in 1929, when he retired 

last week. He will continue to serve 

the Statesman group as a professional 
consultant. 

Mr. Faust, with managerial 
background in an Indianapolis manufac- 
turing firm and insurance experience with 
United States Fidelity & Guaranty Co., 
was named office manager at State Auto 
and placed in charge of all departments 
except claims and sales in the early 
1930s 

He was named assistant secretary on 
May 1, 1942 and on May 2, 1952, be- 
came vice president and was given the 
responsibility of underwriting for both 
the eastern and central district offices. 
In 1955, he was named vice president and 
director of planning 

Mr. Faust represented State Automo- 
bile Insurance Association in the follow- 
ing organizations: He was treasurer and 
a member of the board of governors of 
the Indiana Automobile Assigned Risk 
Plan; president and board member of 
Hoosierland Rating Bureau, Inc.; vice 
president and board member of the 
Illinois oy of Casualty Insurers; 
treasurer and board member of the Na- 
tional Association of Independent In- 
surers: board member and one of the 
original organizers of the Midwestern 
<r Ov Statistical Service (now 
N.1.S.S.); member of the executive com- 
mittee st one of the original organizers 
of the Insurance Institute of Indiana, 
Inc. 


office 


CO. EXPANDS, CHANGES NAME 


Allied Compensation Ins. Co. Now Allied 
Insurance Co., No Longer Writing 
Workmen’s Comp. Exclusively 

An expansion of the operations of 
Allied Compensation Insurance Co., Los 
of the Pacific Em- 
ployers Group, and its complete integra- 


Angeles, a member 


tion into the home and branch office sys- 
tem of Pacific Employers Insurance Co., 
has been announced by John T. 
president of Pacific Employers, and John 
C. Sutherland, 


Concurrently, 


Gurash, 


Allied president. 

Allied Com- 
pensation Insurance Co. has_ been 
changed to Allied Insurance Co. so that 
the company will not be exclusively iden- 
tified with workmen’s compensation in- 
surance. Plans are presently under way 
to extend the operations of Allied Insur- 
ance Co. into all other casualty lines 
and into states other than California 

Mr. Gurash said the changes were in 
keeping with the intention of the Pacific 
Employers Group to expand its ability 
to process and absorb a large volume of 
increased business. 

Allied, “a pioneer in the field of par- 
ticipating workmen’s compensation in 
surance,” has paid policyholder dividends 
every year since its inception in 1946. 
Net premiums written by the company 
last year amounted to $2,627,862. The 
organizational change presents “a num- 
ber of obvious advantages for insuranc 
agents as well as the insurance a nt 
public.” Agents now producing business 
for Allied will have all eight Pacific 
Employers branch offices throughout Cal- 
ifornia available to them. 


the name of 


In addition, present Allied producers 
will benefit from the standpoint that all 


multiple line facilities of the entire Paci- 
fic ee veg Group will now be avail- 
able to them, and current Pacific Em- 


ployers producers will be able to write 
participating workmen’s compensation 
business in Allied Insurance Co. on a 
level dividend plan. 


Employers’ Group Agents’ 
Seminars Held In Atlanta 


The Employers’ Group recently held 
the second in a series of agents’ seminars 
in Atlanta. During the three day meet- 
ing, a variety of subjects were discussed. 
Agents in attendance selected the 
and conducted the meetings. 

The subjects ranged from independent 
filings, package policies, automobile, com- 


topics 


missions, contingents, agency manage- 
ment, expenses, public relations, educa- 
tion, and survey and analysis. 


Em- 
deputy 


Attending the meeting from The 
ployers’ were: Frank W. Boyle, 
manager; John W. Cookson, director of 
agencies; L. C. Smith, Jr., regional man- 
ager of southern department ; and Ted 
Zuendt, vice president of surplus lines 
and superintendent of casualty indemnity. 
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Zurich Sales Reps. are “On the Move” 


Zurich-American sales representatives 
splashing around in their own full-sized 
swimming pools this summer and branch 
managers packing for Nassau vacations 
as the year ends may be winners in the 
“On the Move” new business contest 
being conducted by the Zurich-American 
Companies from M: irch 1 through the 
remainder of 1961. 

The “On the Move” theme, tying in 
with the companies’ planned move to a 
new Chicago office building, the LaSalle- 
Jackson building, will be promoted in 
various ways throughout the company. 

Swimming pools are only one of the 
many awards offered to sales representa- 





ADVANCE CALHOUN IN CLEVE. 
Continental Casualty has named Ells- 
worth L, (Mac) Calhoun, CP-CU, excess 
and surplus lines branch manager in the 
company’s Cleveland branch office. The 
appointment, effective April 1, was an- 
nounced by Robert Z. Rose, assistant 
secretary at the home office in Chicago. 
Mr. Calhoun, a native of Coshocton, 
Ohio, joined Continental in 1956. He 
went into the excess and surplus lines 
division last September, from his previ- 
ous position as assistant superintendent 
of the credit insurance division. 


Watson Sent to Greensboro 

The American Jnsurance Group has 
transferred William M. Watson as casu- 
alty manager from Nashville to Greens- 
boro. He replaces Robert J. Schlosser 
who has been promoted to assistant 
superintendent in the Newark, N. J. 
head office marketing department. Suc- 
ceeding Mr. Watson at Nashville is 
Joseph P. Proffer, promoted to casualty 
manager at that branch office. 


Burns Made Claims Manager 

Robert J. Burns has been named claims 
manager in the Syracuse office of Re- 
liance Insurance Co. Mr. Burns has had 
many years insurance experience as a 
claims adjuster and manager. 
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tives from a catalogue of 
include power boats and 
well as dishes and household eppliances 
and furnishings. Branch managers and 
sales superintendents will be eligible for 
12 trips-for-two to Nassau in the spring 
of 1962. 


Contest quotas have been set for each 
branch, with goals keyed to a scale model 
of the new building, each floor equal to 
4% of the total goal. 


prizes which 
airplanes as 


A lapel pin key, representing the key 
to Mr. ZA’s penthouse, will be awarded 
to sales representatiyes in the branches 
teaching 100% of their goal. 


Aetna Casualty Names Burns 
Providence Gen’! Manager 


C. J. Burns has been named general 
manager of the Providence, R. I., office 
of Aetna Casualty & Surety. Appoint- 


ments of Mr. Burns, who has been man- 
ager of the office for the past 13 years, 
comes in connection with unification of 
the company’s casualty, fire and marine 
insurance and bonding operations. 

A graduate of Harvard University, Mr. 
surns joined Aetna Casualty at Albany, 


N. Y., in 1926 and subsequently served 
as supervisor in the Pittsburgh, Pa., of- 
fice for eight years before going to 


Providence. 


Mr. Burns is a member and former 
chairman of tl 1e advisory committee, As- 
sociation of Casualty and Surety Com- 
panies and has served as chairman of the 
educational committee, Rhode Island 
Safety Responsibility Law. 


Rockefeller Redesignates 
Schwartz on WC Board 


Commissioner Haskell Schwartz has 
been redesignated as vice chairman of 
the Workmen’s Compensation of New 
York according to a statement made 
by Gov. Rockefeller. 

Commissioner Schwartz was 


initially 
appointed vice-chairman of the 


Soard by 


Goy. Dewey in 1954 and has served 
in this pets A 0: under Gov. Harriman 
and Gov. Rockefeller. He has been a 


member of the Board since 1951 and was 
recently reappointed by Gov. Rockefeller 
and confirmed by the Senate for a third 
term ending December, 1967, 





American Ins. Group Names 
Corrin Bond Manager at L. A. 


Harry J. Corrin has joined The Amer- 
ican Insurance Group as bond manager 
at the Los Angeles branch office, Resi- 
dent Vice President Charles H. Thomp- 
son, announced. 

After spending ten years with Dun & 
Bradstreet Inc., Mr. Corrin entered the 
bond department of the Great American 
in 1956 and subsequently became the 
manager of this department. In 1960, he 
joined Hartford Accident & Indemnity 
and was assistant superintendent of the 
bond department prior to coming with 
The American. 
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Crash-Death Suit Ruling Reversed 


A recent issue of the “Baltimore Sun” 
carried a by-line story by Donald Brem- 
ner concerning a Federal appeals court 
decision on enabling a widow to continue 
to hope for a settlement from an in- 
surance company which represented both 
sides in a traffic collision that killed 
both drivers. Writes Mr. Bremner: 

“The court did so by ruling that a 
jury verdict against the estate of one of 
the yictims constitutes an injury for 
which the insurance company can be 
sued even though the estate had in- 
sufficient money to pay the claim, and 
hence is not actually out of pocket. 

“The United States Fourth Circuit 
Court of Appeals reversed a lower court 
ruling which had dismissed the suit, and 
remanded the case for trial on the issues. 


Harford Accident 


“The case arose out of a traffic ac- 
cident in Harford county more than five 
years ago. 

“A pick-up truck driven by Ernest W. 
Lee, of Street, Md., collided with a car 
driven by Gilbert C. Mabe, of Aberdeen, 
near Abingdon an January 5, 195 

“Mr. Mabe, 33, died in the crash. His 
wife, Anna, 29, was injured. The Lee 
tr ruck ran over a bank and into a creek, 
pinning Lee in the cab and drowning 
him. 

“Both sides filed suit, and the case 
was tried in Harford County Circuit 
Court in May, 1957. 


$135,125 Verdict 


“Nationwide Mutual Co., which was the 
insurer of both vehicles, engaged local 
attorneys to defend both sides. 

“The jury returned a verdict of $135,- 
125 against the Lee estate in favor of 
Mrs. Mabe. 


“Mrs. Anna M. Lee then filed suit in 
Federal Court against the insurance 
company, contending that it could have 
and should have accepted an offer to 
settle the case for $18,000, a figure slight- 
ly below the limit of the Lee insurance 
policy, before the $135,125 verdict. 

“Mrs. Lee’s attorneys, Melvin J. Sykes 
and Francis D. Murnaghan,, Jr., con- 
tended that the insurance company, 
the ‘custodian of conflicting interests,’ 
breached its duty to act with reasonable 
care for her interests when it spurned 
the settlement offer. 

Suit Dismissed 

“District Judge R. Dorsey Watkins 
dismissed the suit on the ground that 
because the estate did not have the 
money to pay the judgment in excess of 
the insurance policy limits, there was no 
monetary damage and therefore no cause 
for a court suit. 

“In reversing the decision, the appeals 
court wrote: 

“The damage done to the estate is the 
creation of its liability for the (jury) 
judgments. Their holders are creditors 
equally with other persons with whom 
debts may have been incurred though not 
paid such as medical and hospital ex- 
penses. 

“*The rule of damages, nearly univer- 
sal, that incurrence is equivalent to out- 
lay, is not restricted to any particular 
category of obligation,’ the court added. 

“Moreover, Mrs. Lee’s duty as ad- 
ministratrix of her husband’s estate is to 
collect all that is owing the estate to 

satisfy creditors, the appeals court said. 
Failure to sue the insurance company 
thus could make her personally lable 
to court suit and payment of damages, 
the court added.” 





Consolidated Cos. Name 
Manfre, Warner in Chicago 


The Consolidated Companies of Brook- 
lyn, N. Y., composed of Consolidated 
Mutual and Long Island Insurance Co., 
have named Christopher F. Manfre as 
regional manager and Edgar L. Warner 
as underwriting supervisor at their Chi- 
cago branch. 


Mr. Manfre has been office manager 
at Miami, Fla., since he joined the Con- 
solidated in 1958. Previously, he was 
president of the Postol & Manfre agency 
in Miami Beach and with Southern In- 
demnity as casualty vice president. He 
had also served as an account executive 
for the General Insurance Agency of 
Miami Beach. 


Mr. Manfre is a member of the Illinois 
Association of Mutual Insurance Agents 
and the National Association of Mutual 
Insurance Agents. He received the 1960 
Silver Key Man Award from the Coral 
Gables Junior C. of C. 


Mr. Warner, who joined Consolidated 
in 1960, formerly handled underwriting 
for American Casualty at Peoria, IIl. 
Prior to that he was supervising under- 
writer for Indemnity Co. of North Amer- 
ica at its Chicago branch. He is a past 
director of the Casualty Underwriters 
Association of Chicago. 


$11,000 Verdict for Burns 
Upheld by Minn. Supreme Ct. 


An $11,000 verdict against Dr. John 
H. Linner, Minneapolis surgeon, has 
been upheld unanimously by the Minne- 
sota Supreme Court. A woman patient 
suffered third degree burns on her leg 
when a caustic chemical came in contact 
with her leg. 

“The error involved in the present case 
is a medical one in which a layman is 
competent to pass judgment and con- 
clude from common experience that such 
things do not happen if there has been 
— skill and care,” the high court 
said. 


Zurich-American Cos. Make 
Claim Department Changes 


Zurich-American Companies announce 
several changes in the claim department. 
Edward J. Haniver, attorney, has been 
promoted to superintendent of the New 
York Metropolitan claim department. B. 
Daniel Winn will assume Mr. Haniver’s 
duties as attorney in New York. 

Edward J. Geisler, claim superintend- 
ent, Fresno, Calif. has been promoted to 
superintendent of the claim department, 
Dallas, Texas. Peter B. Eldridge has 
been appointed superintendent of the 
claim department, Fresno. Mr. Haniver 
has been with Zurich’s New York claim 
department for the past 31 years. 

Mr. Geisler was with Zurich in Pitts- 
burgh as a claim adjuster from 1941 to 
1946. After a year with Sun Life As- 
surance he rejoined Zurich in Los An- 
geles as a claim adjuster in 1947 and 
then, in 1954, transferred to Fresno as 
superintendent of claims. Mr. Eldridge 
has been with Royal Globe Insurance 
Group in Fresno for eight years as man- 
ager of the claim department there. 
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COUPLE AWARDED $185,000 





Michigan County Circuit Judge Refuses 
To Set Aside Judgment in Auto 
Collision Case 

Judge Raymond W. Fox of Kalamazoo 
county circuit court, Mich., recently re- 
fused to set aside a $185,000 judgment 
against the county road commission 
growing out of an accident involving a 
county truck. 

Auto- Owners of Lansing, the com- 
mission’s insuror, has denied liability 
on the ground that no notification of suit 
was filed by the commission. Commis- 
sion spokesmen have contended notifica- 
tion was given by telephone but counsel 
for the carrier have contended there is 
no existing record of notification. The 
claim filed by the plaintiffs, Mr. and 
Mrs. Jacob C. Roundhouse, went unde- 
fended to default judgment. Mr. Round- 
house is a local contractor. He was 
awarded $125,000 damages for injuries 
and Mrs. Roundhouse $60,000. 

Road commission attorneys sought to 
have the judgment set aside and a new 
trial granted. Judge Fox ruled that such 
action could be taken only on a showing 
of fraud or irregularities. No showing of 
this nature was attempted by the com- 
mission. 

The Roundhouses’ car was 
rammed from the rear by a commission 
gravel truck Oct. 2, 1957. Auto-Owners 
adjusters admitted there had been nego- 
tiations over the resultant damage claims 
but denied knowledge of the actual filing 
of suit. 


allegedly 


WARREN J. HARPER’S NEW POST 


The appointment of Warren J. Harper 
as state agent in Ohio for Preferred 
Insurance Co. of Grand Rapids, Mich., is 
announced. .He was formerly a field 
agent in Ohio for Employers’ Group in 
Cleveland and later for the Cincinnati 
Insurance Co. He started his career in 
1946 as special agent in Chicago area for 
the Home of New York. 
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J. W. O°CONNOR TO HOME OFFICE 


Hartford A. & I. Promotes Him From 
Cincinnati Branch Mgr. to Fidelity- 
Burglary-Glass Division in Hartford 
John W. O’Connor, manager of Hart- 
ford Accident & Indemnity’s Cincinnati 
branch office, has been named to the 

home office staff. 

He is in charge of the burglary—glass 
division in the fidelity, burglary and 
glass department, succeeding Thomas M. 
Meredith, now manager of The Hartford 
Insurance Group’s new health depart- 
ment. Mr. 0’ Connor also will assist Sec- 
retary John F. Beardsley in the general 
operation of the department. 

A graduate of University of Cincin- 
nati, he joined the company’s bond de- 
partment in 1948. Named a bond special 
agent in 1949, he subsequently was an 
all-lines special agent at Knoxville, Tenn. 
for six years, then was promoted to 
superintendent of agencies at Cincinnati 
in 1955. He was advanced to Cincinnati 
branch manager in April, 1960. 





Mutual Ins. Rating Bureau 
Makes CPL Rate Revisions 


Mutual Insurance Rating Bureau has 
announced on behalf of its members and 
subscribers a revision of the rules, clas- 
sifications and rates applicable to com- 
prehensive personal and farmer’s com- 
prehensive personal liability insurance 
The revision effective March 22 in 40 
of the 45 jurisdictions where the Burean 
is licensed and became effective April 19 
in Texas is not yet approved in 
Louisiana, Mississippi, New Hampshire 
and Wisconsin. 

The revision includes the 
principal changes: 
for watercraft 


following 
(1.) The existing rates 
powered by outboard 
motors exceeding ten horsepowers have 
been replaced by “northern” and “south- 
ern” zone rates, on the theory that such 
watercraft are likely to be used on a 
seasonal basis in the northern states and 
throughout most of the year in the 
southern states. 


The revised rates represent reductions 
ranging from 20% to 60% in the “north- 
ern” states and reduction ranging from 
20% to 50% for certain classification of 
boats in the “southern” states. The rates 
for personal medical payments coverage 
in connection with outboard motor boats 
have also been reduced. 

(2.) Coverage for physical damage to 
property which was formerly written on 
an optional basis for an additional pre- 
mium of $2, is now included basically 
at a limit of $250 per occurrence under 
a CPL or FCPL policy. 

(3.) The personal medical payments 
provision under a FCPL policy has been 
amended so that it provides coverage 
in connection with neighborly exchange 
of labor, which is commonly practiced 
among farmers, at no additional premium. 

(4.) The rates for additional “acreage” 
have been reduced by 50% under the 
FCPL policy. 








Page 50 






Uo 
Caruattrvo 
" Sg Oe 





UNDERWRITER 


April 21, 1961 

















Health Insurance 








‘I’m Positive We Can Meet Old Age 
Health Care Challenge,’ Neal Says 


Chicag 18—The health insur- 





ance business is constantly seeking to 





improve the prepaid health care pro- 

grams available to our older tizens 

Robert R. Neal, Health e Asso- 
i America, gen mana 
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members of the com- 
mittee in your state, you willingly agree 
to do so. By working in the state com 
mittee program, you can help to develop 
a understanding insurance 
methods and objectives by the health 
care professions. This activ nore 
may have the desired result of more ef- 
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fective and s factory financing of 
pital, medical, and surgical expenses for 
insured patients and their families.” 

he HIAA general manager summed 
up key features of the Kennedy Ad- 
ministration proposal for health care as- 
sistance for older people. He also dis 
cussed a bill introduced by Sen. Javits 
New York) which would 


(Republican, 
authorize Federal-state aid to individuals 












RALPH R. NEAL 


“If the government continues to move 
into more sectors of our national life, 
there is danger that virtually all services 
for the individual eventually will fall into 
public hands. All of us have good reason 
to wonder what responsibilities will re- 
main for individuals or for private busi- 
ness to fulfill if every issue of major con- 
sequence is turned over to the central 
government for decision.” 


to pay the cost of private, voluntary in- 
surance. Of measures he said: 

‘The Administration bill adr the Javits 
bill are not the only health care aid 
ires before Congress, and I cite the 
merely to illustrate a major diver- 
gence in views on health care financing. 
Obviously, the real test will come over 
the Administration bill.” 

Mr. Neal reviewed the status of the 
“ery a care assistance program estab- 
lished tf 7P ublic L aw 86-778 in 1960. The 
program, he said, 1 


these 


is designed to benefit 
hat segment of the population which its 


least able to meet the expenses of medi- 
cal and surgical treatment. He con- 
continued: 

“It is believed that if the program is 


allowed nny time to operate nation- 
ly it very likely would be sufficiently 
successful. to eliminate much of the im- 
i pressure for Federally-adminis- 
rograms. Our association strong- 

that the assistance program 
last year be implemented by all 
he states and be given the opportunity 
to work. 


“In some 





ways, the grants-in-aid pro- 


gram authorized by Public Law 86-778 
does represent an expansion of Federal 
power. In the main, however, it is in 
accordance with age methods for 


medical care to public assistance recipi- 


ents and the increased Federal interven- 
tion is surrounded by some safeguards. 
The law was enacted to help those 
citizens who are needy or near-needy. 


It establishes the common responsibility 
of the entire population to provide wel- 


fare benefits under control of the several 
states that will prevent its continuing 
expansion in the future.” 

The speaker observed that some pro- 
grams involving government participa- 
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Anderson Named Health 
Ins. Committee Chrm. 


AT THE LIAMA SPRING MEETING 


Clark, Occidental Life; Owen, Life of 
Georgia; Sherer, Midland Mutual; Bacon 
of John Hancock, Elected to Committee 


April 18—Rex H. 
Life 
America today, was elected chair- 
the LIAMA Health 
Committee. Four new members were also 
elected to the Health Insurance Commit- 
tee of LIAMA at the association’s 12th 
annual Health Insurance Spring meeting 


Anderson, 
Insurance Co. of 


Chicago, 
vice president, 
North 


man of Insurance 


in Chicago. Newly elected members an- 


nominating committee chair- 


Cornett of The Prudential 


nounced by 
man, W. B. 
are: 

Earl Clark, agency vice president, 
cidental Life; W. Sheffield 
president, Life of Georgia; 


Oc- 
Owen, vice 
Charles E. 


Sherer, vice president and director of 
agencies, Midland Mutual Life, and Wil- 
liam D. Bacon, superintendent of agen- 


cies, John Hancock Mutual Life. 
Careers 
Mr. Clark, a graduate in journalism 


1 Kansas State College, spent a year 


with American Reserve Life before join- 





REX H. 


ANDERSON 


ing Occidental in 1940 as editor of “The 


Pulse,” the company’s agency field mag- 


azine. After serving as an Ensign in the 
Navy he was assigned to Occidental’s 
agency department staff and was ap- 


pointed home office supervisor for South- 
1946. 

In 1949 he became manager of the Pas- 
adena branch office and in the succeeding 
years he 


ern California in 


qualified repeatedly for the 
His 1958 pro- 
duction qualified him for membership in 
the 1959 MDRT. He was awarded his 
CLU designation in 1956 and was elected 
second vice president in October, 1958. 

Mr. Owen, CLU, was elected to the 
board of Life of Georgia in April, 1959. 
Widely known in the insurance industry, 
he has served on many committees and 
in a number of associations. He is noted 
as a speaker. He has served Life of 
Georgia since 1945 as head of the Or- 
dinary department, agency vice president 
and vice president. 

Mr. Sherer, CLU, was recently elected 
chairman of LIAMA’s Agency Manage- 
ment Conference. He entered the life 
insurance business in 1936 with Midland 
Mutual and was a general agent until 
1954. He then went to the home office 
as director of agencies and two years 
later was elected vice president and 


Leading Producer’s Club. 


Connecticut Senate Oks 
Aged Health Care Bill 


PASSAGE VIRTUALLY ASSURED 


Measure Sponsored by Connecticut Com- 
panies Will Permit Low-rate Major 
Medical, Hospital Plans 


“Hartford 
Keith Schonrock, the Connec- 
Senate 


Ass reported last week by 
Courant’s” 
State 
position a 


ticut “passed without op- 
bill which will permit insur- 
ance companies to join together to pro- 
vide low-rate major medical and hospital 


insurance for persons over 65.” 


The measure sponsored by Connec- 
ticut insurance companies now goes to 
the State House of Representatives 
where its passage is virtually assured. 
Wrote Mr. Schonrock: 

“Under the terms of the bill all in- 


surance authorized to write 
health 


in a 


companies 
the state 
effort 
catastrophic insurance for elderly people. 
It is the theory of the companies that 
through joint effort the premium rates 
on the policies which would cover medi- 
cal and hospital bills could be kept at low 
levels. 
“State 
New 


insurance in may join 


cooperative to provide the 


Sen. 
Haven, 


Marcus, D. of 
the 
the 


Edward L. 
chairman of 
Insurance told 
the bill is not just ‘window dressing.’ 
He indicated that several insurance com- 
panies are ready to operate the plan 
and offer the policies within a short time. 

“When it is in operation, the privately- 
financed plan to provide major medical 
insurance for senior citizens will be the 
first of its kind in the country.” 


Senate 


Committee Senate 


director of agencies and a company direc- 
tor. He has been active in LIAMA ac- 
tivities, has been a member of the AMC 
committee, and is also currently on the 
membership and quality business com- 
mmittee, and is also currenly on the 
membership and quality business com- 
mittees. 

Mr. Bacon, formerly associate general 
agent in San Antonio, joined the com- 
pany in Pennsylvania. In 1956 he was 
made superintendent of agencies. He 
has been a qualifier for the Million Dol- 


lar Round Table. 
Mr. Anderson’s Career 
Mr. Anderson entered the insurance 
business in 1941 as group representative 
with Washington National in its Min- 
nesota territory. He entered the Air 
Force in 1942 and served with Head- 


quarters Air Force Troop Carrier Com- 
mand and later as administrative opera- 
tions officer of the 54th Troop Carrier 
Wing in the Pacific. In 1946 he returned 
to Washington National as assistant 
regional group supervisor at New Haven, 
Conn. He was transferred to the home 
office in 1948 to direct sales promotion 
for the general agency department. 

In 1950 Mr. Anderson joined the Great- 
West Life Assurance in Winnipeg, 
Canada as supervisor of sales promotion. 
He returned to the United States in 
1952 as agency, supervisor in St. Louis. 
He left Great-West Life in 1953 to join 
New York Life as director of accident 
and sickness sales. He was instrumental 
in the launching of the c company’s EPP 
and brokerage programs and in 1955 was 
appointed director of sales promotion 
for ordinary insurance. He was elected 
assistant vice president in June 1956 and 
placed in charge of sales development 
for the life, accident and sickness, bro- 
kerage, small group and salary allot- 
ment programs. 

Mr. Anderson is also chairman of 
LIAMA’s education and training sub- 
committee and is also a member of the 
agent’s relations committee of the Health 
8 er 8 Association of America and 
the A. & S. committee of the Life Under- 
writer Training Council. He is a grad- 
uate of Beloit College. 
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LIAMA Health Insurance 


Spring 





In Chicago 





Great-West, Midland Mutual ‘Stories’ 
And Huey’s Talk Wind Up Sessions 


Chicago, April 18—The 12th annual 
Health Insurance Spring Meeting of the 
LIAMA came to a strong close today 
as the convention heard informative talks 
from Roy E. Williams, CLU, (Canada) 
Great West Life Assurance, superintend- 
ent of agencies; Burkett W. Huey, 
LIAMA managing director, and Charles 
F. Sherer, CLU, vice president and direc- 
tor of agencies, Midland Mutual Life. 


Roy E. Williams 


Health insurance should not be used as 
a tool to lead to larger life insurance 
sales, Mr. Williams asserted. In his ad- 
dress, traced the development of health 
When the 
product was first introduced twenty years 
ago, its purpose was to help the field 
force increase their life sales, he said. 
A “casualty insurance approach” was 
used to develop and merchandize it. 
“Consequently, our health insurance 
operation from beginning to end was 
distinctly different from our life opera- 
tion. It was only human nature for both 
our field and home office organization to 
look at individual health insurance 
through eyes imbued with the life in- 
surance concept.” 

Differences developed between the 
health and life insurance operation with 
reapect to compensation, premium struc- 
ture, processing of applications, under- 
write . and in numerous other areas, 
Mr. Williams said. 

A stigma was attached to health insur- 
ance and it became of secondary im- 
portance to both the field and home of- 
fice. “We found that we were selling 
health insurance to one market and life 
insurance to another—in complete con- 
tradiction of our main reason for enter- 
ing the business!” 

In 1957, work was begun on develop- 
ing a hez alth insurance program that was 
best suited to a life insurance operation. 
Of foremost importance, a new company 
philosophy toward health insurance 
emerged. “Instead of playing a second- 
ary role, health insurance became a full- 
fledged partner of our life insurance 
business,” he related. 

Every effort was made to make health 
insurance policies and practices simple 
and easy to understand. For example. 
“knowledge of the benefit provisions of 
one policy meant automatic ease in mov- 
ing from this policy to any one of the 
others available.” 

The program integrated life and health 
insurance practices from application 
forms to compensation. In discussing 
manager’s compensation, Mr. Williams 
said, “In other words, business was busi- 
ness whether it came from a life or 
health sale, thereby eliminating barriers, 
(artificial or otherwise) which many of 
our managers had built up in comparing 
their life compensation with the com- 
pensation formerly available from health 
insurance.” 

With the new portfolio of health in- 
surance policies and practices completed, 
careful consideration was given to im- 
plementing the program. A series of 
home office meetings, and regional and 
agency field meetings were held. “Nor 
did we stop at that point,” Mr. Williams 
said. “Comprehensive outlines were 
prepared for all managers to help them 
conduct a series of four follow-up meet- 
ings with their own agents. These out- 
lines proved most popular with our man- 
agiers.” 

After citing how the new program in- 
creased sales, Mr. Williams concluded: 
“In the area of life versus health insur- 


insurance in his company. 


ance sales, we are confident that the 
latter will help increase the former, even 
though this is no longer our primary ob- 
jective. With more promotion in the field 
and education of our field organization, 
along with a constant effort to improve 
our sales portfolio. we are looking for- 
ward to a continuation of an upward 
trend in our individual policy sales—both 
health and life.” 


Burkett W. Huey 


A company’s fundamental objectives 
and philosophy regarding health insur- 
ance are vitally related to the successful 
operation of the program, said Mr. Huey. 
“Do you really believe in the funda- 
mental health insurance concepts?” he 
asked the agency officers at the meeting. 

Mr. Huey pointed out some of the 
reasons life insurance companies have 
given for entering the health insurance 
field. These include: A_ belief that 
health insurance is necessary to provide 
a complete program of personal insur- 
ance to policyholders; that it will in- 
crease earnings of the field organization; 
help in recruiting; help stimulate more 
sales activity; that it can help improve 
morale of the field force; help reduce 
outside brokerage of business; increase 
the rate of a company’s growth; help 
reduce agent turnover; add one of the 
most vital links in the income philosophy 
of selling; and that it can help private 
enterprise provide essential leverage to 
meet 20th century social obligations. 

The speaker said that if we “accept 
and practice these beliefs ... not just 
as a formula for making money .. . but 
as a fundamental attitude, then this is 
the best possible antidote for the Forand 
bill, or any government invasion; the 
best possible climate for executing com- 
pany plans; and will provide the best 
service rendered to our policyholders. 

“The agent who is only moderately 
successful is usually one with a limited 
understanding or belief in his product. 
Health insurance means less to him,” 
Mr. Huey said. “Whereas the more 
successful agent is. almost always known 
for his very broad understanding of the 
needs and creative uses of health in- 
surance.” Broad understanding and be- 
lief in a product are necessary for real 





Fabrae Rachrach 


BURKETT W. HUEY 


“Do you really believe in the funda- 


mental health insurance concepts?” 


success, he stated. 

Mr. Huey discussed some problems 
which are often attributed to the inclu- 
sion of health insurance in a portfolio: 
Health insurance is only a sideline; it is 
a problem line; it adversely affects 
a company’s life policyholders because 
of claim experience; it adversely affects 
life production; and its persistency is 
bad. He pointed out that these are 
problems only when we have failed to 
provide the proper knowledge, attitudes, 
skills, and habits relating to health in- 
surance to our field and home office 
organizations. 

“It is our responsibilty,” he said, “to 
help our home office associates accept 
and adopt a positive attitude toward 
health insurance; to see that our field 
management force adopts and accepts a 
positive attitude; to integrate the health 
and life concept; to train and supervise 
our field organization; to adopt a su- 
perior product in light of needs, social 
obligations and market demands; to 
merchandise attractively to our field 
organization; to provide attractive and 
effective ‘sales promotion tools; and to 
follow through on all of these things we 
do.” 


Charles E. Sherer 


“It was our sales people, particularly 
our general agents, who furnished the 
impetus which eventually moved the 


company into the health insurance busi- 
ness,” Mr. Sherer told the conference. 

He explained that many Midland Mu- 
tual field people were writing health cov- 
erage and placing it with other compan- 
ies. Eventually the request that Mid- 
land Mutual enter the health insurance 
business became a demand, he disclosed. 

It was decided that the company would 
work toward a completely integrated 
operation of life and health insurance 
instead of setting up a pate A. & §S 
department, Mr. Sherer said. The work 
of developing policies ene Malay claims: 
creating sales promotion, advertising and 
training materials were handled by the 
existing departments in the company. 
Two A. & S. specialists were secured 
to head the inside operation and to de- 
velop a sales program and train the field. 

The problem of product development 
was tackled first and it was decided to 
issue only commercial coverages, pro- 
viding benefits during rather limited 
periods except in the case of some acci- 
dent policies, Mr. Sherer asserted. The 
initial line consisted of both accident 
and sickness ... and accident only dis- 
ability income contracts, a low-cost acci- 
dent expense policy, and both family and 
individus il hospital expense insurance. 

“Heavy emphasis was placed on need, 
not on product,” the speaker said. The 
entire sales procedure was rather ad- 
vanced and sophisticated but the com- 
pany felt that with so a of the field 
people already writing A. & S. business 
they would be ready to do this type of 
selling. In May of 1955 the company 
introduced the portfolio at its annual 
field management conference and the 
follow-up was left to the general agents. 

“If we were to do it over again,” Mr. 
Sherer remarked, “we would make the 
sales procedure less complicated.” He ex- 
plained that a survey of the field force 
he - indicated that a large Mg ae of 
the men were familiar with health in- 
surance selling but it turned out that only 
a relatively small percentage were really 
knowledgeable about A. & S. and how 
to sell it. He said that the selling pro- 
cess required quite a bit of time and the 
general agents found it difficult to han- 
dle the training. 

The third problem area mentioned by 
Mr. Sherer — the lack of at- 
tention given to A. & S. in incentive ac- 
tivities, such as campaigns, clubs and 


(Continued on Page 54) 
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of life. 


» During the hustle of our modern marketing age, 
have we placed insurance into the hopper of “hard 
sell”? Are we classifying our product with TV sets, 
“) new cars, air conditioners and other luxury items 
: = If so, are we overlooking the strongest 


HAVE appeal that insurance has... that it is a basic neces- 
WE sity of family living. Consider the unavoidable 


FORGOTTEN expenses of clean-up fund . 
THAT ence... education of children . 
PEOPLE Th 
NEED 
su RAI NCE? CE? 


. family exist- 
. retirement! 


ese are the needs that only REI can meet. 
At Federal, we meet this challenge by tailoring 
our programs to meet these basic needs. For further 


information write Emery Huff, agency vice presi- 
dent. A few prime managerial positions still 
available in the Midwest area. 


FEDERAL LIFE INSURANCE COMPANY 6100N. cicero Avenue, Chicago 46, Iilinots 
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Overture Made by Blue 


Cross to “Get-together” 


ROOM, NEED FOR IT ADMITTED 





R. E. Jones Makes Proposal to HIC 
During Panel Discussion on Financing 
Health Care Costs 





Health insurance people regard as “a 
step in the right direction” the recent 
overture made by R. E. Jones, associate 
secretary of American Hospital Asso- 
ciation’s Council on Blue Cross, Financ- 
ing and Prepayment, for Blue Cross and 
the health insurance people —s to- 
gether to discuss their differing phil- 
osophies 

Speaking at the 15th annual meeting 
of Health Insurance Council as part of a 
panel on “Improving the Financing of 
Health Care Costs,” Mr. Jones admitted 
“there is room and need for mutual en- 
deavor” between the two groups and |} 
recommended that insurance and Blue 
Cross people along with medicine, hos- 
pitals and others interested “take the 
responsibility for implementing the find- 
ings of a study conducted by the Com- 
mission on Financing Hospital Care. 
These were aimed at improving the ef- 
ficiency and effectiveness of prepayment 
and insurance plans, including the de- 
velopment of more adequate benefit pro- 


visions and the more efficient use of 
funds 
Leon Pullen, Jr., another speaker, who 


is administrator of Decatur 
County Hospital in Illinois, 
Illinois is organized into ten hospital 
districts. He urged the HIC to develop 
a relationship with each of these districts 
as well as those in other states. He fur- 
ther suggested that HIC sponsor sem- 
inars for hospital people such as credit 
managers, admitting personnel, medical 
records personnel and administrators. 


Hospital Pricing Policy Endorsed 


Harold Hinderer, financial consultant 
to the Catholic Hospital Association, re- 
ported to the panel that his association 
has endorsed a policy for guiding hos- 
pitals in pricing their services to the public. 
The significance of this pricing policy, he 
explained, is that each department of the 
hospital “is to be self-sufficient.” He added 
that this is not now the case and it has not 
been so in the past. 

Mr. Hinderer stated that pharmacy, 

laborat ory and x-ray are common ex- 

amples of services producing an excess 
of income over expense, while routine 
care and ee ating room are examples of 
services wl ich “frequently fail to meet 
expenses.” 

To implement the 


& Macon 
said that 


new pricing policy, 


said Mr. Hinderer, a “somewhat drastic 
revision” of existing rate structures will 
be necessary requiring “utmost cooper- 
ation” am mg hospitals, and between hos- 
pitals and the health insurance business. 

He said room charges now produce 


about 50% of total hospital revenue, but 
if based on actual cost of providing the 
service, the charges would produce about 
70% of total income. 

“The most noticeable result of the rate 
revision, then, will be an increase of 40% 
in room rates,” said Mr. Hinderer. “Such 
a rate increase without a corresponding 
increase in insurance benefits would be 

haotic. Indeed, close cooperation is es- 
sential” 


ELECT THREE TO BOARD 

Election of three new directors to the 
board of United Medical Service, Inc. 
(Blue Shield) has been announced by 
Dr. Carl R. Ackerman, chairman. They 
are George E. Becker, vice president, 
Chase Manhattan sank; William N 
Lewis, personnel relations director and 
member of the board of Ebasco Services 
Inc., and Benjamin Werne, professor of 
industrial relations, Graduate School of 
Business Administration, New York Uni- 
versity. 

BUSINESS UP > 32.9% 

Central National Life of Omaha re- 
ports new paid-for business for the first 
quarter of 1961 is up 32.9% over the same 
quarter last year. 


United L. & A. Announces 
New Rate Manual and Plans 


Release of its new rate manual with 
premiums, cash values and non-forfeiture 
values based on the Commissioners 1958 
Standard Ordinary Mortality Table has 
been announced by United Life and Ac- 
cident, Concord, N. H. The company has 
adopted, in its new manual,, the large- 
sized 8%” x 11” page format with all 
pertinent rate data on all plans, includ- 
ing health insurance, on individual pages 
for each age. 

Among the new plans appearing in the 
United Life manual are three level Term 
riders: Term to 65, 20-year Term and 15- 
year Term. These riders can be used 
either with the company’s non-partici- 
pating or participating plans; however, 
basic policy must be at least $5,000 if any 
of the riders are to be attached. The 
riders contain cash, reduced paid-up and 
extended Term values, as well as the con- 
version privilege which can be exercised 
up to five years before expiration of the 
rider. 

United Life has also expanded its line 
of participating plans and this line now 
includes: participating whole life, par- 
ticipating 20-payment life and partici- 
pating life and participati ng life paid up 
at 65. To be merchandised under the 
trade name “Uni-Par,” the participating 
plans have a fifth dividend option avail- 
able which is elected at time of issue. 


Down Town Glee Club of N. Y. to Give its 
Spring Concert April 28 at Carnegie Hall 


The Down Town Glee Club of New 
York, which numbers many insurance 
men in its membership of 175, will hold 
its Spring concert Friday evening, April 
28, at Carnegie Hall, N. Y. A feature of 
the program will be a rendition of Sibe- 
lius’ “Onward Ye People,” arranged by 
Channing Lefebvre, co-founder of the 
club 35 years ago who was its director 
from 1927 to 1941. His successor at that 
time was Dr. George Mead, organist 
and choir master of Trinity Church in 
downtown Manhattan, a recognized com- 
poser and arranger, who is the club’s 
present director. 

In honor of the 100th anniversary of 
the Civil War the Down Town Glee 
Club’s Spring program will include a ren- 
dition of “The Battle Hymn of the Rep- 
lic.” Other music from American sources 
will be “Casey Jones,” “Menagerie,” and 
a group of love and drinking songs. 

Two other treats in store for those who 
attend will be a presentation of “Let 
Their Celestial Concerts All Unite,” a 
great Handel chorus, and the thrilling 
“Hospodi Pomiloi” from the Russian 
Liturgy. 

As always, a group of choir boys from 
Trinity Church will join the men singers 
at the concert and their joint rendition 


will be Cesar Franck’s beautiful “Far 
O’er the Bay.” 
Featured solist will be John Baker, 
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e These ACCO keys can unlock the doors to just about 
any type of business, professional or personal insurance 
account. In ONE group of companies, American Casualty 
agents have access to every major form of insurance. 
Among the many unusual features are (1) a superb health 
insurance portfolio, (2) twenty different types of profes- 
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plans for private passenger cars*—and many other out- 
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well known baritone, formerly with the 
Metropolitan Opera Co. and previously 
a member of the Glee Club. 


Kenneth C. Edgar, United States F. 
& G., is vice president of the club; 
Arthur J. Hand, who recently retired 


from that company’s New York office, 
is public relations chairman and historian, 
and Russell Q. Blair, Home Insurance 
Co., is a past president. Other insurance 
men in the club’s membership follow: 


Douglas E. Gorham, North American Re- 
insurance Corp.; Leroy F. Goodwin, Phoenix 
Insurance Co.; Edward W. Lewis, insurance 


manager of Vicks Chemical Co.; Edward J. Van 
Buren, 3rd., general insurance broker; Paul 
W. Bruder, New York Life; Reginald Greet, 
Employers’ Fire; Stephens P. Brown of R. E. 
Clancy Associates, general agents, Massachusetts 
Mutual Life; Fred Schwartz, Johnson & Hig- 
gins; James Strain, Yorkshire; Gordon James, 
Benedict & Benedict; George Eade, Northern of 
New York; Karl M. Grund, Chubb & Son. 

Also Richard T. Rieder, Mutual Benefit Life; 
John Helmkin of T. D. Helprin; William C. 
Pearson of Ebasco Services; William J. Ruth, 
Jr., Home Life; Maurice L. Egan, formerly 
of Appleton & Cox; John A. Craft of Craft 
Real Estate and Insurance; Rexford E. Gardner, 
insurance broker; Arthur J. Etzel, Harold La- 
Ronge and Anthony de Deo, of the Home 
Insurance Co.; Rubin de‘la Rosa, Unity Fire & 
General, and Louis M, Rupnick, Equitable Life 
Assurance Society. 


STRESS AGED MENTAL PROBLEM 
San Antonio Health Underwriters Hear 
Views on Needs of Senior Citizens; 

Elect Officers 

The San Antonio, Texas 
of Health Underwriters, recently heard 
Dorothy O’Neil, director of the Senior 
Center of the San Antonio Public Hous- 
ing Authority. discuss the problems of 
the aged in San Antonio. She stated 
that Bexar County has more than 47,750 
citizens over 65 years of age. 

Miss O'Neil indicated that she believes 
that people in this age group have a 
mental health problem because they are 
no longer engaged in the occupation 
which they have followed all of their 
adult live. She stressed the need of this 
group for a feeling of security. 

Miss O'Neil stated that of the senior 
citizens of San Antonio and Bexar 
County 30% to 34% are receiving old 
age assistance. She suggested that the 
older age population of San Antonio may 


Association 


be greater than that of many other 
cities because of its warm, dry climate. 
Miss O'Neil does not believe that 


socialized medicine is the answer to the 
needs of the aged. In this connection, 
she emphasized the importance of the 
underwriters bringing to younger people 
the service which health insurance under- 
writers have to offer. She stated that a 
positive approach to the problem of 
health insurance is needed, and pointed 
to the fact that the relations of the 
physicians to patients have deteriorated. 

The report of the nominating com- 
mittee was presented by Wallace B. 
Cook, Federal Life, and the following 
officers were elected by acclamation: 
Wesley T. Moeller, The Prudential, pres- 
ident; John W. Lewis, Paul Revere Life, 
first vice president; Roland M. Aycock, 
Southland Life, second vice president; 
Leroy W. Smith, Great Southern Life, 
secretary-treasurer. Directors elected: 
Albert F. Timmons, Great Southern Life; 
E. J. Tankersley, Jr., Lincoln Liberty 
Life; Olin W. Nail, Business Men’s As- 
surance. Ralph J. McCartney, Occidental 
Life of California, retiring president be- 
comes chairman of the board of directors. 


MISSISSIPPI A. & H. MEN ELECT 

Mississippi Association of Accident & 
Health Underwriters have elected the 
following officers for the coming year: 
President, D. C. Green, general agent, 
Paul Revere Life; vice president, M. H. 
Tobias, general agent, Combined of 
America, and _ secretary-treasurer, J. 
Vincent Casale, underwriter, Allstate In- 
surance 
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LIAMA Health Insurance Spring Meeting 





Harmelin, Wolf and Wright Reveal 
Modern Health Selling Techniques 


Chicago, April 17—“Modern Selling Techniques” took the spotlight this evening 
at the Edgewater Beach Hotel, as delegates to the 12th annual LIAMA Health 
Insurance Spring Meeting heard talks on the subject by. William Harmelin, 
Andrew L. Wolf, and John Wright. John D. Saint, second vice president, South- 
west Indemnity & Life, was panel moderator. 


William Harmelin 


Reasons for companies to have busi- 
ness life insurance are also reasons for 
having business health insurance, said 
Mr. Harmelin, New York City associate 
general agent of the Harmelin Agency, 
Continental Assurance. 

There is general acceptance of the 
role key man life insurance plays in 
business. “However, both businessmen 
and life insurance underwriters still have 
a shocking lack of understanding of the 
need for insurance ... the need to cover 
the economic loss which results from the 
long term and serious disability of a 
part-owner or key person,” Mr. Harmelin 
said. 

Key man life insurance is accepted by 
business because agents have pointed out 
the need for such insurance. “It is -the 
responsibility of the life underwriter to 
carry a similar message to the business- 
man regarding the need for disability 
insurance, because the need for such in- 
surance parallels that need for life in- 
surance.” 

The loss of a key man creates a multi- 
tude of costly problems for a business, the 
speaker said. The loss of his services 
can mean lost production, sales, and 
profit. Creditors may become cautious in 
extending loans or demand repayment 
of outstanding indebtedness. Additional 
payroll expense can result in replacing 
the key man. “The prolonged or per- 
manent disability of key men can be 
far more costly to a business than the 
death of those key men,” said Mr. 
Harmelin. 

Discontinuing a key man’s salary may 
seem economical but, when he recovers, 
may cause him to seek employment else- 
where, the speaker pointed out. Also, 
a morale problem is caused with other 
key personnel who feel their employer 
would not take care of them if they were 
disabled. 

Citing a survey of 100 businesses he 
had made concerning salary continuance, 
Mr. Harmelin stated: “Surprisingly few 
firms pay for more than six months, even 
to key employes who have been em- 
ployed 20 or more years. Most of 
the firms .. . fund the disability salary 
continuation payments out of current in- 
come, meaning that the disabled em- 
ploye’s income depends entirely upon the 
success or failure of the business at the 
time of disability.” 

At the present time, many companies 
are solving this need with long term 
disability insurance, Mr. Harmelin said. 
This insurance “would gain faster ac- 
ceptance if more and more life under- 
writers were motivated to recommend 
this type of funding for the contingency 
of serious disability of key personnel. 
This type of plan picks up where the 
company’s salary continuance plan leaves 
off.” 


Advantages of Plan 


The advantages of such a plan are that 
the employer can select the employes to 
be covered and the amount of the benefit, 
decide when the benefit will start and 
its duration, and decide whether part 
of the cost will be paid by the employes. 
Mr. Harmelin also outlined the tax ad- 
vantages of funded plans to both the 
employer and employe. 


In discussing the problems faced by a 
partnership when one partner is disabled, 
Mr. Harmelin said, “The big question 
is whether the healthy partner can keep 
sales and production at a high enough 
level to afford to hire a capable replace- 


In Chicago 





ment. There is the further danger that 
the healthy partner may also become 
disabled, which will result in complete 
collapse of the business.” 

Mr. Harmelin commented on one prob- 
lem faced by the insurance industry. 
“Every time I think of the tremendous 
turnover problem in the life insurance 
business, I can’t help but wonder if com- 
panies realize that if they were to train 
and motivate their agents to sell health 
insurance, this problem would be re- 


Combined agents 





have fewer strike outs 


A look at the batting averages 
shows a growing number of 
power-hitters among general 
agents on the Combined team. 

And these high batting aver- 
ages are paying off in impressive 
five-figure incomes. 

We believe that a general 
agent’s efforts in A & H should 
be successful to an outstanding 
degree. And we do everything we 
can to make it so. .. recommend 
the type of A& H coverage he is 
best qualified to sell, provide his 
organization with successful 


sales techniques, and give expert 
coaching and encouragement 
from the sidelines. No one gets 
a hit everytime. But we find that 
with this help, Combined agents 
close more sales and cut costly 
strike outs to a minimum. 

If you have an established 
agency and are interested in find- 
ing out what it takes to join the 
world’s best A& H team, drop a 
line today, on your letterhead, to: 
Disability Division, Combined 
Insurance Company of America, 
5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
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duced. The additional income which 
must come from the sale of both health 
and life insurance would create a more 
stable sales force.” 


Andrew L. Wolf 


_ “Experience has revealed to me that 
it #8 much easier to obtain the interest 
of a prospect and get an interview by 
offering to discuss some new feature 
of A. & S. protection than it is to venture 
originally into a life insurance discus- 
sion.” This was a statement made by 
Andrew L. Wolf, special representative 
in Flagstaff, Ariz. for Business Men’s 
Assurance. 

Mr. Wolf said that he points out to his 
prospect that “even though he may al- 
ready own a fine hospitalization plan, it 
is probably insufficient now due to the 
rapidly increasing costs of hospital treat- 
ment. When the interview takes place, 
I very early learn of his entire insurance 
picture, including that of all members 
of his family.” 

Mr. Wolf's next step is to proceed 
with the sales of the A. & S. plan in- 
cluding completion of all the applications 
and obtaining the signature. If he thinks 
a life insurance sale is possible he then 
points out to the client that perhaps he 
had better consider additional insurance 
to take care of today’s much higher cost 
of living, education, mortgage, etc. “The 
result of this step is that I place life 
insurance along with hospitalization in- 
surance in over 90% of such sales inter- 
views,” Mr. Wolf brought out. 


An Excellent Opportunity 


“Business agreements funded by in- 
surance offer an excellent opportunity 
for A. & S. sales,” Mr. Wolf said. He 
told of a recent experience of selling life 
insurance to each of two business part- 
ners, including in the plan medical ex- 
pense and loss of time benefits. 

Another market for A. & S. insurance 
is with corporate owners of business 
who can buy disability income insurance 
on employes and have the premiums up 
to $100 weekly deductible from taxes. 
These sales are enhanced, Mr. Wolf said, 
“by pointing out the provisions of tax 
law which allow deductibility of the 
premium by the corporation and also the 
tax-free source of income to a disabled 
employe.” 

Franchise, or wholesale, plans of hos- 
pitalization to groups with fewer than 
25 employes can also be the source of 
life insurance sales, Mr. Wolf pointed 
out. He indicated that he operates the 
same in these cases as he does with 
individual health insurance sales contacts 
getting the insurance life history of the 
individuals and suggesting additional in- 
surance for educational funds and the 
like. 

Mr. Wolf told of an idea for an in- 
surance plan which was given to him 
by a client asking for a particular 
financial arrangement. The BMA repre- 
sentative worked it out and has used 
the plan successfully with other profes- 
sional men, and he has now made this 
part of his sales kit. This is a plan 
whereby a man is covered for disability 
during his working years, and yet will 
have all the premiums returned to him 
at retirement age whether or not he has 
collected any disability income during the 
working years. 

In discussing some of his sales in life 
and A. & S., Mr. Wolf indicated that 
they are closely linked together. “I am 
never sure which comes first, A. & S. 
or life,” Mr. Wolf says, “but they do go 
together.” 


Mr. Wright’s talk will be reviewed 
next week. 


Maryland Life Dividend 


The board of directors of the Mary- 
land Life declared a 20% stock dividend, 
payable May 1, 1961, to stockholders of 
record April 12, 1961, Chester O. Biven, 
secretary, announces. 
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McLaughlin Calls Company’s Decision 
To Enter Health Ins. Field ‘Sound’ 


Chicago, April 17—Blending health in- 
surance into the activities of the life in- 
surance agents has worked well for 
Northwestern National according 
to Dan D. McLaughin, vice president and 


Life, 


agency director. 
Mr. McLaughlin related his company’s 
experiences in getting into the health 


insurance business beginning in January 
He said that the company 
life staff add the 
their product 
somewhat as did 
However, he said, 
had to 
handle the 
additional 


of last year 


decided to have their 
line 
with new life 
in order to 


acquire 


health insurance to 


they 
policies. 
they 


do this enough 


know-how to new business 


without specialized help. 
National worked 


company on a basis 


with a 
and 
thus were able to obtain rates, policy 
forms, sales promotion material, help in 
training underwriters, and some fieldmen 


Northwestern 
co-insurance 


who helped introduce the product at the 
company’s meetings. 

A member of the company’s agency 
department was put in charge of devel- 
ypment of the health insurance busi- 
ness ; actuaries and underwriters worked 
with the co- insurers ; and a series of 
educational and training meetings were 
held for the field people. 


Sees Health Ins. Growing 


“We feel confident that our health in- 
surance business will continue to grow, 
Mr. McLaughlin said. “As each month 
goes by, we see more and more agents 
accepting it as part boy their product 
line and a very important part. 
Already we are sda “some of the bene- 
fits from the business in recruiting, 
financing and stabilization of agents.” 

Mr. McLaughlin discussed five prob- 


lems which his company encountered in 
using the “blended activity” approach to 
the health insurance business: (1) Some 
good life agents rejected the idea of 
selling health insurance; (2) underwrit- 
ing and issuing health policies took more 
time and the experienced life men found 
this hard to accept; (3) our higher rate 
for non-can insurance had to be under- 
stood by the men who had been broker- 
ing commercial policies with other com- 
panies; (4) placing health insurance with 
the Northwestern National meant credit on 
an agent’s account, whereas when it was 
brokered business it meant cash in hand; 
and (5) licensing agents was difficult in 
some states. 

“All of these problems are gradually 
being overcome,” Mr. McLaughlin de- 
clared, “but the process does take time 
and a continuing follow-through process. 

Mr. McLaughlin said that if the com- 
pany were undertaking this program 
anew it would do a few things differently. 
The first is that they would make health 
insurance less complicated. “We ap- 
proached it somewhat on a programming 
procedure but now we are focusing on 
simple package sales and with better 
results,” he said. Another is that the 
company would suggest health insurance 
as the approach on some occasions in- 
stead of using it always ass the secondary 
sale. 

“While we gave credit for health in- 
surance toward many of our clubs and 
toward our convention, we would trans- 
late health insurance premium dollars 
into the type of production credit the 
life agents are used to,” Mr. McLaughlin 
explained. 

“Recently,” the speaker said, “we have 
found it worthwhile paca: or Me to as- 
sign individual trainers exclusively to 
health insurance for a period of several 
weeks.” He pointed out that ‘an has 
resulted in getting several agents excited 
about health insurance and it has also 
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DAN D. McLAUGHLIN 


given the trainers a new look at what 
can be done with the health insurance 
approach. This seems to be better than 
sticking so closely to the “blended 
formula.” He said further along: 

“One of the things Northwestern Na- 
tional Life assumed when it entered the 
health insurance field a year and a half 
ago, was that the company’s agents 
would be among the first to buy a health 
policy. 

“But we found after five months that 
not many of our agents owned a health 
contract. We remedied this by starting 
a simple campaign which provided an 


‘T Own One’ button when an agent 
bought a policy himself. The campaign 
worked and stimulated sales all along 


the line. 

“We are quite certain that our decision 
to enter the health business was a good 
one,” McLaughlin concluded. 





or True Group case. 


Guaranteed Renewable Policies Available! 


SELLING WORDS TO A BUYING PUBLIC 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 
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Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


REMEMBER—IT'S EASIEST TO SELL THE BEST! 
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conv ention qualifications. “We promoted 
A S. at every opportunity,” he em- 
phasized, but ‘ ‘widespread and really en- 
thusiastic acceptance of our program was 
not achieved.” 

rhe speaker then told of the com- 
pany’s experience in the first three years 
of writing A. & S. business. After an 
initial increase in paid annualized pre- 
miums the second year, the production 
fell off the third year and the company 
felt something had to be done to elevate 
health insurance to “full brother” status 
with life. 

Four major steps were taken to accomplish this 
goal: (1) a more modern and saleable product 
portfolio in disability and 
designed; (2) simpler, more 
practical and useable selling aids were developed; 
(3) a more 


income medical ex- 


pense areas were 
intensified program for promotion, 
motivation and training was undertaken; 
(4) equal stress and treatment to health 
ance coverages was given in the 
pany activities, 


and 
insur- 
various com- 
incentive 

Future developments in the field of 
health insurance have been made by the 
company up to the present date and pro- 
duction has increased considerably. A 
non-can portfolio was introduced in 1958; 
more emphasis was placed on sales pro- 
motion material; improvements have 
been made in the policies offered and 
new policies have been added. 

“We feel that considerable progress 
has been made in elevating A. & S. to 
the status of a ‘full brother’ to life in- 
surance,” Mr. Sherer stated. He pointed 
out that many devices and techniques 
have been used for merchandising health 
insurance and promoting it to the field 
force in order to maintain the good posi- 
tion achieved and to stimulate further 
increase in health insurance business. 

“There is strong evidence of increas- 
ing and more widespread field accept- 
ance of health insurance in our com- 
pany,” said Mr. Sherer. “Certainly more 
and more agencies and agents are be- 
coming productively active in this mar- 
ket. Probably an important reason is 
that we at the home office, as well as our 
field associates, have begun to develop 
a real conviction about health insurance.” 


Neal's Address 


(Continued from Page 50) 


tion in health care assistance have en- 
countered obstacles in the form of high 
costs. He illustrated the high cost factor 
by discussing newspaper stories on the 
health care program for pensioners in 
Colorado _and the health services pro- 
gram in Canada. 

Mr. Neal then outlined the job facing 


health insurance and other groups in 
the field of health care, saying: 
“We must recognize that the social 


and political situation today has created 
a challenge for all groups in the health 
care field. We are challenged to serve 
and assist the public so well that no 
persuasive argument can be made for 
having the government take over the 
job. I am positive that we have the 
means to meet the challenge and that 
we can meet it. 

“I want to remind you, in conclusion, 
that the struggle continues between 
those who advocate greater government 
control of national life and those of us 
who favor competitive enterprise. There 
is good cause to take an optimistic view 
of chances for containing the advance 
of the position in the foreseeable future. 
3ut to make good these chances, our 
business must constantly be aware of 
public needs, alert to changes in popular 
sentiment as regards those needs, and 
ready to improve our programs and 
practices so as to offer the highest qual- 
ity of service. By adhering to this 
course, we can give the best accounting 
to ourselves and to the American 
people.” 
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NEW YORK 
107 William St. 


REINSURANCE 


UNDERWRITERS KNOW 


there is an essential job 
for Reinsurance in almost 
every insurance transac- 
tion. 


Employers service rests 
on forty-five years of 
practice, covers fully in 
Multiple Lines, and as- 
sures scope, capacity 
and security. 


KANSAS CITY, MISSOURI 
21 West 10th St. 


CHICAGO 
175 W. Jackson 


EMPLOYERS REINSURANCE CORPORATION 


SAN FRANCISCO 
100 Bush St. 














HUMPTY DUMPTY REPAIR CHART 











.All the King’s horses and all the King’s men 

Couldn't put Humpty together again 

A royal mix-up, indeed. Especially if 
Humpty’s insurance man didn’t protect him 
with Accident insurance. For a serious acci- 
dent can drain even a royal treasury. 

Make sure your prospects and clients have 
Accident insurance. 

Travelers field men are ready to help you 


See the nearest Travelers Manager or General Agent for details on all forms of Travelers Health insurance. 
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dramatize the need, wrap up the sale. Travel- 
ers claim people—4,310 of them—are ready 
to service claims, quickly and efficiently. 


The Travelers has a wealth of experience. It 
was the first to write an Accident policy in 
America. Since then—1864—The Travelers 
has kept pace with changing times, changing 
needs. Today, they offer a full array of Acci- 
dent, Sickness and Hospitalization contracts. 


THE TRAVELERS Insurance Companies connecticut 








